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Eveready Display Deals have a sales appeal the customer 
can’t miss. Here they are in the drug store of W. Robert 
Decker, Philadelphia. 


Profitable 


And That’s the Most Imrortant ‘THING 


W. Roserr Decker, Philadelphia druggist, has found Eveready Flash- 
lights and Batteries profitable items to handle in his drug store. He says 
the new merchandising deals and national advertising do it. He is one of a 
great many druzzists who have discovered, to their profit, that the Ever- 
eady Display Deals 04, 16 and 71 keep sales moving and require practically 
no sales effort. 

Put these bright, attention-getting cartons on a counter and flashlight sales 
naturally follow. These merchandisers are a direct appeal to the flashlight 
customer and they certainly pay well for the small space they occupy. 


It’s a pleasure to handle such easy-selling, fast-moving items. Eveready 
Display Deals 04, 16 and 71 require a very small investment. Carry the 
Eveready line and get the benefit of extensive national advertising and mer- 
chandising helps that sell Eveready Flashlights before the customer comes 
into the store. Order today. 


NATIONAL CARBON COMPANY, Inc., New York—Chicago—San Francisco 


Atlanta \ Kansas City 


Unit of Union Carbide and Carbon Corporation 
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sells twice as much electricity as 
does London’s 60 companies, at a 
price a little more than half the 
price in London. 

Another reason why we have 
cheaper electricity in this country is 
that there are 39 different kinds of 
electricity sold in London. There- 
fore the companies can’t help each 
other out very well. These plants 
are not “tuned” together. So each 
plant has to install its own reserve 
capacity. Perhaps that is one reason 
their rates are higher. Again:— 

Suppose you live in London, and 
move a mile away, where there is a 
different kind of electricity. Your 
lamps will only glow dimly, your 
toaster doesn’t get hot, and the vacu- 
um sweeper only gives half speed. 

You move again—all the lamps 
burn out with one brilliant flash; 
your toaster is white hot, burns the 
bread into charcoal in a few seconds 
and then goes out of business and 
your vacuum cleaner gives one scream 
and blows up in a flash of blue 
smoke. 

You move again—you can move 
about 37 times more in an area of 
19 square miles, and each time a dif- 
ferent company sells you a different 
kind of electricity. Their apparatus 
is not “tuned in” with each other’s 
wave length. 
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Your Place 
in the 
Picture! 


E are “Signalizing” Industry. Archi- 

tects, engineers, contractors and 
users of signaling equipment are all being 
thoroughly sold on our “Signalize” adver- 
tising campaign. 




















Your place in the picture is to “Signalize” 
your business by selling Signal Engineering 
equipment, principally Signal Engineering 
Gongs to the above classes of buyers whose 
acceptance has reached astounding propor- 














333% Profit 


There is 334%4% profit for you 
in the sale of Signal Gongs. And, 
we are creating your market. 


During 1928 Signal Engineering 
bells will be advertised in the fol- 
lowing publications: Electrical Rec- 
ord, Wiring for Profit, Architecture, 
Southern Architecture, Architec- 
tural Forum, Telephony, Telephone 
Engineering, McGraw-Hill Trade 
and Engineering Catalogs, Sweets’ 
Architectural and Engineering Cat- 
alogs, Thomas’ Register, and 
McRae’s and Hendrick’s Blue Book. 
This is to help you, so make the 





tions. 


Write us at once for distributor’s arrange- 
ments. Do not overlook this opportunity 
to handle an unusually profitable specialty 
which will off-set your low profit staples. 


Signal Engineering Products are the Result of 
Years of Development and Research. 


Note Futt NAME AND ADDRESS 








_ ¢/ SIGNAL 


ENGINEERING & MEG. CO. 
49 SEVENTH AVE., NEW YORK,N.Y. 


We also make a complete line of Sig- 
nals, Signal Systems and Control Ap- 
paratus. (See Page 125 of this issue). 








SOLD THROUGH JOBBERS 





VIRGINIAN ELECTRIC, INC., CHARLESTON, W. VA. 


A. D. Crummett, Sec.-Treas. E. D. Knight, Vice-Pres. 
IRGINIAN ELECTRIC was incorporated un- 
der the laws of the State of West Virginia, 

November 24, 1909, by Edwin M. Keatley and as- 

sociates, he at that time being the sole owner of 

the corporation. It was successor to the Agnew 

Electric Co., organized in 1904. For a number of 

years the business was carried on at Charleston as 

an independent electrical and mine supply house. 

Mr. Keatley has been president of this company 
from its organization, and the business was con- 
ducted as above stated until November 4, 1922, 
when a reorganization was effected and the corpora- 
tion became the merchandise distributor and jobber 
of General Electric materials only, and is now con- 
tinuing in that capacity. The corporation is in- 
dependently owned, all of the stockholders residing 
in Charleston, and the present officials, in addition 
to President Keatley, are E. D. Knight, vice-presi- 
dent, A. D. Crummett, secretary-treasurer, and 
W. A. Reese, sales manager. 

This concern has enjoyed a marked growth in 
volume and occupies its own property on the lines 
of the New York Central Railroad with its own 
side-tracks and unloading facilities, and has ap- 
proximately 22,500 sq. ft. of floor area, including 
a small shop which is maintained for the manufac- 
ture of coils and repair work for industrial plants. 
The number of employees averages about 40 to 45 
of which six are traveling salesmen, one being a 


Edwin M. Keatley, Pres. W. A. Reese, Sales Mer. 


special radio man. A radio shop is also maintained 
with a radio repair man in charge. The predom- 
inating business of the concern is industrial in na- 
ture, being conducted with bituminous coal mining 
plants, chemical plants and other industrials of 
lesser importance. 

LOOKING AHEAD TO 1950 


It is unquestionably true that no matter by what name 
you may call the service rendered—whether as a jobber, 
distributor or what-not—someone must perform the func- 
tion incident to the economical distribution of merchandise 
and someone must pay a reasonable cost for that service. 
It would seem that the jobbing system will remain a part 
of the merchandise picture for an indefinite period but 
jobbing units will be considerably smaller and operate in 
more congested territories than in years past. It is also 
my impression that the number of these jobbing houses 
will probably increase as the years go by, and, while the 
larger organizations operate nationally and continue to 
function with smoothness and efficiency, yet there is and 
will be for many years to come a place for the so-called 
independent jobber, and if there can be secured some mod- 
ification of the anti-trust laws which will permit the so- 
called independent jobbers to act in concert through their 
trade organizations within the law, in my opinion, it will 
be of great benefit to the so-called independent operator 
in his line of endeavor. 

To my mind, the most restricting factor to the smaller 
business man today is the harsh operation of our anti- 
trust laws which prevents the independents from acting 
in concert for their best interests and in competition with 
the larger units acting as such. 
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‘Tape 
‘Tape 
Tape 


Tape 
Tape 


Tape 
Tape 


Tape, at first sight, seems a pretty small 
item when you are selling rubber in- 
sulated wire. But when you think it 
over, it grows larger—in importance. 








The buyer of your wire, to be sure, may 
not think of tape when you are selling 
him wire. But sooner or later he wakes 
up to the fact that most of the trouble 
in his wiring circuits originates at poorly 
insulated joints. And then he begins to 
wonder why you did not sell, or at least 
recommend, a splicing compound and a 
friction tape that are as strong and as 






















Company, Inc. 


FACTORIES: 


SALES OFFICES: NEW YORK CHICAGO PITTSBURGH 
ST. LOUIS ATLANTA BIRMINGHAM 

SAN FRANCISCO LOS ANGELES SEATTLE 
General Electric Supply Corporation, Boston, Mass. 


Novelty Electric Co., Philadelphia, Pa. 








D. Lawrence Electric Co., Cincinnati, O. 
Canadian Representatives: 
Engineering Materials Limited 
Montreal 
Cuban Representatives: 
Victor G. Mendoza Co. 
Havana 








The Okonite Company 
The Okonite-Callender Cable 


PASSAIC, N. J. PATERSON, N. J. 
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long lasting as the insulation 
on the wire. 


There may be, of course, a few 
cents difference in the price of 
Okonite and Manson Tapes. 
But it’s a difference that is easi- 
ly and speedily made up in sat- 
isfaction. Should it, moreover, 
be a question of low price, 
there are Dundee “A” and 
Dundee “B”—the Okonite 
tapes which meet his price and 
still give him much more than 


ordinary satisfaction. 
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When Electrical Jobbers Get Together 


Are They “Jobbers” or “Wholesalers”? The Twentieth Annual Meeting 
of the Electrical Supply Jobbers Association May Bring the Answer 


Supply Jobbers Association. The Homestead and 

its environs, at Hot Springs, Va., the week of June 
4 to 8, will be given over wholly to electrical jobbers and 
the manufacturers who are there to see jobbers at work 
and at play. What great achievements will mark this 
meeting, time only can tell. Perhaps nothing spectacu- 
lar will come out of it. But the regular business will 
be done in as thorough 


Ts is the 20th annual meeting of the Electrical 


in order to qualify as a member of the association. 
A special committee has taken up with the membership 
the advisability of changing the dimensions of the 
standard catalog sheet, and will submit a complete report. 
A preliminary test was made and replies from about 100 
members indicated that over 70% were in favor of con- 
tinuing the present 814 by 10 in. size of sheet. What the 
committee may have ascertained in its complete study 
will be most interest- 





and shipshape manner 
as possible. 

Outside of the regu- 
lar program there are 
a few matters that 
will undoubtedly come 
up on which action 
can be expected. 

What the Free 
Lance Club will do is 
always of interest. It 
is hard to foretell just 
what direction its ac- 
tivities will take, but 
probably something 
can be expected in the 


ing. 

Another matter that 
will be considered by 
the membership as a 
whole is that of the 
name of the associa- 
tion. There has been 
considerable discussion 
of late revolving 
around the question 
whether “jobber” is a 
good term. Many 
contend that it 
misnomer, is undigni- 
fied, does not mean 
anything, ete. The as- 


is a 


way of an attempt to 
tie the independent 
manufacturing ele- 
ment, so-called, more 
closely to the inde- 
pendent jobber group. 

Another thing that 


This interesting picture was taken by George Patterson, of 
Stanley & Patterson, New York, at the Electrical Supply Jobbers 
Association’s first meeting at Del Monte, Calif., 17 years ago. In 
the front row are: Al. Monroe, Nebraska Electric Co.; W. T. Mc- 
Cullough, W. T. McCullough Electric Co., Pittsburgh; Mrs. W. W. 
Low; Dan Hemingray, a Glass Co.; Tom Ringgold, 
Central Electric Co., Chicago; W. W. Low, Electric Appliance 
Co., Chicago. In the back row are: George Patterson’s father 
(deceased) ; Mrs. George Patterson (deceased); F. P. Fletcher, 
Fletcher Electric Co., New York (deceased); a man whose name 


sociation leaders have 
become interested in 
this and it is under- 
stood that at this meet- 
ing the matter will be 
discussed. If a ma- 
jority are strongly in 


the Free Lance ele- 
ment is reported to be 
strong for is the “‘zon- 
ing movement” now 


Mrs. W. T. McCullough. 





is unknown, but who is a jobber in California; Mrs. E. W. Rocke- 
feller, wife of E. W. Rockefeller of the old Western Electric Co.; 


favor of the term 
“wholesaler” t his 
might go so far as to 
mean the changing of 








being considered by 
the Association, that is, the dividing up of the country 
into zones and establishing local organizations for han- 
dling local problems. It is understood that the Free 
Lance Club will have some suggestions to make as to 
this contemplated zoning plan which will be worthy of 
careful consideration when this matter is discussed. 
Probably some steps will be taken this year to reduce 
the dues to the association and likewise the membership 
qualification, as to the amount of business done annually 


the name of the asso- 
ciation to the Electrical Wholesalers Association. 

The program for the open meetings this year contains 
some interesting features, thanks to program committee- 
men J. G. Johannesen, John A. Duncan and W. E. Rob- 
ertson. In the Casino, at 8:30 p. m., Wednesday, June 
6, will be held the open session for members and guests. 
H. T. Bussman, president of the Bussman Mfg. Co., St. 
Louis, will give an address on the subject: “What is to 
be gained by the four branches of (Turn to Page 153) 





Sets &- Parts 


O 
+5 

| © 
= 





6 


THE JOBBER’S[AJSALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Jobber Sales On the Increase 


Total Sales in 1927 Exceed Those in 1926 By Nearly 








Seven and One-Half Per Cent. 


Four-Fifths of the 


Forty Groups of Commodities Also Show Gains 


HESE MANY years it has been a favorite 

' pastime among some people to sit around 

and foretell the passing of the jobber, and 
in particular, the electrical jobber. Jobbers them- 
selves have frequently been guilty of such heresy, 
for it almost amounts to heresy. 

As a matter of fact, the electrical jobber is not 
passing out of the picture, judged by his sales. On 
the other hand, his business is growing with a fair- 
ly satisfactory increment as the years go by. The 
figures of his total sales and his sales by com- 
modity groups, which are gathered and compiled 
each year by Tus Jopser’s SALESMAN, show this. 

These figures, by the way, are not estimates, 
or prognostications made by asking the jobbers 
what they think they are going to sell the coming 
year. They are actual sales figures taken off the 
jobbers’ books after they are closed each year, and 
the reports are from such a large percentage of 
the field that their accuracy will bear the closest 
inspection and analysis. 

The year 1927 closed with a substantial gain in 
sales for the electrical jobbing industry. Total 


sales in 1927 were $675,661,000 as against $629,- 
200,000 in 1926—a gain over 1926 of nearly 
714%. In most of the commodity groups shown 
in the table on the opposite page, there were like- 
wise substantial gains, only eight out of 40 show- 
ing a loss over the preceding year. It is to be 
noted that these figures are at the jobbers’ sales 
prices. 

Radio again tops the list—$149,435,000. At 
list prices this would represent about $213,000,000. 
Adding to that some $20,000,000 list for batteries 
sold for radio purposes, brings the electrical job- 
bers’ radio business up to approximately $233,- 
000,000 list in 1927. 

The total amount of business in radio sets, parts 
and accessories done at retail in 1927 is open to 
question, and various estimates have been made. 
However, the national Electrical Manufacturers 
Association puts it at $500,000,000, the U. S. De- 
partment of Commerce at $360,000,000 and “Ra- 
dio Retailing” at $446,550,000. It is probable that 
the average of these, $435,516,000, will repre- 
sent approximately the actual (Turn to Page 62) 


This Diagram Shows the Relative Sales Importance to 
Electrical Jobbers of 40 Key Products in the Year 1927, 
as Represented by the 1927 Column on the Next Page. 
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Electrical Jobbers’ Sales in 1927 in 40 Key Products as Contrasted With 
Sales in The Previous Four Years, At Jobbers’ Sales Prices 










1923 1924 1925 1926 1927 
1.. Bea Siete. aad: Parte os. cn ca cc... ec cesee $97,178,000 $116,051,000 $104,286,000 $128,874,000 $149,435,000 
9. Fe ID iio k ian ns 060s o vnwdicss 69,169,000 61,389,000 48,123,000 46,324,000 72,647,000 
Me RE Coe es ee 45,947,000 36,414,000 33,191,000 39,322,000 40,306,000 
ee EE ey ee 46,783,000 45,987,000 33,085,000 37,815,000 38,640,000 
5, MD CRG ee ies cee Yel s pthc cps ceece 35,808,000 31,586,000 31,000,000 32,937,000 35,941,000 
6. Meee Rete A... Sd estiesi ss ...... 9,195,000 8,774,000 10,560,000 14,916,000 22,424,000 
7. Dry Batteries (including Radio) .......... 5,893,000 15,000,000 18,200,000 23,126,000 18,487,000 
8. Weatherproof Wire ................e00000: 22,871,000 21,551,000 11,150,000 15,073,000 17,901,000 
9, SE Care hbare slo he Bee divbseeiels & os 16,037,000 18,324,000 18,148,000 14,468,000 17,503,000 
10. Transformers, Insulators and other Central 
Station Distribution Equipment ........... 13,575,000 16,221,000 8,630,000 10,752,000 16,312,000 
11. I 108 Fo he hin seins stlde.s 9,751,000 9,380,000 11,265,000 13,092,000 14,892,000 
12. EE OE 6 chndeigc Bosc dees ieee s Asbr 13,995,000 13,589,000 11,290,000 14,450,000 14,058,000 
13. Residence Lighting Equipment, including 
NE BE, oid vo a5 voc eoo 8s cabs ce ois 14,059,000 19,112,000 20,306,000 21,478,000 13,929,000 
14. All Heating Appliances Not Otherwise 
AE Sha E ninth cline» gatinid.nelt bie 0,43 600 Caedd 12,806,000 15,766,000 13,351,000 14,865,000 13,894,000 
15. Fe PRN nko ere kin wendocters 12,465,000 11,393,000 8,350,000 8,268,000 13,377,000 
16. Clothes Washing Machines ................ 15,213,000 8,334,000 9,453,000 11,747,000 12,190,000 
17. Commercial Lighting Equipment, including 
SENS: hs ide de hens chvadls txteees ceeds 15,825,000 11,000,000 11,186,000 10,225,000 10,494,000* 
18. Power Motors and Motor Control Equipment 13,269,000 10,287,000 7,084,000 9,007,000 10,260,000 
19. Industrial Lighting Reflectors and 
DE cit iivcstestnthedavekseceense ‘viet OO UAL OO fe udee 7,847,000 9,420,000* 
20. “SY SR irc vsnuh ay weane ee Spade 8,300,000 4,132,000 3,811,000 2,567,000 8,329,000 
21. FR? ite Ee SHCA UNMASK cavecccdnoes evapwad’ 5,900,000 6,568,000 7,381,000 8,243,000 
22. “SE, MEO oc ca ablone ccm ote «ee 6 2s 10,143,000 6,271,000 5,575,000 4,967,000 7,383,000 
23, TR See Uke Sins Secs eae Ul eae secu PONG 7,046,000 7,816,000 7,084,000 2,686,000 7,373,000 
24. Panel Boards, Power and Lighting........ 8,505,000 7,005,000 6,127,000 6,576,000 6,681,000 
25. (CUMIN SR, Cuhh  cbadee dives ceeece 5,430,000 4,827,000 3,820,000 4,698,000 6,497,000 
26. Ventilating Equipment ...................- 922,000 1,814,000 2,108,000 3,584,000 6,296,000 
27. Flashlights and Flashlight Batteries ........ 5,870,000 4,129,000 4,562,000 4,668,000 5,285,000 
28. Electric Ironing Machines .................. 1,270,000 807,000 3,651,000 3,820,000 4,748,000 
20. GCs a0 .0 seus ices sehaeee  aetaetes |= <eneewe' 2,947,000 4,426,000 
30. . EES Sieh op wiey we AE ete dete bie wisn cg bh cue odes 6s 2,538,000 2,358,000 3,035,000 2,356,000 2,981,000 
Sl. Re OI ig o's o ste winide once er enées 869,000 4,323,000 2,140,000 1,887,000 2,638,000 
32. Annunciators and Bells .................. 1,189,000 1,362,000 1,387,000 1,542,000 1,937,000 
SB. LINEN: | RIIONE Sigs Basico. Hes en occ eee cee 645,000 1,883,000 1,026,000 1,802,000 1,814,000 
34. Measuring and Testing Instruments ....... 3,193,000 3,683,000 1,543,000 2,081,000 1,663,000 
35. Mupceiomet BF. PP. MiOtars ....occccccccccces 1,706,000 1,782,000 2,174,000 1,356,000 1,447 ,000+ 
36. Soldering Paste, Commutator Com- 
I PE ig 5 UATE 5d 5 Rs abe dic ee ees 567,000 931,000 652,000 915,000 1,283,000 
37.  BQGRRG. TemPOtrlC TOG noice n gic -ceinie's-s o since 360,000 810,000 945,000 1,638,000 878,000 
ee ee eee eee 123,000 1,208,000 535,000 1,261,000 648,000 
30, “STENT fc cs cc cecccctepecs Ke meseeeees Fit. UMacddeewal! () “ bwiete ct be 520,000 632,000+ 
10. ‘Vinee Ty Cannes eis. i oi cece eee 226,000 474,000 339,000 493,000 388,000 
Total Sales of all products (including those listed above in addition to all others) ................0eeeeees _ - -8675,661,000 
*First three years commercial and industrial lighting equipment were combined under one head, “Commercial.” : 
+First three years fractional horsepower motors and sewing machine motors were combined under one head, “Fractional 
H. P. Motors.” 
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Practica, Succestions ror WINDOW 


A Department of Timely and Workable Ideas 

for Jobbers’ Salesmen to Pass on to Their 

Dealers, With Questions and Answers. 
Conducted By PAUL SUTTON 


What is meant by “relative intensity” 
and “absolute intensity’—as applied to 
show window lighting? 

D. F. G. 


By relative intensity of illumination 
in a window is meant its intensity in 
relation to the illumination of windows 
in its vicinity—in other words its abil- 
ity to equal or outshine its competi- 
tors. 

Absolute intensity means a value of 
intensity necessary to enable one to 
see the display well and with complete 
ease at all times. 

Both of these factors should have 
equal weight in designing the illumi- 


nation as was clearly brought out by 
Edward W. Wheeler, engineer of the 
Reflector & Illuminating Co., Chicago, 
before a meeting of the Chicago Dis- 
play Men’s Club recently. Relative 
intensity, he said, is nothing short of 
a matter of competition—drawing 
power. Most people realize that. 
But absolute intensity is very often 
given little or no consideration. This 
is because your dealer considers the 
illumination of his window at night 
only. He doesn’t realize the impor- 
tance of lighting his windows in the 
daytime to kill the glare from the 








lilies or orchids. 
feeling. 


appearance. 


of space and elegance. 





Window Should Tie In With Current Affairs 
sk PURPOSE of the show window is to sell mer- 


chandise. To do this, it must have attraction value. 

When the interest of a passer-by has been stimulated 
the first step toward a sale has been accomplished. The 
merchant who is not alert to the importance of attractive 
windows is throwing away sales possibly to the profit of 
his competitor. There is no time in the year when care 
and taste in planning displays can make a more telling 
appeal than in June for this is the month of weddings. 
Delicate colors, pale green, light pink and white are 
most appropriate for use in the window which presents 
electrical merchandise as the most desirable wedding gifts. 
When flowers are used in such a display, they should be 
suggestive of the wedding itself, lilies of the valley, calla 
White ribbons contribute to the same 
Electrical gifts are always popular with brides 
because of their beauty and usefulness. 
planned to suggest the suitability of electrical merchandise 
for wedding gifts will create the desire to give them. In se- 
lecting articles for this display, as wide a variety as possi- 
ble should be presented to give the prospective customer a 
wide choice both of style and range in price; but the wed- 
ding window should never have a full or overcrowded 
In contrast to the special sale window, for 
instance, where a large quantity of merchandise may be 
shown, the wedding window should have an atmosphere 
To carry out the same feeling 
within the store, a show case devoted to suitable gifts is 
decorated with materials like those used in the window. 


The window 











plate glass reflections. This you must 
impress upon him, for often the heav- 
iest pedestrian traffic is in the day- 
time. If the window were to be seen 
only at night then probably the re- 
quirement of relative intensity would 
be enough. Frequently, however, this 
is below the absolute intensity re- 
quirement for effective daytime light- 


ing. 
1. What time of day do you consider 


best for changing window displays? 


2. I have one display window upon 
which I depend for showing all my elec- 
trical merchandise. How can I best dis- 
play appliances which vary greatly in size 
and use at the same time? 

R. D. 


1. When there are one or two win- 
dows and a member of the sales force 
has care of the windows as a part of 
his duty, the best time for changing 
them is late afternoon, from four- 
thirty on. Between that hour and the 
time the public begins to pass them 
in the evening on the way to theatres 
they should be entirely finished. 


Try as much as possible to show re- 
lated articles together. In a display 
of dining room appliances such as 
toasters, percolators, grills, and waffle 
irons you can also show a console style 
electric sewing machine because as an 
article of furniture a console may na- 
turally find a place in the dining room. 
The central lighting fixture and brack- 
ets in this grouping should be of a 
type used in dining room. Bridge and 
junior floor lamps fit well in such a 
display. For the kitchen, ice boxes, 
electric refrigerators and kitchen cab- 
inets provide a good background for 
smaller articles such as electric ironers 
or small irons, electric cookers, kitch- 
en percolators, toasters and egg 
beaters. In the dining room arrange- 
ment, a rug for floor covering is most 
suitable; for the kitchen, a linoleum 
mat. If your store carries a line of 
aluminum ware, this line will supple- 
ment the electrical group to the ad- 
vantage of both. 


What draping material do you recom- 
mend buying for general use in electrical 
windows? 

F. M. 

Twenty four inch wide cotton back 
velours in the colors myrtle green, 
black and purple. These three col- 
ors are most economical and satisfac- 
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TRIMMING 


This department is open to 
all subscribers. Send in your 
questions on any point in win- 
dow trimming or on special 
problems of display confront- 
ing your dealers and they will 
be answered promptly in this 


department or by mail. 
—Paul Sutton. 


tory. Green can be used at all sea- 
sons and combines well with any 
other color; black gives an exception- 
ally effective setting for small elec- 
trical appliances; purple has depth, is 
good for autumn trims and is pleas- 
ing to the eye with silver and alumi- 
num finishes. All three are durable 
because they do not show soil. For 
the average window, three three-yard 
lengths in each color makes a good 
original purchase. When the appro- 
priation for the windows will allow 
it, light colored silks give a pleasing 
variety. 

How often should the window displays 


be changed? 
K. L. 


The length of time a display 
should be in varies with the type of 
merchandise and the number of win- 
dows. A sale window is useful only 
while the sale is going on. For the gen- 
eral display a week is long enough to 
show it unchanged. After that time, 
the space may be given a thorough 
cleaning and the display rearranged. 
After another week, entirely different 
merchandise should be shown. 

Do you consider a window valance nec- 


essary ? 
J. F. 


The valance in the show window 
corresponds to the curtain of a win- 
dow in the home, to finish off the 
display. Without it any arrangement 
of merchandise, however attractive, 
seems incomplete. The type of the 
valance used depends upon how much 
money may be spent for it, and upon 
the general style of the display 
usually put in. When selecting it, be 
careful to see that the valance is not 
over elaborate, thus distracting atten- 
tion from the merchandise. Simplic- 
ity is always safest. Besides being a 
valance for your display the valance 
performs the utilitarian service of 
covering the lighting reflectors at the 
top of the window glass. 











June Bride Window Suggestion For 
Your Dealers 
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Materials Required 
Twelve yards of material Two ten yard bolts of baby 


for draping over fixtures, silk ribbon. 
is preferable, a fine grade of Six yards of asparagus fern 
sateen is satisfactory. roping. 


Two four foot palms. 

One sheet of light green 
cardboard 28 by 44 ins. 

One plateau 24 by 30 ins., 
6 ins. high. 

One plateau 24 by 12 ins., 
3 ins. high. Toasters. 

Two pedestals 12 and 16 ins. Grills. 
high. Lamps, all styles. 


HIS display is planned for the window of average size, ten feet 

long by six feet deep, with window glass on the front and along 
one side. The palms may be rented from a florist and placed one 
foot from the back of the window and two feet from the ends. Pedes- 
tals are placed as shown in the diagram; boxes of similar size may be 
substituted. The wedding bell is made from the green cardboard, 
held up by an easel and placed between the palms six inches farther 
forward. Lettering, done in dead white shaded with dark green, 
reads: “WE HAVE A COMPLETE ASSORTMENT OF ELEC- 
TRICAL WEDDING GIFTS FOR YOUR APPROVAL.” The 
material in white or light pink silk or sateen is draped to cover boxes 
or pedestals. White baby ribbon is strung from the top of the wed- 
ding bell to each of the gifts shown. If the window has a high back- 
ground, the natural asparagus fern roping may be festooned across 
the top, otherwise it may be omitted. 


Merchandise Required: 


Percolator set. 
Single percolators. 
Electric iron. 
Waffle iron. 








Watch for the July Model 
Window in the Next Issue, 
Which Will be Devoted to Fans 
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Summer Sales Prize Contest 


Fourth Annual Sales Stimulator Starts July 1. 
Are You Properly Entered and Ready for the Race? 


jobbers’ salesmen are waiting for. That is the 

opening date of the fourth annual “Summer Sales 
Prize Contest” conducted by THe Jopper’s SALESMAN. 
Each succeeding year there is greater enthusiasm shown 
over this event, and the results obtained through it have 
increased to a remarkable 


J 1 is the zero hour that more than a thousand 


degree. 

In the accompanying dia- 
gram, the figures represent 
the totals of the sales 
records submitted in each 
of the past contests. Judg- 
ing from the curve, it is not 
unreasonable to expect that 
this year, when the excite- 
ment is all over and the re- 
sults summed up, the sales 
records submitted will total 
far over a million dollars. 

To all of you men who 
have been entered by your 
sales managers, or who will 
be entered before July 1, a 
folder will be mailed this 
month which will give you 
complete instructions con- 
cerning the competition and 
just what you are to do. Bet- 
ter ascertain from your sales 
manager now, if he has for- 
mally entered you in the con- 
test. If he has not, have 
him send us your name, for 
no salesman will be eligible 
to compete for prizes who 
has not been entered by his 
sales manager or an execu- 
tive of his company. — 

And while on this matter 
of eligibility, it may be well 
to point out that only sales- 
men are eligible. Sales 
managers, department man- 
agers, officers of the com- 
pany and city desk men are 
not eligible. This is a competition for salesmen only. 
Last year quite a number of sales managers, not to men- 
tion a few presidents and treasurers sent in records in 
the competition. Manifestly, this is unfair to the rank 
and file of the salesmen. Even if these officials in some 
of the smaller companies go out after business, regularly, 
still, in the majority of these cases it must be assumed 
that these men, on account of their positions, have special 
entre to business that the average salesman does not pos- 
sess, so the rule to eliminate them was made. 

Certain manufacturers’ products, only, will be eligible 


1925 


THIS a | / 

BOT TED LIME / 
SJHOULD - 
INTEREST 


$450,000 


1926 


in the contest. They will be the manufacturers who an- 
nounce their products in the July and August contest sec- 
tions of the magazines. The complete list of these man- 
ufacturers will not be known until the latter part of June, 
for the July jssue and the latter part of July for the 
August issue. But by July 1, a complete list of the July 
eligible manufacturers will be 
sent to each salesman contest- 
= — ant, printed on a special July 
score card, and on August 1, 
a complete list of August eli- 
gible manufacturers on an 
August score card. 

As there are always 40 or 
50 of the manufacturers 
whose products are eligible 
each month, there is hardly a 
jobber anywhere not handling 
the lines of several of them, 
so each of you salesmen will 
probably find that quite a 
number of the manufacturers 
on the score cards are among 
those whose products you are 
selling regularly. 

We give a cash prize of $25 
to the salesman, anywhere in 
the country, who sells the 
highest amount of each manu- 
facturer’s product, as shown 
by the score cards turned in. 
That is to say, there is a $25 
prize for high score on each 
eligible manufacturer in July, 
and a similar prize for each 
eligible manufacturer in Au- 
gust. 

If there should be: dupli- 
cate high scores submitted in 
any case, duplicate prizes 
would be awarded. 

As stated before, all this 
will be fully explained in the 
folder which will be sent you 
this month, and you can’t go 
wrong. 

The plan followed last year, of giving special prizes 
or premiums to every salesman handing in one or more 
sales records in this contest, will be followed this year. 
We are determined, as before, to make this a contest 
without “blanks.” Any salesman who is_ interested 
enough to follow through and show sincere effort by 
turning in his score at the end of the month is going to 
be rewarded. These special premiums are all of them 
quite attractive. They will be shown in the folder above 
mentioned, that you will get a little later. 

This is a contest of genuine in- (Turn to Page 58 ) 


$ 800,000 


1927 
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Getting Down to Brass Tacks 


A Few Thoughts for the Boys 
Just Starting on the Road 


By E. T. ROWLAND 
Local Sales Manager, Southern New England Electric Co., Hartford, Conn. 


XV. YOUR ARTILLERY—THE MANUFACTURERS’ SALESMEN. 


E HAVE pointed out repeatedly that the volume 
W of business which a jobber’s salesman can pro- 

duce is limited by the factor of time. Probably 
no territory is so small that contact can be made with 
all possible customers, so it is necessary to select only 
as many of the most desirable accounts as can be followed 
properly. Beyond this it is impossible to go unless the 
salesman can get others to follow up prospective business 
for him. We have shown how the salesman can guide 
and stimulate his lamp agents, retail dealers, electrical 
contractors and other customers to go out and aggres- 
sively solicit new business, thus increasing their pur- 
chases from his house. Thus a jobber’s salesman may 
consider himself as a lieutenant in command of a platoon 
of infantry, his customers as corporals, each in charge 
of a squad comprised of the customer’s employees, and 
the entire platoon constantly deployed in skirmish forma- 
tion over his entire territory. But there always arise 
emergencies when a skirmish cannot be won without the 
support of artillery. 


And who can furnish this artillery support better than 
the manufacturers’ own salesmen? They are specialists in 
their own lines and their recommendations and sales ar- 
guments carry the prestige of a direct factory representa- 
tive. How can the services of these men best be utilized? 


In these days of localized distribution and many small 
branch jobbing houses, each intensively cultivating a 
small marketing area, the jobber’s salesman covers such 
a small] territory that he should be fully aware of all 
prospective business of any importance within its limits. 
He is a specialist on the opportunities for business in his 
own territory. 


The manufacturer’s salesman, on the other hand, is a 
specialist on his own product. He covers a large territory, 
perhaps several states, and gets around to each city for 
only two or three days at a time and then at intervals 
varying from a few weeks to perhaps several months. 
Those who have had experience selling for a manufac- 
turer will appreciate that arriving in a town for a limited 
stay, after an absence of a month or more, the first task 
is to locate those prospects which are “ripest” at the 
moment. Very probably many of the prospects located 
on the last trip will have gone “cold” in the meantime. To 
locate fresh prospects without local assistance may re- 
quire the better part of a day or even longer. Who, 
then, is the logical person for him to turn to for up-to- 
the-minute information on the prospects for his merchan- 
dise in that particular territory? The specialist on the 
territory's opportunities, the jobber’s salesman, of 
course. 



























































“You May Be a Little Rusty on the Finer Points of His Merchandise, and Calling on One or Two Prospects with Him, 
and Listening to His Sales Talk Will Enable You to Brush Up 
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Perhaps he has other distributors in the territory, but 
what of it? The manufacturer’s salesman is a square 
shooter. He will play fair. If he secures business from 
a prospect given him by a jobber’s salesman, he will put 
the order through that salesman’s house unless the cus- 
tomer insists otherwise, which is a rare occurrence. Make 
it a point to always have several good prospects to give 
him when he reaches your territory and he will soon 
get the habit of looking you up the very first thing when 
he hits town. And then the busier you can keep him 
the less time he will have to give your competitor. 


Should you call on the prospective customer with the 
manufacturer’s salesman, or should you not? This brings 
up the factor of time again. There will be some cases 
where his chances of success will be greater if you per- 
sonally introduce him to your prospect. Then, again, 
you may be a little rusty on the finer points of his mer- 
chandise and calling on one or two prospects with him, 
and listening to his sales talk, will enable you to brush 
up. But in general you will gain time if he follows up 
your prospects alone leaving you free to go after other 
business. 


First of all, use your artilleryman for those prospects 
where his prestige and his more intimate knowledge of 
his merchandise are necessary to secure the order. After- 
wards he can follow easier prospects which perhaps you 
could sell unassisted, but by passing them over to him 
the chances of securing the business are even better, and 
he is keeping busy on worth while leads while you are 
gaining time for other calls which otherwise you would 
not have had time to make. 


He can be especially helpful in calling on architects, 
engineers, builders and owners of new buildings. It is 
oftentimes difficult for the jobber’s salesman to take the 
time from his regular trade to make these calls, also the 
manufacturer’s salesman as a rule is better equipped to 
persuade architects and builders to write his product into 
their specifications. 
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XVI. A SIMPLE FOLLOW-UP SYSTEM. 


It is impossible for any jobber’s salesman to rely 
solely on his memory to thoroughly cover his prospects 
and to make his follow-up calls at the proper time. The 
wide range of both his prospects and his merchandise 
prevent. On the other hand he is a salesman and not 
a clerk. The less paper work he does the more time he 
has for actual calls. So it is quite essential that he 
adopt a system of notes which will require a minimum 
of time to keep up to date. Men who have been in the 
field for some time have undoubtedly worked out for 
themselves methods which suit their individual tastes. 
Newer salesmen, however, may be interested in a method 
which has worked out very well in actual practice. 


In Chapter V. a loose-leaf notebook was suggested for 
a list of customers and a record of calls. By using a 
book with large rings it may be made to serve also as 
a customer’s data book. One sheet can be devoted to each 
important account and these sheets arranged under tabs 
either alphabetically or by towns. At the top of the 
sheet, place the customer’s name and address, next list 
the personnel of his organization with initials as well as 
last names. Information on all contracts held by the 
customer with jobbers should be entered together with 
their expiration dates, also important jobs on hand, 
amount of purchases or any other information the sales- 
man may wish to keep as a réminder for subsequent 
calls. Glancing over this sheet just before a call re- 
freshes the memory and suggests definite objectives for 
that particular visit. While it is quite a task to start 
such a data book and make out a sheet for each account, 
only a very few minutes a day are required to keep it up 
to date, probably only one or two brief entries will be 
made after each call. By using such a data book a sales- 
man cannot help but work more efficiently, and the time 
spent in starting the book will be regained in a surpris- 
ingly short time. 

Index cards are not recommended for this purpose as 
they are too bulky. 





OT ONLY are the electric light and 
N power companies of the country con- 
stantly striving for higher standards of public 
service but they realize how essential it is that 
public understanding of these utilities should 
not fall too far behind the growth of the in- 
dustry. 

The twelve-month period being brought to a 
close with the fifty-first convention of the 
National Electric Light Association has shown 
the industry to be increasing its contributions 
to the social and economic life of the country. 

The household consumption curve is steadily 
rising. It is estimated that the average home 
in the United States consumed five per cent 
more electricity in 1927 than in 1926 and for 
this same period the average household bill for electric 
light and power increased only about two per cent. During 
1927 the average cost per kilowatt hour for domestic con- 
sumers decreased from seven cents to six and three-quarters 
cents. This is incontrovertible evidence of the calibre of 
the service that the electric companies are giving to the 





Higher Standards of Public Service 


By HOWARD T. SANDS 


President, National Electric Light Association 








country. These trends toward improved serv- 
ice and lower rates are continuing. 

The amount of electricity employed in in- 
dustry is dependent on industrial activity. 
This showed a diminution in some parts of the 
country for the first months of 1928, but man- 
ufacturing is now consuming more power in 
many sections. Not only is industry relying 
more each year on the power facilities of elec- 
tric light and power companies but the rapid 
development of interconnection is amply sup- 
plying current. Not only are smaller cities 
attractive to industrial activities but other 
decided advantages of interconnection are re- 
liability and economy. It was the intercon- 
nection of the private companies that 
saved the city of Los Angeles from being without light 
and power when the St. Francis dam collapsed. 

The completion of the Great Northern project adds an- 
other unit to the electrified railroad lines. The huge sums 


of money involved in this work naturally retard rapid ad- 
vancement. 
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Light for the Hard Highways 


Just Around the Corner 
isan Electrical Develop- 
ment of Major Propor- 


tions. Are You Ready 
For It? 


ECENT reports indicate that 
R there are now about 375 

miles of lighted rural high- 
ways in the whole country. This in 
itself would be nothing to write 
about if the subject were not so 
loaded with possibilities. 

But here is something for the job- 
ber to ponder over. Within the 
last 15 years, hundreds of millions 
of dollars have been expended in 
hard roads. The highway system 
that we now have was only a dream 
a few years before that. Yet the 
methods and the money to achieve it 
came about almost over night. 

This system on the other hand, in 
certain seasons of the year and cer- 
tain hours of the day, is already 
crowded, and traffic slowed up. Dur- 
ing the night, however, for at least 
half of the operable time as far as 
the roads themselves are concerned, 
they are for the most part idle. 
Adequately lighted, they could carry 
with safety fully twice the traffic 
that they are now carrying at night 
under the headlight system of illu- 
mination. Moreover, various author- 
ities, including the Massachusetts 
board, have found that 20 per cent 
of the night accidents on roadways 
are due to lighting conditions. 

To illuminate these roads proper- 
ly, so that cars and trucks could be 
driven safely at 30 to 85 miles per 
hour, requires in general an invest- 
ment of from three to five per cent 
of the original cost of a hard paved 
road. Under most conditions this cost in the neighbor- 
hood of $1000 per mile, and the operating expense and 
up-keep not excessive. 

Since economy demands that our costly and widespread 
system of highways, like everything else American, be 
operated at maximum efficiency, and since the require- 
ments of safety call for some other illumination than the 
blinding glare of headlights, highway lighting, at least 
on all trunk lines, is bound to come. In fact it is already 
on the way, and a very few years will see ribbons of 
light stretching from city to city across the whole country. 

No jobber, it would seem, can afford to overlook this 
“major activity” in the electrical business that is just 








ee - , Hylan Boulevard, Staten 
80H se ss St Island, N. Y., is an Example 
of a Highway Well Lighted at 


se Night. Thirty to Thirty-five 

Miles an Hour Easy and Safe. 
At the Left, a Type of Unit 
” Favored. 





around the corner. He owes 
it to himself and his busi- 
ness to make a close study 
of the problems of highway 
lighting. By starting now, 
he can familiarize himself 
; with the subject practically 
from the ground floor and grow up with it. Moreover, 
it will prove to his advantage to throw himself actively 
into the movements that are starting and help make the 
plans for organizing and financing the work. It must 
be said that this part of it—the general plan for financing 
—is now the most important problem. 
are involved, farmer, utility, highway association, local 
and state governments. A “master plan” has not yet 
been evolved for getting these interests to act in concert 
and start installation work on a large scale. But the 
difficulties are as nothing compared with the difficulty of 
starting the good roads movement itself, which, when 


Many interests 


once the basic plan was arrived at, went ahead with seven 
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The Strip of High- 
way Illuminated for 
the Merchants’ Asso- 
ciation of Rockford, 
Ill., With the Pole 
Extension, Highway 
Lighting Unit for 
250 c. p. Series 
Lamps There Used. 


times seven league boots. 
“Will it be worth my while? 
be in it for me?” asks the jobber. 
The answer is that there is going to result a vast 
amount of business in the staple products that the elec- 
trical jobber handles. With the systems of highway il- 
lumination now employed, and which will no doubt be 
improved and the standards of quality and cost raised as 
the movement progresses, the equipment required is 
something like this, assuming that the poles of the utility 
companies, in practically all cases, will be employed. 
Cost per mile 
17 lighting units per mile @ $20 each... .$340 
17 250 candlepower lamps 
Transformer capacity per mile, a variable, 
but conservatively 
2 miles weatherproof wire (No. 6) 
Hardware and fittings 


What is there going to 


Every time you take the family out on a Sunday after- 
noon on a fine concrete highway, and assuming that under 
the conditions you are driving very sanely, you will pass 
by $1100 of business every two minutes. It is potential 
business that is just as sure to come in a very few years 
as that mazda light can beat starlight. 

Through the outskirts of the city of Rockford, IIl., runs 
a concrete highway. The business district is about a mile 
from this at right angles. Two ample thoroughfares 


branch off from the main highway to reach this business 
district, about equally used. One of them, however, 
would bring traffic into the district most advantageously 
from the merchants’ point of view. The Merchants’ As- 
sociation got together and bought the necessary equipment 
to thoroughly light this street and also one mile beyond 
it on the main highway. The local lighting company 
installed the system. The result is that a very large 
percentage of the 
eo night traffic, coming 
upon the stretch of 
excellently lighted 
highway is automat- 
ically directed down 
the lighted avenue 
through the business 
district where the 
merchants wish it to 

go. 

Any local jobber 
who was not cogni- 
zant of this plan and 
working with the 
Merchants’ Associa- 
tion and with the 
central station to 
help it to material- 
ize, was missing an 
opportunity to be in 
at the very beginning 
of a development 
that is but the neu- 
cleus of a network 
of lighted highways 


PHOTOS BY GENERAL ELECTRIC CO, around his city. 


The Albany-Schenectady section of the Lincoln High- 
way; the Causeway from Miami to Miami Beach; sections 
in the vicinity of Detroit, Utah, Massachusetts—all these 
are isolated instances of local movements that will light 
the way to the great plan which will be worked out even- 
tually and linked up to form the lighted net work of 
roads of the future. Wherever these local movements 
start, the local jobbers should be among the ring leaders 
if not the ones to actually start proceedings. When it 
comes, this should be jobber business from transformer 
to lamp. 


One of the factors which is leading to highway lighting 
as a certainty for the very near future is the farm situa- 
tion and the attempts on the part of utilities to bring the 
advantages of electric current to the farmer’s deor. The 
comments of H. W. Baker, secretary of the New York 
State Automobile Association on this point are interesting. 


“The aid the farmer receives in respect to the extension 
of power lines to the vicinity of his home through high- 
way lighting installations is of no small importance to 
him. There are many districts adjacent to territory cov- 
ered by central stations to which lines have not been 
extended because there has not been enough business to 
warrant it. With highway lighting making a market 
for a definite amount of current, the central stations can 
afford to make electricity available for farms in the sec- 
tion covered, through connections with the lines supplying 
the roadway lighting units. (Turn to Page 60) 
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The Spider That Grew Too Fat 


The Trouble With Shady Dealing Is Not 
Its Initial Cost So Much As Its Upkeep 


By DR. FRANK CRANE 


HERE is an old fable of a spider that 

grew too fat. Up among the rafters of 

the barn, where he spent his childhood, 
was a pleasant enough place except for the fact 
that the hunting was poor. The spiders down 
below were sleek and 


and so it broke under his increased weight. 
Every fable, of course, must have a moral. 

In this one the moral is plain. 
No one can go down to a lower level just 
long enough to bring back something valuable 
and climb back just 





fat. They fed on the 
best capon and caviar 
and pate de foie gras 
which blue-bottle flies 
and succulent gnats 
could provide. So one 
day the spider began to 
spin himself a thread, 
as spiders will. And by 
this thread he let him- 
self down and spread 
his nets on a _ lower 
level. 

“I will only stay a 
few days,” said he to 
himself, “just long 
enough to get enough 
to eat to keep me from 
hunger for some time 
tocome. The thread is 
still there and I will 
climb back again.” So 
he did a thriving busi- 
ness. The flies buzzed 
into his webs at a pro- 
digious rate; the gnats 
came into his parlor in 








where he was before he 
started. 

Many people have 
fooled themselves that 
they could be dishonest 
just long enough to be- 
come financially inde- 
pendent and then climb 
back up to where they 
lived before and have 
discovered it im pos- 
sible. 

Many others have 
sold themselves to 
causes they knew were 
wrong to make money 
and then have found 
the thread leading back 
to their old-time self- 
respect had broken. 

The trouble with 
“shady dealing”’ is not 
its initial cost so much 
as its upkeep. 

No one ever goes 
down to a lower level 
to make money and 








flocks; and even a but- 
terfly arrived to grace 
his banquet. All in all he had a bumper crop of 
insects and waxed sleek and fat. So when the 
day came for his return he was not the same 
insect at all; he was another spider. He had 
grown too fat, the thread would not hold him 


comes back with the 
booty to live happy 
ever after with nothing altered except a bet- 
tered financial condition. There is always a 
price to pay and he usually finds that this is the 
price of remaining on the level to which he has 
descended. 


Copyright, 1928, by Dr. Frank Crane 








An Interesting Article by Dr. Crane Appears 
in Every Issue of The Jobber’s Salesman 











16 THE JOBBER’S[JJSALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


MEN YOU SHOULD KNOW 


Frank H. Shumaker 


YOUNG fellow has ambitions to electrify the 
A world. Full of the vital spark himself, he 

starts out with tremendous energy and forges 
ahead. His amperage gets too heavy and the C’R loss 
almost consumes him. He decides in time to decrease 
the load, and having done so recovers his physical and 
nervous equilibrium. Then, by a series of logical steps 
he becomes an electrical jobber and lives happily ever 
after. That is what you might call the plot of the 
story about Frank H. Shumaker. All there is left to 
do is to enlarge upon the plot, describe the hero, add a 
touch of romance and put on a happy ending. Shakes- 
peare could do no more. 


President 


South Bend Electric Co. 


was necessary for him to get out from under the busi- 
ness or else be crushed by it. He, therefore, chose the 
first alternative, which was accomplished with honor 
and dignity. 

While the berth of a jobber’s salesman in these days 
is not an easy one, and can in no way be considered a 
sanitarium to bring back frazzled nerves, nevertheless, 
at that time he seemed to think it would be easier than 
what he had gone through. So 20 years ago we find 
him starting out as salesman for the F. W. Bissell Co. 
of Toledo, and some time after that joining the organ- 
ization of the Illinois Electric Co. of Chicago, when 
Nate Harvey put him into the 
Indiana territory. Nate, from 





To begin with, he can sing 
“My Ohio Home” with feel- 
ing if not harmony, for he 
was born in Toledo in 1878, 
and, for many years after 
that, Ohio was his stamping 
ground. He moved with his 
parents to Columbus as a 
youth, and there studied elec- 
trical engineering—the goal of 
his earliest ambitions — at 
Ohio State University for one 
year. At the end of this 
period he was faced with the 
responsibility, by the death of 
his father, of earning a live- 





He Learned 


to Live 


HOME and a Business 

in South Bend.” 
became Frank Shumaker’s defi- 
nition of Happiness and he has 
realized both. He believes in 
taking things lightly and keep- 
ing them lively. Take it from 
his example: Life is a jolly busi- 
ness and business is a jolly life. 


wherever he is basking out in 
Sunny California, can, there- 
fore, now watch with abundant 
satisfaction the success of an- 
other “graduate” of the old 
Illinois Electric school. 
Ambition still struggled in 
the soul of Frank Shumaker 
and for many a long year, 
while traveling his territory 
and making South Bend his 
headquarters, he nursed the 
idea to some day pitch a per- 
sonally conducted Paradise 
within the great south hook of 
the St. Joseph River. “A 


This 








lihood for a family. Working 
by day and going to school by 
night, he labored in Columbus, Cincinnati, and Toledo 
on the foundation and frame work of his career. His 
experience ranged through all the phases of the elec- 
trical business from mechanics to sales promotion. 

Electrical contracting was the line in which he got 
his first real foothold. He was just a young fellow, 
hardly more than a boy, when he ran up against his 
first real wiring job, in Cincinnati. This was for the 
window lighting of all the B. H. Kroger stores in that 
city. This company, by the way, was the first to start 
in the retail store syndicating business, later developing 
into the well-known Kroger Grocery & Baking Co. 
Frank was not even in business for himself then but was 
helper for a contractor by the name of Al. Beatty. 
Nevertheless the possibilities of this line of work seemed 
unlimited to him, and he did not rest easy until he 
started an engineering and contracting business under 
his own name in Cincinnati. 

He prospered greatly at first and was soon doing a 
large business throughout several states. He had an 
almost uncanny ability for getting contracts. In fact 
he got more business than he was physically able to 
look after himself and with the meager amount of en- 
gineering and contracting talent it was possible to se- 
cure in those days. 


The result was that he overworked himself and it 


home and a business in South 
Bend” became his definition of happiness. 

The second half of this objective was reached in 1919 
with the formation of the South Bend Electric Co. at 902 
Michigan St., wholesale distributors of electrical and radio 
equipment, within a territorial radius of 100 miles. Mr. 
Shumaker is president and general manager of this com- 
pany and owns the financial control. The first year was 
dusty and full of chuck holes for Mr. Shumaker and his 
aids. Since then the way has gradually become smoother 
and pleasanter, and they take the occasional bumps philo- 
sophically. 

The other half of the objective, and here enters the ro- 
mance alluded to in the “plot,” was attained when he 
married Miss Eva Gregg of Logansport, Ind. They have 
two children, Lois and Evanda, aged eight and 12, and 
live at 1619 Marquette Boulevard. So here they are in 
reality—his own terms of happiness—‘‘A Business and a 
Home in South Bend.” Frank Shumaker is so happy that 
he makes passing of the time of day a genial rite. 

His business wins first place in the hobby race, but only 
a nose in the rear is his shack at pretty Indian Lake, near 
Dowagiac, Mich., to which he resorts on slight provocation 
winter and summer. Meetings of his sales organizations 
are held in this wooded retreat on the lake. Indeed, it is 
very easy to persuade Mr. Shumaker to exchange the ar- 
tificial light of business for the (Turn to Page 58 ) 
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Frank H. Shumaker 


President South Bend Electric Co., South Bend, Indiana 
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The villain is Light. Bad Light. He makes himself a noisome 
nuisance to three innocent young bachelor girls in the first act of 
“Lit Up,” just opened and now playing at the Nela School of 
Lighting, Nela Park, Cleveland. He pesters the audience as 
well. 

In the second act, however, he is lashed by the keen tongue 
of Violet Ray, who has just returned armed for the fray with 
lighting lore learned at a Nela Home Lighting Course; and 
he is routed with shades. “Every lamp in every home should 
have a shade,” she declares. 

Suiting her action to her words, she produces handsome 
parchment shades which she made with her own hands, at 
negligible expense; and with the aid of a garrulous bond-sales- 
man friend she converts the “glaring atrocity” of a ceiling 
fixture into one that delights actors and audience alike. 








The two leading lights of 
the forthcoming _ Stoll- 
McCracken Siberian-A rctic 
expedition, Harold 
McCracken of the Ameri- 
can Museum of Natural 
History at left, and at the 
right Charles H. Stoll, who 
have started their journey 
to the North Arctic to 
search for mummies in the 
deep caverns of the Aleu- 
tian Islands. The explorers 
are shown examining the 
1,000 foot beam Eveready 
flashlights they will use to 
peer into the deep burying 
caves of the Aleutian 
group. 
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1—-X-Ray reflectors are 

the best product that 
scientific research, skilled 
workmanship, and finest 
of materials can produce. 


—X-Ray reflectors are 
made by an organiza- 
tion whose success is based 
on more than 30 years of 
healthy growth and sound 
financing. 


3—Curtis Lighting, Inc., 

is national in scope, 
having sales engineers in 
all large cities, and subsid- 
iary companies in New 


York and Los Angeles. 


—X-Ray reflectors are 

the pioneers—they are 

the only silvered glass re- 

flectors that for 30 years 

have been considered 

“Standard for Show Win- 
dows.” 


—All X-Ray reflectors 
are insured against de- 
fect in workmanship and 
material. The good name 
of a large and responsible 
organization stands be- 
hind them. 


6-The Trade Policy of 

the manufacturer of 
X-Ray reflectors protects 
the dealer and jobber at 
all times. 


CURTIS 
LIGHTING, Inc. 


1119 W. Jackson Blvd. 
CHICAGO 


New York— 

31 W. Forty-Sixth St. 
Los Angeles— 

3113 W. Sixth St. 



































The Curtis Building, Chicago, 
houses the factory and main offices of 
Curtis Lighting, Inc. 
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New Monteleone Hotel, New Orleans. Ar- 

chitects: Woogan & Bernard. Electrical Con- 

tractor: Electrical Contracting & Engineering 

Co. Jobber: Woodward-Wight Co. All of 
. Building wired 100% 


The Public Service Building, New Or- 
leans. Architects: Favrot & Livaudais, 
New Orleans.Electrical Engineers: Hart 
Enterprise Electric Co., New Orleans. 
Wired throughout with Paranite. 


Now New Orleans turns to 
PARANITE 


% with 
Paranite. 


N increasing number of the newest 

and best buildings in a city—the 
structures to which natives point with 
pride—are wired with Paranite. 


And naturally so. For able architects 
and cautious contractors know the value 
of time-tested wire. Paranite rubber-cov- 


ered wire has a record and a reputation. 
Thirty-eight years of experience has 
taken out every element of guess and 


gamble. 


Nothing can be gained—a great deal 
may be lost—by leaving this item to 
chance. Specify Paranite! 


INDIANA RUBBER @INSULATED WIRE CoO. 
JONESBORO, INDIANA 
811 Marquette Bldg. 63 Vesey Street 
Chicago, Illinois New York City 
Western Representative 


Walter I. Ferguson & Comer. 
lo. 


H. F. Boardman 
400 Hibernian Bidg., Los Angeles 208 Baltimore Bidg., Kansas City, 


its Right 


——AS 
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In April We 
Advertised 


Try 
KWIKON “No Bolts” 


Once and 
You will use them always 


o/ 


4 


Send The Attached Coupon 


For Your Sample 


Contractors thru-out the country are trying Kwikon “No Bolt” studs. Trying them 


because they see the possibility of saving many dollars and making extra profits by using 
Kwikon “No Bolts.” 


Ever since April when we advertised “Try Kwikon ‘No Bolts’ once and you will use 
them always’—interested contractors have written us for samples. Therefore, to make ie 
it easy for you to receive a sample we have provided a coupon at the bottom of ee, 
this page. &/ 

oT aS 

Fill out the coupon—mail it back to us at once. Convince yourself that Kwikon |&,/ > + 
“No Bolt” fixture studs can do what we claim for them. Just think—for the ree ‘ 
price of old fashion fixture studs, you can buy Kwikon “No Bolts” that are ie" 4 
installed five to six times faster. Furthermore, Kwikon “No Bolts” provide a nV, 
more rigid job and allow more room in the box. 


Mail the coupon today! We will send you a sample Kwikon “No Bolt” 
stud without charge. 


S.R. FRALICK & CO. 


15 So. Clinton Street 
CHICAGO, ILLINOIS, U.S. A. 
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To the casual observer, Standards are just electric ranges. But to the keen 
merchandiser, Standards are a complete line of electric ranges of exceptional 
selling merit—a line to tie up to and make money with—a line that offers the 
alert dealer something to work with. When a dealer who has handled the 
line little more than a year can place 227 Standards in 10 apartments, in the 
face of real competition (as a Cincinnati dealer has done) there must be more 
than one good reason. And the reasons are—a variety of styles to suit every 
requirement; finishes to match the kitchen; ‘‘on time’’ deliveries; unques- 
tioned quality; standards of construction that reduce servicing to a minimum; 
beauty of appearance, design and finish; high operating efficiency; extreme 
value for the money, with adequate merchandising profit. The Standard 
policy is one of merchandising through established distributors and dealers, 
with full cooperation to make the Standard franchise one of real and perma- 
nent value. It affords a real opportunity to jobbers and their salesmen. 


A good many jobbers’ salesmen seem to like the Standard News— 
every month. Glad to put you on the mailing list if you say so. 


The Standard Electric Stove Company Toledo, Ohio 








STANDARD QUALITY IS NEVER QUESTION ED 
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Luther Burbank developed 
nothing like this. Here we have 
a real ham _ tree, _ electrically 
lighted, all ready for the harvest. 
This wonder of wonders was de- 
veloped by the proprietor of the 
“Ham Tree Inn” a boulevard eat- 
ing place near Los Angeles. 

Po A, 


14 aes eras 3 


_ Atop the  37-story Roanoke mit a lactate aiadent lia 
rower, = Madison and La Salle E uw bergh beacon of 8,000,000 
Streets, in the heart of Chicago’s Bont wm, a oe It will 
“Loop,” will be erected what is — P ge f ye 
planned to be the world’s greatest yori re fing, = ° Hell 
aerial beacon, (in point of the —— ee 
power of the beam of light). It 4 anes 

will be composed of both Neon 

tubes and rotating beams. The 

rotating beams, of which there will 

be two, will have 8,000,000 candle 

power each, and will throw a beam 

visible for more than 100 miles. 

One of these beams will be an in- 

dicator pointing to the new lake 

front airport in 

Grant Park. The 

investment com- 

pany owning the 

huilding is erect- 

ing the light.— 

Pe A. 

The 94,000-K.W. 
turbine - generator 
which the General 
Electric Co. has 
just completed for 
the Southern Cali- 
fornia Edison Co. 
is now on test at 
Schenectady. This 
is a general view 
of the unit, show- 
ing the turbine, 
generator, service 
generator, and ex- 
citer. Several 
human figures give 
an excellent idea 
of the size of this 
machine. 
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If you think that all mod- 

Artificial lightning of 4 ern electrical developments are 
three million, six hundred £ found on the west side of the 
thousand volts, the highest Atlantic take a look at the pic- 
voltage ever obtained by ture below showing the electric 
man and about 17 times trains entering the Central Sta- 
greater than the highest tion, Genoa, Italy. This view 
voltage transmission line in ' was made from the hotel Mira- 
this country, has been pro- . mare.— Keystone: Photo. 
duced in the high voltage 
engineering laboratory of 
the General Electric Com- 
pany at Pittsfield, Mass. 
The object of the study is to secure scientific in- 
formation on the nature of electricity and to obtain 
further engineering information on the protection 
of life and property against lightning, to build 
transmission lines, transformers and other electrical 
apparatus to resist lightning voltages. Photos show, 
left to right: Lightning on a non-protected in- 
sulator string, the insulators being damaged by 
lightning; artificial lightning well over 3,000,000 
volts splitting a 20-foot transmission line wood pole; 
insulator string protected from a _ 2,500,000-volt 
flash by a grading shield. 


The atom succeeds the goldfish as a measure of 
zero in privacy. This photograph shows the syn- 
thesis of oxygen from nitrogen and helium, as de- 
scribed to the American Chemical Society at a na- 
tional symposium on the atom by Prof. William D. 
Harkins of the University of Chicago. The fine 
horizontal line in the middle of the left side of the 
right hand view is the track of a hydrogen nucleus 
which shows that a disintegration has also occurred. 
One million photographs of these cloud tracks have 
been taken. Thirty violent atomic collisions have 
been photographed by scientific apparatus devised 
at the University of Chicago—Keystone Photo. 
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Market for Electrical Supplies 


Compiled Monthly From Reports Made to THE JOBBER’S SALESMAN, by 
Jobbers, on Market and Price Conditions for 22 Key Products 











COMMODITY 


EASTERN STATES* 


CENTRAL STATES* 


WESTERN STATES*# 





MARKET PRICES 
Apr. 15 to General 
May 15 Trend 





MARKET PRICES 
Apr. 15 to General 
May 15 Trend 


MARKET PRICES 
Apr. 15 to 
May 15 
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Transformers, insulators, distribution equip- 





Poles and pole-line hardware 
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Commercial lighting units 
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Residential lighting units 
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Heating appliances 
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Flashlights and batteries 
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Telephone equipment 
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ALL 22 LINES COMBINED 


EASTERN STATES 





CENTRAL STATES 


WESTERN STATES 





Good | Fair | Poor 


Good | Fair | Poor 


Good | Fair | Poor 





Apr. 15—May 15, 1928 


| | 
21% | 44% | 35% 


| | 
19% | 50% | 31% 


| 


| 
27% | 50% | 28% 





Mar. 15—Apr. 15, 1928 


| 
21% | 46% | 83% 


| 
20% | 50% | 380% 


| | 
28% | 24% 








Apr. 15—May 15, 1927 





| | 
21% | 49% | 380% 


| | 
15% | 48% | 37% 





48% | 
| 


25% | WH} 31% 





*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 
Western States include all between the Pacific Coast and the eastern boundaries of N. Dakota, 8. Dakota, Nebraska, Kansas, 
Oklahoma and Texas; Central States all between. 
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“Take A Wire!’— 


EFORE us are five little “histories” the 
the like of which could no doubt be 
found by scores in manufacturers’ of- 

fices every day. Here they are: 

Jobber wires manufacturer to send 16 
pieces of one No. to jobber’s customer by 
express and requests wire confirmation. To- 
tal value $12.85. 

Another jobber wires same manufacturer 
for same number of same item to be sent to 
his customer, with request for wire confirma 
tion. Total value $12.85. 

Jobber wires for four pieces of one No., 
four pieces of another No. and six of a third, 
to be sent parcel post to jobber’s customer. 
No confirming wire requested. Total value 
$2.27. 

Jobber wires for three pieces of one No. 
to be sent to jobber’s customer by express 
and requests wire confirmation. Total value 
$19.44. 

Jobber wires for 6 pieces of one No. to 
be sent by express and requests wire con- 
firmation. Same day wires cancellation but 
does not request wire confirmation. Total 
value of order $9.72. ; 

Summing up, here is $58.13 worth of mer- 
chandise on which is loaded six telegrams 
on the part of the jobbers and four on the 
part of manufacturers—a total of at least 
$5.00. Add to that the packing, checking, 
pricing and other manufacturer's expense 
and it is easy to see that he is in the hole, 
and no doubt the jobber’s profit is also gone. 

This is bad business. Looking through 
the manufacturer's gloom-colored glasses, 
this is all the fault of the jobber. It is 
claimed that the jobber pulls off this per- 
formance most frequently on staple stuff 
that he ought to have in stock. To cover 
up this defhiciency on his part with his cus- 
tomer he says: “Sure thing, Bill, [ll have 
it right here in your place in 36 hours” then 
rushes a wire to the manufacturer asking to 
be helped out and even demanding a wired 
confirmation. 

Switching to the jobber’s rose-colored 








glasses, we find him contending that thumb- 
nail histories such as set forth above do not 
tell the whole story of these transactions. 
He points out that he has gone to the cus- 
tomer and secured a fine, big order out of 
a clear sky.. He maintains, ordinarily, a good 
stock, but this order ate up all of it and three 
or four pieces besides. To give his customer 
service and make him feel good, the wire 
was sent for the few items in question, to 
be forwarded direct. 


Whoever attempts to argue that the manu- 
facturer is 100 per cent right or the jobber 
100 per cent right on these disputed ques 
tions is bound to be sunk. But to the in- 
nocent bystander it does seem evident that 
in these two issues—the little, trifling direct 
shipment orders and onto them tacked the 
telegram both ways—there is a tremendous 
amount of waste going on. 


It seems to us, further, that, whatever 
may be offered in the way of explanation, 
the fundamental cause of this situation is 
the obsession on the part of the jobber for 
turnover and he lets his stocks get too low 
for safety. There is a perfect wave of this 
hand-to-‘mouth buying that has spread over 
the country and the jobber is bitten with it 
just as badly as the next one. Carry it to 
extremes, and whoever indulges in it too 
greatly suffers a loss. 

Such of this hasty telegraphing as is the 
result of thoughtlessness, the jobber execu- 
tive could probably eliminate by closer 
personal -supervision at frequent intervals. 
Instead of raising a perfect storm once a 
month because the telegraph bill is so large, 
and then subsiding until the next outburst, 
some well placed and frequent checking on 
his part with the men in the office who do 
this wiring would be productive of much 
good. In the day’s routine it is quite easy 
for the correspondent to turn to the girl and 
toss off a wire instead of a letter; or for a 
salesman to come in out of breath and say: 
“Bill, wire the company quick on this, it’s 
terribly important” when as a matter of fact 
it is not so important after all. 
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Managing Editor 


And to the manufacturer, why not do 
this: When a jobber has sent you an undue 
number of what you call piffling telegraphic 
orders, why not give a sheef of them to your 
representative and have him take the matter 
up personally the next time he is there. It 
seems to us, in our trifling knowledge of 
salesmanship, that these would be the most 
effective sales ammunition that a representa- 
tive could have to enable him to fight the 
hand-to-mouth habit and get larger stock or- 
ders from that particular jobber, by showing 
the time and money losses to both parties. 


42449 
Window Trimming 


NE of the things that a jobber’s sales 
man is supposed to know quite a lot 
about is window trimming and the art 

of displaying goods effectively. As is well 
known, the dealer's windows are his greatest 
asset. And arranging them so that they will 
draw trade is an art, and a great many dealers 
are no artists. Also, many get lazy, or follow 
the lines of least resistance with the result 
that their windows have little appeal, and in 
too many cases are downright repellant. 

Trading on these conditions, many a live 
jobber’s salesman has secured some of his best 
orders and has developed excellent dealers out 
of poor timber by helping them with their 
windows. And it is to help and give con- 
structive ideas to all salesmen who wish to 
perfect themselves in this art that the Paul 
Sutton department on window trimming has 
been started in this issue. It will bea regular 
feature from now on. 

Mr. Sutton is an expert on this line of 
work. He is now working in the electrical 
dealer field and most of his experience has 
been in that direction. He can help you if 
you will study the department closely and 
will make free use of the question and answer 
section of the department. Put your window 
trimming and store display problems up to 
Mr. Sutton. Your letters will be promptly 
answered either in the department or by 
mail. You are more than welcome to any 
service that we can extend in that direction. 
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On Courtesy | 
C OURTESY plays as big a. part in 


salesmanship today as it always has 

played socially among that class 
known as “gentlemen.” We have all had 
experience with the man who sits on one’s 
desk, although he cannot be classed with the 
chap who treads on your toes in an effort to 
be emphatic. One buyer, the other day, com- 
plained of the swearing salesmen, one of them 
having left his office with such a streak of 
blue pervading it that when the phone rang 
he found himself telling his wife that the 
“gol-darned”—or something similar—work 
would prevent his leaving the “gol-darned” 
office until 7 p.m. and “wasn’t that Hades” — 
or words to that effect. 

The producer is, on the other hand, well 
aware of the effects of courtesy on buyers. 
His greeting is always cordial, leaving on a 
stranger the impression of his gentlemanly 
manner, and on his regular customers, a feel- 
ing of welcome whenever he called. 

Fitting himself into conditions as he finds 
them, the good salesman forgets his personal 
feelings and builds the argument around his 
customer's interest. The latter's wishes and 
ideas are seriously taken into account. 

The customer's questions and opinions are 
always given respectful consideration by him, 
and all objections are patiently met from his 
viewpoint. 

Frequently, of course, he meets with rude- 
ness and incivility, but he never fails to 
counter with politeness. Observing the 
courtesies that are marks of good breeding he 
gradually restores the good feeling of his cus- 
tomer, and never fails to thank him at the 
close of his time for his interest or his order. 

Jobbers’ salesmen traveling constantly one 
territory naturally get to know their cus 
tomers pretty well, to the point, in fact, 
where the courtesies they give to strange 
buyers are unconscientiously overlooked, but 
after all it pays to keep them in mind for they 
demand respect and eliminate those familiar 
ities which at times prove detrimental to both 
good business and valuable time. 
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National Lighting Equipment Exhibition 
New Sherman Hotel—Chicago 


JUNE 11, 12, 13, 14, 15 and 16th, 1928 
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F ITS forthcoming exhibition, 
the Artistic Lighting Equipment 
Association has this to say: 

“Everyone handling lighting equip- 
ment is familiar with the business 
maxim that says: ‘Wise buying is the 
secret of successful selling.’ It is 
true, isn’t it? Yet, how many han- 
dling lighting equipment buy with a 
full knowledge of what the market 
affords? Most merchants are famil- 
iar with comparatively few lines. 
Manufacturers’ salesmen call on them 
from time to time and sell them a 
few sample pieces. Sometimes a 
catalogue takes the place of the sales- 
man. But in either case, the mer- 
chant buys without knowing whether 
he is getting the best possible value, 
or whether what he buys is truly 
representative of the prevailing trend 
in lighting equipment design. 

“Tf one is familiar with only a few 
lines, he cannot be sure he has made 
the best possible trade connection. 
Someone he does not know may have 
just what he wants. He buys as 
wisely as he can but not as wisely as 
he might if instead of knowing what 
a dozen manufacturers are offering 
he had first-hand knowledge of the 
latest designs of one hundred manu- 
facturers.” 


More than 150 manufacturers will 
show their designs, all in one exhibit 
in the Hotel Sherman. Some say 
that nearly a million dollars will be 
spent by these manufacturers in stag- 
ing the exhibit. : 

Special meetings have been sched- 
uled for dealers. Prominent men 
will discuss the problems of the deal- 
er and give him practical ideas and 
suggestions. All discussions will be 
simple and practical. 

Convention meetings of the Artistic 
Lighting Equipment Association and 
Illuminating Glassware Guild will be 
going on continuously from Monday 
until Saturday, together with com- 
mittee meetings, making a convention 
program pages long, replete with 
names of men that are familiar 
throughout the fixture and illumina- 
tion industry. 

Space will not permit of printing 
this program, but it will suffice to 
say that jobbers, dealers, contractors, 
architects, utilities, and buyers of de- 
partment stores, decorators, and fur- 
niture establishments will find in it 
and the great exhibit, ideas that will 
serve them for many months to come. 

Full particulars as to all details of 
the exhibit and the association pro- 
gram can be obtained from G. P. 


Rogers, managing director, Artistic 
Lighting Equipment Association, 711 
Graybar Building, New York. 
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Merger of Lighting 
Associations 

A merger was accomplished Apri! 
80, between the Lighting Fixture 
Merchants Association, Inc., and the 
Master Lighting Fixture Association, 
beth of New York. The combined 
membership is now 120. The officers 
of the new association are: President, 
Samuel Frost; first vice-president, 
Murray Roseriblum; second vice-presi- 
dent, David Karsh; third vice-presi- 
dent, I. Eisner; treasurer, Leo Hirsh- 
berg; Secretary, Oscar Powers. Head- 
quarters are at 192 Bowery. 

* * # 


N. E. L. A. at Atlantic City 


At least 10,000 delegates and visi- 
tors are expected to be at the 51st 
Convention of the National Electric 
Light Association to be held in At- 
lantic City, June 4 to 8. 


The exhibition will surpass all pre- 
vious ones held in the 21 years of the 
exhibition committee’s _ existence. 
Every available inch of space on the 
huge Million Dollar Pier, not oc- 
cupied by the convention halls, offices 
and special booths, will be taken up 
by the 206 manufacturers who will 
display their merchandise. 


* & 


George Lounsbery Dies 


To a host of people in the electri- 
cal industry, the death of George 
Lounsbery of the Chicago office of 
Graybar, on April 14, came as a de- 
cided shock. It is regretted that ad- 
vices came too late for insertion in 
the May issue. 


One of the industry’s pioneers and 
a mainstay of the Chicago sales force, 
few were better known or more loved 
than was George Lounsbery. A gen- 
tleman of the old school insofar as 
this designation implies dignity, cul- 
ture, and that type of judgment that 
only experience can supply, yet as 
enthusiastic, as virile, as youthful as 
the newest cub in the office, he held 
the respect and admiration of all 
whose lives he touched. He was the 
type of man that others were proud 
to point out as a business associate, 
and Graybar never was more finely 
represented than when George Louns- 
bery went out on the job. 
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More Weddings— more Homes 


more Homes—more Wiring 
more Wiring—more Profit 


ener for Electrical 
Contractors who use 
these quality wiring 
materials to do the 
best job in the short- 
est possible time. 





DURAWIRE 


Rubber-Covered Wire 
and Flexible Cords 





The Safe p set Cable 
and Flexible 
Steel Conduit 
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The heavy-duty 
Portable Cord 











The fast-fishing 
Single-Wall Loom 





The Non-Metallic 
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You ’re Selling Satisfaction 
with every foot 
of Durabilt Products 


DURABILT..:: 


PRODUCTS 


TUBULAR VWOVEN FABRIC COMPANY: MPAVY TUCKE Tsit=i: 
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Sold Through 


Jobbers 











Most Widely 


Known Line of Fuses 


Old in number of years, high in qual- 
ity, dependable in performance: these 
facts explain why Union Fuses are ac- 
cepted everywhere. 


Unions are made in knife blade and ferrule 
types—the knife blade type for the larger 
capacities, one of which is illustrated. In the 
ferrule type the links are furnished bent at 
one end to make renewal easy and quick. In 
the knife blade type the ends of links are 
notched so that nuts which hold them need 
be loosened only slightly to remove or replace. 


Union Casings withstand more blowouts. Be- 
cause they are worth more—they really cost 


less. 


UNION FUSES 


Volume alone can’t make a business prosperous—or a 
salesman valuable to his house. It’s the margin of net 
profits—and that can’t be measured by the carloads 
sold. 


There is one sure way to maintain a good margin of net 
profits—push well known lines which offer a good 
margin and which are needed by practically every cus 
tomer. 


Union Renewable Fuses, for example, are the most 
widely known and accepted line of fuses you can push. 
Moreover, practically every customer needs fuses, and 
will welcome your suggestion to include fuses with 
his order. 


Likewise, Gem Powerlet Malleable Conduit Fit 
— 
~~ 
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A Complete Line 
of Malleable Fittings 


Gem Powerlets are the original conduit fit- 
tings cast from malleable iron. Heavily gal- 
vanized, they are rustproof. 


Cast in one piece, Gem Powerlets have no 
seams, welds or inserts, and because of the 
toughness of malleable iron they won't crack. 


Hubs are threaded accurately, guaranteeing 
waterproof joints and 

elimination of high resis- 

tance points in the con- 

duit run. 


Powerlets are easily, quick- 
ly installed because they 
provide plenty of room 
for wiring, lie flat, and the 
assembling screws don’t Midget Series Gen Kowernt 
‘ 4 with four hole mo com- 
drop and out and get lost position cover. Two holes 
Lave knockouts -making the 
cover adaptable for 2, 3, or 
4 wires. ’ 


GEM POWERLETS 
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—and Profitably Sold 


tings fill an almost universal need. The original con- 
duit fittings cast integrally of Malleable iron, Gem 
Powerlets are known and accepted everywhere. 


In fact, every number of the Union-Gem-Jefferson Line 
fills a need which is constantly arising with the dealer, 
contractor, factory, large office building, or indeed any 
of your customers. Suggest them on every order and 
see your yearly earnings jump. 


Complete catalogs and data on Union-Gem-Jefferson 
Products will be mailed on request. 


CHICAGO-JEFFERSON FUSE & ELECTRIC Co. 
1519 S. Laflin Street, Chicago, Ill. 


















Get Your Share of This 


New Business 


The enormous expenditure for electric 
toys opens the way for adding trans- 
formers to many orders. 


The long experience behind Jefferson 
Universal Toy Transformers, their 
safety, and the care with which they 
are made has built a wide acceptance 
and demand. 





















Supplied in five sizes which operate 
All makes and sizes of electric toys. 
Guaranteed quality—meet all require- 
ments of Underwriters’ Laboratories. 








| 2 pte ae P4 Hes 
nd ae OE 4 
pan ~ rent ele IEEE 5) 


Have complete information always at 
hand by writing for Cat. No. 32 (Union 
& Gem Fuses), the Union Fuse Selec- 
tion Chart, Cat. No. P-23 (Gem Pow- 
erlets). And descriptive literature on 
Jefferson Transformers. 






EFFERSON 


A Bell-Transformer and 
Drop-Light from One Outlet Box 


The Jefferson Nucode Transformer ap- 
peals instantly to every contractor. 


It saves time, for both the transformer 
and drop light are quickly installed on 
one box. The Nucode fits round, square 
or octagon outlet boxes. Thus it saves 
carrying a large stock of various sizes. 
The Nucode is a quality product 
throughout, highly efficient, guaranteed, 
and the name Jefferson gives it instant 
acceptance everywhere. 


Jefferson 7Zucode 


BELL RINGING 274 SIGNAL TRANSFORMER 











JEEFERSON 


UNIVERSAL TOY TRANSFORMERS 
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News From The Jobbing Field 


The JOBBER’S SALESMAN Maintains Men in the Field, it Sends : 
out Monthly ‘What's the News Sheets” to Every Jobber and it Gladly 
Receives Voluntary News Contributions and Snapshots from Jobbers 


and Jobbers’ Salesmen. 


All this Enables It to Reflect from Month to 


Month the Personal Element in the Industry. Your Co-operation is 
Solicited in Making this Human Side of the Magazine More Interesting. 


Old Timers Give Farewell 
Luncheon to Harvey 

On Monday, April 30, a number of 
old time friends of N. C. Harvey, 
recently resigned as president of the 
Illinois Electric Co. and The Elec- 
tric Association of Chicago, gave him 
a rousing farewell luncheon at the 
Union League Club, Chicago. 

It was on the occasion of Mr. Har- 
vey’s leaving Chicago to reside per- 
manently in California. The 23 men 
present had spent collectively 743 
years in the electrical industry, an 
average for each of over 82 years. 

W. W. Low arranged the luncheon 
and acted as toastmaster. Everyone 
present said at least a few words of 
tribute to Mr. Harvey and all wished 
him the best of good luck and a long 
life to enjoy his opportunity for re- 
laxation. 

Those present included Franklin 
Overbagh, Overbagh-Ayres, 46 years 
in the industry; W. W. Low, Electric 
Appliance Co., 45 years; T. H. Bib- 
ber, Triangle Conduit. Co., 40 years; 
L. K. Cushing, Illinois Electric Co., 
40 years; W. R. Pinckard, Westing- 
house Electric & Mfg. Co., 40 years; 
W. N. Matthews, W. N. Matthews & 
Bro., 88 years; E. N. Scribner, 38 
years; A. A. Gray, A. A. Gray & 
Co., 86 years; C. J. Litscher, C. J. 
Litscher Electric Co., 33 years; J. A. 
Duncan, Illinois Electric Co., 32 
years; T. M. Brooks, Illinois Electric 
Co., 82 years; W. A. Stacey, Bryant 
Electric Co., 30 years; Wm. Doherty, 
Doherty-Hafner Co., 30 years; W. P. 
Hoagland, Graybar Electric Co., 28 
years; F. F. Skeel, Crouse-Hinds 
Co., 28 years; A. J. McGivern, Man- 
hattan Electrical Supply Co., 28 
years; George C. Richards, Geo. Rich- 
ards & Co., 25 years; J. H. Gleason, 
Graybar Electric Co., 25 years; M. L. 
Spaulding, Trumbull Electric Mfg. 
Co., 22 years; Martin J. Wolf, Elec- 
tric Appliance Co., 18 years; J. M. 
Spangler, National Carbon Co., 13 
years. 


Schmidtbauer President of 
Illinois Electric 


John C. Schmidtbauer, vice-presi- 
dent and general manager of Julius 
Andrae & Sons Co., Milwaukee, has 
been elected president of the Illinois 
Electric Co., Chicago, to succeed 
N. G. Harvey, who has retired to 
make his home in California. S. H. 
Simonsen has been made assistant 
manager and Fred Schmidt, sales 


manager. 
* * 


Commercial Takes over Grand 


Rapids Jobber 


Commercial Electrical Supply Co., 
Detroit, has taken over the Rose- 
berry-Henry Elec. Co., Grand Rapids. 
Earl Leitch will run the branch as- 
sisted by C. Telgman, who will cover 
Michigan and Mr. Vogel, 


lower 





This is a picture of Joe Kurzon, presi- 
dent and owner of the jobbing house in 
New York known as Joseph Kurzon, at 
110 W. 3st St. Joseph appears in the 
company name only for every one 
around the metropolis knows him as Joe. 
He had just put in his application for 
membership in the Electrical Supply Job- 
bers Association. 


traveling the upper section of lower 
Michigan. The formal opening was 
held May 15. 

Commercial’s president, F. W. 
Woolrich has just returned from a 
two month’s vacation in Mexico look- 
ing in the best of health. 

The above company’s golf club had 
its first outing last month at Walled 
Lake. W. J. Jockers, general mana- 
ger, showed the boys how to play do- 
ing 18 holes in 88, a high score for 
him, they say. Scheduled outings are 
to be held from time to time, accom- 
panied by home-cooked dinners which 
C. Parmalee, general sales manager, 


only knows how to cook. 
* * * 


Waddington ‘President of 
Presidents” 

E. H. Waddington, sales manager 
of the Graybar Electric Co. at Kan- 
sas City, who is the president of the 
Kansas City Electrical Club, has been 
selected as president of the Presi- 
dent’s Round Table. In Kansas City, 
this President’s Round Table is made 
up of the presidents of all of the 
civic clubs which amount to some 60 
of the leading people of the city. 

Kansas City is in the midst of 
putting over a $20,000,000 bond pro- 
gram and Mr. Waddington has also 
been selected as a member of the 
executive committee having direction 
of this bond campaign. 

Another item of interest to the 
electrical men is the fact that the 
Republican National Convention will 
be held in Kansas City beginning 
June 12. 

All of the wheels that make this 
convention go are greased by the 
great electrical business; that is, the 
speeches will all be amplified by a 
big public address system, they will 
be broadcast electrically over tele- 
phone lines and broadcasting stations, 
there will be a corps of about 150 
telegraph operators, extra lighting 
equipment and, in fact, about every- 
thing outside of the delegates them- 
selves will be done electrically. 











National Electric Products Corporation 
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. National Metal Molding Company 
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L. H. Cuurcuitt will travel south- 
ern Kansas and northern Oklahoma 
for the Sutton Elec. Supply Co., 
Wichita, Kansas. A. F. Ross has also 
joined this company as a counter man. 





Rosr. Caserta, M. J. Slate and 
Geo. Joubert are three new men with 
the Electrical Supply Co., New Or- 
leans, the former two being salesmen 
and the latter a counter man. 





W. R. Moors, formerly a commer- 
cial man and also vice-president of a 
South Carolina bank, will join the 
Carolina Elec. Supply Co., Spartan- 
burg, S. C., the middle of this month, 
traveling part of its territory. 





Wn. E. Winanp has been trans- 
ferred from the Baltimore branch of 
the Flannery Elec’l Supply Co., to 
the store force of the Greensboro 
house. 





THe Exuuiorr-Lewis Exec. Co., 
Philadelphia, has transferred Frank 
Walker to the outside sales force after 
five years inside service. Karl Sand- 
mann will specialize in the future on 
“Universal” appliances, including all 
items manufactured by Landers 


Frary & Clark. 





Jack Buiutste1n is now in charge 
of Gertler Elec. Co.’s New York 
store. Mr. Metzger, for the past five 
years with Hessel & Hoppen, New 
Haven, is now traveling Westchester 
and Fairfield counties for this com- 


pany. 





Gro. Ma.uertt, formerly in charge 
of counter service at the North Coast 
Elec. Co., Seattle, Wash., is now city 
salesman, replacing James I. Bush. 





Tue Evecrricat Speciayties Co., 
Tulsa, Okla., has added five new men 
to its staff—O. L. Chancellor, H. C. 
Clift, E. P. Neptune, and V. W. 
Haverstick, salesmen, and A. R. 
Parks, warehouse man. 





Netson Woomenr is a new counter 


clerk with Graybar Elec. Co., New- 
ark, N. J. 





A. R. Summers, formerly with 
Ralph D. Ernst Co., is now with the 
Crescent Elec. Co., Detroit, as a 
salesman. 





Geo. D. LinGLeBacn is a new man 
covering the Wichita territory for the 
Columbian Electrical Co., Kansas 
City. 





Tue Piepmont Exec. Co., Ashe- 
ville, N. C., has placed C. W. Moore, 
an expert motor man, in charge of its 
general supply sales. 





W. (Bie Birt) Fisner, formerly 
associated with the Post & Lester Co., 
of Worcester, Mass., has been added 
to Sager Electrical Supply Co.’s sales 
force of the same city. Ralph E. 
Williams, with Sager for three years, 
was recently promoted to assistant 
managership of the above branch." 





F. Cramer has been employed by 
the Ackerman Electrical Supply Co., 


Grand Rapids, Mich., as an assistant 
in the fixture showroom. 





L. W. Oete is a new man on the 
payroll of the Barrett Electrical Sup- 
ply Co., St. Louis. He is a radio 
specialty man. 


JosepH SHeEviIN has been em- 
ployed by the West Philadelphia 
Elec. Supply Co., Philadelphia, as a 


salesman. 


Kennetu J. Hart, G. C. McGlos- 
son and James B. Moran are three 
new salesmen with the Carroll Elec. 
Co., Inc., Washington, D. C. 


Tue Dorr Radio Supply Co., for- 
merly at 123 Liberty St., New York, 
announces its removal on April 16 
to larger quarters at 77 Chambers St. 


C. A. (Cuaruie) Westman, Cut- 
ler-Hammer representative, in answer 
to our query, reports that it cer- 
tainly was a relief to spend the 
month of April in Milwaukee after 
traveling almost continuously since 
October 1, 1927. He will hit the 
trail again in May for a sojourn in 
the East. Charlie was formerly 
with Hart & Hegeman in the St. 
Louis territory and later in the 
Northwest. 





Tue Miiis & Lupton Supply Co., 


Chattanooga, Tenn., issues a very at- 








Above is a picture taken on the occasion of a dinner given to the executives and 
sales force of Ludwig Hommel & Co., Pittsburgh, April 13. The host on this occasion 


was the Standard Electric Stove Co. 


The dinner was electrically cooked on two 
Standard ranges—No. 1054 and No. 956. 


H. H. Venable, representative of the 


Standard Electric Stove Co., supervised all details. Mr. Hommel will be seen at the 
head of the table in the foreground Nor’ by Nor’west of the olive dish and the rose 
bud. Mrs, Hommel, who enjoyed the meal very much because she didn’t have any- 
thing to do with it, is sitting at Mr. Hommel’s right. 
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Everybody 











The switch mechanism of the C-H Porcelain C-H Toggle Flush Switches are 
Socket is strong and positive. The construction growing more popular every da 
throughout is rugged to withstand years of because of their beauty, depend- 
service. A single center screw saves time in ability and convenience. Approved 
wiring and interchange of caps and bases is y the Underwriters. 
possible. Made in the key, keyless, push-button 

and pull-chain types. Approved by 

the Underwriters. 


NS) aN) 


SELL COMPLETE CONVENIENCE 
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gains when you urge 
complete wiring 


You make more profit— houses 
sell easier, for higher prices —the 
Owner gets a satisfying home 


OTHING contributes 
so much to the conve- 
nience of the home, for the 
small added cost, as com- 
plete wiring. 
Your experience places 
you in a position to know 
exactly what constitutes a 





All stairway lights should be 
controlled with C-H 3-Way 
Switches. And since there 
never seems to be quite 
enough outlets, suggest C-H 
Duplex Outlets throughout 
to doublethe convenience. It 
is easy to provethattheadded 
cost fortheseand many other 





Because it doubl 


complete wiring job. It is 
knowledge which the archi- 
tect—builder—owner—will Finding 
cooperating with them to 
make the wiring in their houses all it 
should be, you not only make more profit 
on every job, but also establish yourself 
as headquarters for modern wiring infor- 
mation. 

The cellar and attic are two places apt 
to be neglected. Suggest that they be made 
a real part of the home—to your profit. 


sts, shallow construction make 
installation easy. Approved by the 


welcome and depend on. By Cuaves 


ber of outlets, 
at only a slight increase in cost, the C-H 
Duplex Receptacle is the simplest answer 
to the demand for more outlets. Large 


refinements is truly negli- 
gible when the increased 
convenience and value of the 
home is considered. 

There is a C-H Wiring Device for every 
purpose—a device which serves for years 
and years without trouble. For the sake of 
good-willit paystouse C-H Modern Wiring 
Necessities and thus assure the guarantee 
of a reputation dating back over 30 years. 

Write us for complete facts—but order 
direct from your jobber. 


titers. 


The CUTLER-HAMMER Mfg. Co. ie 
Pioneer Manufacturers of Electrical Apparatus C- we we 
1286 St. Paul Avenue Dea We ess 
MILWAUKEE, WISCONSIN ey’ 


AMMER 


NECESSITIES 


CUTLER 


MODERN WIRING 








The C-H Push-Button Switch for 
flush mounting. Made in single- 
pole and 3-way types. Shallow con- 
struction and large binding posts 
make installation easy and quick. 


Approved by the Underwriters. 


C-H Toggle Surface Switches im- 

ove attic and basement instal- 

ations. They are neat and attrac- 

tive in appearance —and certain 

to give long satisfaction. Approved 
y the Underwriters. 
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tractive and up-to-date house organ 
called “Super-Service.” It is edited 
by Louis Meyer. Not only is it a 
good sales medium, but the editorials 
and humorous matter are of high 
caliber. 





Tue Scuimmer Electric Supply 
Co., 526 Arch St., Philadelphia, is 
going out of the fixture business and 
in place of it has taken on a line 
of electric stoves. It is remodeling 
the front part of the store and will 
have a beautiful show room for all 
electrical appliances. 





E. R. Boswe.t, for a number of 
years street lighting specialist with 
the Pierce Electric Co., Tampa, Fla., 
has purchased the stock and business 
of the Fisher Electric Cu., Tampa 
Radiola dealers. 


* + 


Distributors for Norge 

Electrical Specialties, Inc., Tulsa, 
Okla., announces its appointment as 
distributor for Norge electric re- 
frigerators. The company has taken 
over a display room for these refrig- 
erators at 706 S. Boston St. 

* * * 


News From Graybar of Omaha 


H. E. Grant, who prior to three 
years ago, had served nine years with 
the Western Electric Co., now comes 
back to the Graybar Electric Co., of 
Omaha. Mr. Grant, who is a seasoned 
jobber’s salesman will travel south- 
west Nebraska, headquartering in 
Hastings. 

M. J. Vernon, formerly in the 
above territory, is headquartering at 
Lincoln, handling southeastern Ne- 
braska and southwestern Iowa. 

Frank Weber, who for many years 
handled the Omaha contractors and 
city trade as a counter man and who 
for the past two years has been han- 
dling the city department of Graybar 
at Kansas City, is back with the 
Omaha house again. 

The company has just closed three 
very successful periods. The month 
of February on waffle irons, March, 
toasters and April percolators. 

Reports from over the entire state 
of Nebraska according to A. D. 
Barber, manager, indicate the bank- 
ing system materially strengthened, 
and retail sales running far ahead of 
last year. The central stations are 
going ahead with their programs and 


the prospects look very good for busi- 
ness conditions to be generally bet- 
ter in this territory this year than 


last. 
* * * 


Matthews Changes 

C. R. Pritchard, formerly merchan- 
dising specialist for the Matthews 
Electric Supply Co., Birmingham, 
Ala., has been promoted to the posi- 
tion of merchandising manager. Mr. 
Pritchard has been with the company 
for eight years and has spent the last 
four handling merchandising items. 

H. Gordon Smith, vice-president, 
who formerly handled this merchan- 
dising department, is giving all his 
time to the promotion of General 
Electric refrigeration, which has 
proved a large and important part of 
the Matthews business. 

Steele Black is the correct name of 
the man in charge of the recently 
opened Mobile warehouse. It was er- 
roneously reported last month as W. S. 
Block. 


e 2. «6 


News From Erner 


Considerable news is reported by 
Wm. F. Scharenberg, service man- 
ager of the Erner Electric Co., Cleve- 
land, O. 


O. S. Snyder has been employed to 
cover the Akron, O., territory. Mr. 
Snyder was formerly in the purchas- 
ing department of the B. F. Goodrich 
Co., and has also been purchasing 
agent for the Star Rubber Co., both 
of Akron. 

John Burchfield, formerly in charge 
of the claim department, is trans- 
ferred to store manager. Martin 
Palmer replaces him in the claim de- 
partment. Mr. Palmer previously 
was with Robertson-Cataract Electric 
Co., and the H. I. Sackett Electric 
Co., of Buffalo. 

A. P. Bergner, auditor, has been 
made credit manager and Edward 
Fleming appointed auditor. George 
Betke has been given the sole respon- 
sibility of all purchases for the va- 
rious departments. 

The company has installed some 
new registers in its store counter. 
They consist of two Standard cash 
sale registers and three charge sheet 
registers, all motor driven, fully auto- 
matic and all built to the company’s 
own specifications. 

A successful Westinghouse safety 
switch campaign has just been com- 
pleted and a Westinghouse automatic 
iron drive is now under way. 
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Here is the bowling team of the Ermer Electric Co., which won the 1927-28 cham- 
pionship of the auto-radio league of Cleveland. This team which was in second 
place on the final night, won out when it bagged three games while the leaders 
were losing two, giving Erner a margin of one game. In addition to the pennant 
and a beautiful silver loving cup quite a piece of prize money was split among 


the members of the team. 


In addition to first place, it had second high single 


game, and third high three games’ total as a team. Stafford had second high single 


game, second high three games, and second high average. 
average while Onacila had the high individual single game. 
W. F. Scharenberg; C. T. Pagel; George Betke. 


Tifft, and Howard Stafford. 


Betke was fifth in this 
Top row, left to right: 
Front row: J. Onacila; “Jim” 
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Are you selling this 
kind of Building? 


ISING thirty stories in the very center 

of San Francisco’s financial district, 

and overlooking the bay with its world 
commerce, is the magnificent Russ Build- 


ing. 


Whatever has been skillfully devised 
for the comfort and convenience of tenants 
has been incorporated in this ultra- 
modern building. Notable among the un- 
usual advantages is the 400-car garage for 
tenants’ use. They may drive into the 
building in their cars and go directly to 
their offices by express elevators. 


In keeping with the policy of giving the 
best, it was natural that the question of 
correct Electrical Protection should have 
its place. The very size of the building 
means there is a continual demand on the 
electrical circuits. The elevators, lights, 
office appliances, electric fans, dicta- 
phones and many labor-saving devices of 
the present day had to be assured an 
ample current supply and at the same time 
be electrically protected. 


BUSS Renewable Fuses were selected 
as being the best qualified to give com- 
plete electrical protection at the lowest 
cost. 


Jobbers* Salesmen will find it well worth 
while to secure BUSS Fuse business of this 
nature.’ And, it will strengthen your argu- 
ment to quote the Russ Building Installation. 


BUSSMANN MANUFACTURING CO. 
ST. LOUIS, MO 
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\.MARION Ffichardsom 


Tue Russ Buipe., San Francisco 


\ Grecace W. Ketxam, 


Ya - 
Pg ho. Architect 
A ~~ ~ 
f Dinwippie Construction Ca, 
General Contractors 


\ Hunter anv Hupson, 
5 deed \ Consulting Engineers 
( ) Victor Lemoce, 
> ey = Electrical Contractor 
P 4 Ya = All of San Francisco 
if Psy. Wruam G. Weser, 
—_ Chief Engineer, Russ Bldg. 


==> Electrical Protection 
y a \ BUSS Renewable Fuses 
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New Tampa Jobber Doing Well 

Electric Fixtures & Supplies, Inc., 
Tampa, Fla., has been in business only 
a few months, five, to be exact, and 
is doing a real job of wholesaling. 
This company represents many of the 
best manufacturers, carries a large 
stock, and has a display room that 
is on a par with those in much larger 
cities. 

Lee Raley, president and general 
manager, was formerly manager of 
Lighting Fixtures, Inc. He traveled 
the South for more than 10 years, 
knows the fixture game thoroughly 
and naturally leans to that end of the 
business. 

The vice-president is M. H. Mabry, 
president and general manager of the 
Guarantee Mortgage Co. Warren 
Jones, attorney associated with Mr. 
Mabry, is secretary. Troy A. Brown, 
purchasing agent, grew up with the 
Tampa and 
gives most of his time to the supply 
end of the B. C. Luttrell is 
auditor in charge of the office affairs 
and Roger Austin handles the counter 


electrical business’ in 


firm. 


and warehouse. 


This firm believes in standard lines, 
plays the contractor-dealer strongly 
arid is increasing its volume from 
month to month. The accompanying 
photograph was taken in front of the 
store, at 806 Twiggs Street. Left to 
B. C, Luttrell; W. N. Rodri- 
guez, Gill-Virden representative; Lee 
Raley; Vernon E. Porter, owner of 
Hillsboro Co.; Troy A. 
Brown, and Roy O. Pedersen, Cosey 


Radio & Electric Co. 


right: 


Electric 





West Philadelphia Guest of 
Continental 

The Continental Division of the 
National Lamp Works gave a din- 
ner on Wednesday evening, May 3, 
to the sales force of the West Phil- 
adelphia Electric Supply Co., West 
Philadelphia, at the Arcadia 
Cafe. Later in the evening the 
party adjourned to the offices of the 
General Electric Co., where a sales 
meeting was held. 

The following were present: Mr. 
O’Connor and Mr. Irish, of the G.E. 
Co.; I. D. Schimmel, Schimmel Elec. 
Supply Co.; Nathan Newman; Sam- 
uel Reed; Phillip Schaeffer; Louis 
Schneider; David Eisenstadt; Sylvan 
Lerner; Joseph Shevlin; Nathan 
Freedman; Herman Ratner; Sol. 
Newman; Joseph G. Stein; Miss 
Roselyn Perla; and Miss Edythe 
Epstein, all of the West Philadelphia 


Electric Supply Co. 
* * * 


Changes in Address 
The Graybar Elec. Co., Syracuse, 
N. Y., moved on May 1, into spacious 
and modern quarters at 311 N. West 
St. 


Pa., 


The Memphis office of the Graybar 
Elec. Co., has gone into new offices 
at 242 S. Second St. 


The Doubleday-Hill Elec. Co., 
Pittsburgh, is now settled in its pew 
fireproof warehouse at 110-112 
Seventh St. 


The East Coast Electrical Supply 
Co., New York City, has located in 
new offices at 41-43 Warren St. 








Men of Electrical Fixtures & Supplies, Inc., Tampa. 





Wm. A. Lemaster, one of the city sales- 
men of Manhattan Electrical Supply Co., 
St. Louis, is an operatic baritone, broad- 


casting each Thursday evening over 
KMOX, the Voice of St. Louis. He was 
originally an_ electrical engineer, but 


abandoned his profession for a time to 
study in Milan, Italy. He made his oper- 
atic debut in Genoa, Italy, and sang on the 
operatic and concert stage throughout the 
European Continent. He finally returned 
to his “first love” the electrical industry 
and has, for the past two and one half 
years, successfully represented the Man- 
hattan Electrical Supply Company, Inc., 
in the downtown district of St. Louis and 
his many friends in the Electrical Indus- 
try and elsewhere enjoy his weekly pro- 
grams over KMOX. 





Andrae Takes Over House of 
Downing 

Julius Andrae & Sons Co., Mil- 
waukee, Wisconsin, has taken over 
the House of Downing, Des Moines, 
Iowa. The name has been changed 
to the Julius Andrae & Sons Co. 
John E. Sweeney will be manager, 
in charge both of the Des Moines 
and the Waterloo, Iowa, branches of 
the Andrae Co. 

Mr. Sweeney has a favorable ac- 
quaintance throughout the state of 
Iowa and his promotion as general 
manager of both houses is a well 
deserved recognition of his character 
and capacity. 

* * * 


Steiner Adds Lines 


The Steiner Electric Co. of 210 So. 
Desplaines St., Chicago, has recently 
added several new lines. One of 
these is the “Edon” line of bracket 
and efficiency lamps manufactured by 
the Edward Holt Co. of Chicago. 
Another is the Hamilton-Beach line 
of vacuum cleaners. The “Royal’ 
sprayer made by the P. A. Geier Co. 
of Cleveland has also been added and 
George Steiner says his boys are doing 
a big job on it. 
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A NEW Story of Cooperation 
for HEMCO Dealers 


Hemco products sell easy; first, because they are 
well made; second, because they are extensively 
advertised. Dealers who carry Hemco products 
in stock know these two things to betrue. 


L IS interesting news, therefore, that Hemco quality is now 
backed by that of Bryant and that Bryant-Hemco Cooperative 
Sales Programs are to be carried on. 


Not only are these programs to be carried on, but they are to be 
continued with greater energy. Hemco dealer help broadsides 
will be issued at regular intervals. Circulars for distribution in 
the store are available now. Price and service tags, plus the many 
other store sales helps can be secured by writing The Bryant 


Electric Company’s nearest office. 


In addition, the entire force of Bryant salesmen will now take up 
Hemco sales work. They know merchandising, they know how 
best to display and sell electrical goods. They are at your service 
when you need them. 


The acquiring of Hemco by Bryant means close attention and 
assistance to all dealers handling Hemco products. 


The fan 
If your 


Urge your dealers to display the Hemco line now! 
season, which is at hand, always increases plug sales. 
dealers do not already use a Hemco Metal Display Stand to sell 
Hemco products in their stores, tell them to write for one at once. 
The stand is sent free. Dealers are 
asked only to pay for the five plugs 
mounted thereon, at a special discount 
of 40% from the combined list prices 
—net amount $2.13, plus a_ small 
amount for postage. The stand is 
sent C. O. D. The plugs can be re- 
moved at will and sold at a profit. 
Get in back of Hemco products with 
the renewed enthusiasm brought to 
you by this new story of sales co- 





The moulded wall plate—will 
never finger mark—never mar 
from reasonable use—nor 
warp. New exclusive finishing 
process produces permanent 
rich, brown color. 


operation! 








Fan Season Increases 
Plug Sales 


Number 200. Hemco Twin-Lite 
lists at 60c; fits under all but 
small shades. 


Number 202, Hemco Tach-Lite 
lists at 60c; fits between the 
shade and socket. 








Number 204, Hemco Thru-Lite lists 
at 90c; drops light straight down- 
ward. Two additional appliances 
can be attached. 









Number 203, Hemco Trip- 
Lite lists at $1.00; provides 
three outlets. Either Uno 
or Screw type shade holder 
can be attached. 


& 


Number 295, Hemnc» Tee-Lite 
lists at 59c; for baseboard re- 
ceptacles, 







Number 206, Henco Tee-Prong 
lists at 60c; doubles usefulness 


of baseboard receptacles. 
ke 


Number 207, Hemco Trip-Prong 
lists at 60c; provides three outlets 
from the baseboard receptacle. 










Number 253, Hemco Cord Set lists at $1.50. 
Seven feet of Number 16 very flexible 
Heater Cord is used together with a Num- 
ber 251 Hemco Pull Cord Attachment Plug 
and a Number 250 Hemco Heater Plug. 


HEMCO 
PRODUCTS 













The BRYANT ELECTRIC COMPANY 


BRIDGEPORT, CONNECTICUT 


PHILADELPHIA 
1317 Widener Building 


NEW YORK 
342 Madison Avenue 


CHICAGO 
844 West Adams Street 


SAN FRANCISCO 
149 New Montgomery Street 
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Some of the 150 dealers and employees of the Elliott-Lewis Electrical Co., Phila- 
delphia, who visited the Trenton, N. J. plant as guests of the Westinghouse Lamp 
Co., April 18th. Luncheon and addresses by the Westinghouse officials followed the 


inspection trip. 
Inn, near Trenton. 


In the evening the party was entertained at a banquet at Hillwood 





Theo. C. Treadway Shrine 
Group Head 


Theodore C. Treadway, vice-presi- 
dent and general manager of the 
Treadway Electric Co., Little Rock, 
Ark., has been elected president of the 
Shrine Directors’ Association of 
America. This is composed of about 
500 men in North America and has 
charge of the second section of Shrine 
work. Mr. Treadway is a member of 
Al Amin Temple, Ancient Arabic 
Order Nobles of the Mystic Shrine 
and Chief rabban of the order, and 
holds many other high Masonic de- 
grees. He also received the degree of 
B. E. E. from the University of 
Arkansas in 1901 and the degree of 
E. E. in 1904. 
electrical jobbing business with his 
brother William A. Treadway, 
B. E. E., B. M. E., ’01, and E. E., ’02. 
Both of the Treadways formerly were 
faculty members. 


He is engaged in the 


* + 


Atlanta Range Campaign 


The Gilham Elec. Co., Atlanta, Ga., 
in co-operation with the Georgia 
Power Co., brought to a close on 
April 14, a very successful campaign 
The affair 
started on March 14 with a quota of 
600, which was exceeded handily, the 
final count being 636. 


on Westinghouse ranges. 


The.city was zoned into three dis- 
tricts by the Georgia Power Co. A 
goat was provided, wearing a blanket 
with the words: “I am Jonah.” Each 
week the lowest district had to care 
for the goat. 


Grant with Star Electrical 

George F. Grant, who is widely 
known in the electrical trade and who 
for several years has been the electri- 
cal supply buyer at R. K. Carter & 
Co., New York. has become associ- 
ated with the Star Electrical Supply 
Co., Newark, N. J., in charge of the 
wholesale electrical merchandising de- 
partment. 

The company is expanding its field 
of activities and in addition to wiring 
supplies and devices will feature 
lighting fixtures, fitments, and acces- 
sories in a wholesale jobbing way. 

It now occupies its own buildings 
with about 80,000 square feet and in 
addition to the store at 246 Market 
Street it has a large warehouse at 
184 Mulberry St. 


2. «.} 
Delinquent Accounts 

The accompanying tabulation shows 
the number of delinquent accounts, 
the total amounts and the average 
amounts as reported to the Natienal 
Electrical Credit Association by 
member manufacturers and jobbers 
through its various divisions, for 
April, 1928, as compared with the 
same month the previous year. Also 
these figures are shown for the first 
four months’ period of 1927 and 1928. 


COMPARATIVE STATEMENT OF PAST DUE ACCOUNTS REPORTED 


APRIL 30, 1928 
NUMBER OF ACCOUNTS REPORTED 
‘ % Jo 
Increase Increase 
April or 4 months or 
Division 1927 1928 Decrease 1927 1928 Decrease 


New York Elec’! Credit 








Ass’n Hdgqtrs, New York ........ 453 282 —37.7 % 1567 1211 —22.7 % 
Electrical Credit Ass’n. 
Middle & Southern Atlantic 
States, Hdqtrs. Philadelphia ..... 167 228 +383.5 % 669 760 +138.6 % 
Electrical Credit Ass’n. 
New Eng. Div. Hdqtrs. Boston.... 119 121 + 1.68% 554 478) —14. 6% 
Pacific Coast Elec’l. Credit 
Ass’n. Hdqtrs. San Francisco..... 26 17 —34.6 % 74 48 —37.8 % 
Electrical Credit Ass’n. 
Central Div. Hdqtrs. Chicago..... 1171 842 —281% 4080 38532 —124 % 
Pa aick kbs eevee sawensnane 1986 1485 —288 % 6894 6022 —12.6 % 
TOTAL AMOUNTS REPORTED 
%o %o 
Increase Increase 
April or 4 months or 
Division 1927 1928 Decrease 1927 1928 Decrease 
jo ey rs, $ 71,928 $ 33,847 —52.9 % $248,307 $170,854 —31.1 % 
Middle & Southern 
a eee 20,296 22,928 +129 % 82,443 95,586 +152 % 
New England ......... 13,050 14,854 +138 % 60,296 87,292 — 4.98% 
Patific Coast «.....565. 4,149 268 —76.6 % 10,078 5,824 —42.2 % 
ee re eae 138,058 100,885 —26.9 % 475,298 426,206 —103 % 
cot i rer $247,479 $173,482 —29.9 % $676,417 $755,714 —13.8 % 
AVERAGE AMOUNTS 
April 4 months 
Division 1927 1928 1927 1928 
Be get 2 OL eRe oh ae $188 $120 $634 $570 
Middle & Southern Atlantic .................. 121 102 489 504 
ek, ERT rete re tree o-.- 109 128 432 484 
Pe EUG. os Soe cunts deals eae Meee 109 58 134 372 
COMER co cscs See eE ES SIR ere es 118 120 476 485 




















0 other maker otférs 
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, Coverage 

% AGAINST BURN-OUT your profits the same 
“| ao kind of protection 

‘ This insurance policy is packed with every 
a advertised Dover appliance and positively as- 
? sures the purchaser that the heating element 
? N o-Burn-Out will be replaced free of charge if it ever burns out. 
3 Electric Appliance Dover offers the trade protection equal to 








that by requiring everyone who handles Dover 
products to do clean business and sell at fair 
prices that net an honest profit for the seller. 
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@ Women all want Lady 
|) Dover, the most perfect 
| electric iron. 


Y @ Even if they have an- 
other iron at home, the 
wontndd free gift offer of the per- 
colator clinches the sale. 


@ No woman can resist such a gen- 
erous gift! No other manufacturer 
ever made so liberal an offer! No 
better proposition has ever come to 
you, to create new profit and new 
friends for your business. 


@ And it costs you nothing. Your 
profit on every sale remains normal. 


ADVERTISING MATERIAL 


18” x 36”’— 3-color corrugated window display Free 


13” x 13”— 3-color counter card sy, Free 
Leaflets and newspaper mats of complete ads 
furnished : _Free 


Mailing broadsides supplied imprinted at half 
our cost or $4.00 per 1,000 to you 


= 







FREE 


Coffee made the exclusive Dover 
way is made as all real authori- 
ties recommend—does it quick- 
ly—and keeps it piping hot for 
half an hour. 


Avoids bitter, harsh flavor. 
Easy to keep sweet and clean. 


This beautiful $2.50 Aluminum 
four-cup size Dover Percolator 
comes free with every Lady 
Dover Iron. 


ady 


RT CAAA 
‘ 
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Better, Quicker Ironing 


@ Lady Dover’s heating element 
cleverly concentrates the heat at the 
points that first strike the cool, damp 
cloth. That makes ironing easier. 

@ The iron reaches ironing tempera- 
ture faster than any other, and stays 
hot ’til the task is done. That saves 
time. 

( The shape helps by making all the 
work visible. 

« These things, with the larger if 
ing surface, will do better ironing in 
one-fifth less time. 


@ And best of all, Lady Dover is in- 
sured for life against burning out. 


NO. 8-B-504 COMBIN4 [ON 
5 No. 8-B Lady Dover---_---- 


5 No. 504 Panelled 4-cup Electri ercole 
tors, packed five in bulk contai’ . Mit 
imum order 1 standard package 

= 3: 








Price $25 
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BINDING 





o Create New Business 












Sell More Percolators 


({ This is the Electric Percolator year. 
Tremendous merchandising force is 
selling the idea of electrically perco- 
lated coffee in every home. 


(| This percolator is the real coffee 
naker. Makes such perfect coffee, 
nd is so easy to take care of, that 
nce tried, it is used for every meal. 


<eeps coffee piping hot for half an 
our, 


And every Dover Table Percolator 
‘ Percolator Set you sell carries with 
- “Our Gift to you,” the beautiful 
over Boudoir Iron. 


OVERTISING MATERIAL 


2-color window streamer._____. Free 


2-color window card______. Fre & 
d newspaper mats of com- 
‘re Free 


‘oadsides supplied imprinted at 


cost or $4.00 per 1,000 to you 








FREE 


The Dover Boudoir Iron is a 
Junior model of the Lady Dover. 
Handy for travelling, and light 
ironing, weighs 2!4 pounds. 


This iron has the Vea patented 
no-burn-out heating element, 
guaranteed for a lifetime of 
service. Price, when sold sepa- 
rately $2.50; this wonderful iron 
is our gift to everyone who buys 
a Dover Percolator. 


Sell Better Coffee 


@ Coffee made the exclusive Dover 
way is made as all real authorities 
recommend. 


(@ Percolation does not start until the 
water is boiling—then it should con- 
tinue for only three to five minutes. 


@ This method puts into the coffee 
only the clear, sweet, appetizing fla- 
vor—without the harshness or bitter- 
ness that comes with long percolation. 


@ Keeps the coffee hot for half an 
hour. Easy to clean and to keep clean. 


PERCOLATOR-BOUDOIR 
IRON COMBINATION 


Percolator and Percolator Sets 
No. 25 Boudoir Iron (1 with 

each Percolator or set) __.-Free 
Each iron wrapped in gift wrapper 
Packed six to a container 


_Discount 35% 














Merchandise that peopl 
actually want 
Plans that create business 
Policies that protect yor 




























To stimulate Dover 
~Domanco Sales 








A beautiful toy iron 
\ with a patented 
stand that hangs the 
L iron on the wall— 
BY) out of the way. 









= Heavy duty armored 







No. 5-B Dover Domanco, List $5.00, 
Dealer $3.25. Window and Counter 
Cards, Leaflets, and Newspaper Mats 
supplied Free 


profits 






Jusured HSerbice 


ERVICE that protects the interests of 

everyone in the chain of distribution, 
insuring a fair operating margin, a reason- 
able profit, honest, clean competition, and 
equitable treatment for all. — 

Service to the consumer that means 
putting into the home electric appliances 
that do their work efficiently, and are so 
dependable that they are actually insured 
against burning out. 

Service that makes such appliances 
known and available to everybody every- 
where at established fair prices. 


THE DOVER MANUFACTURING CO. 
DOVER, OHIO 











) . means insured products and insured profi 
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Selling in the Language of 
The Buyer 
By James E. Curr 
General Mgr. American Flyer Mfg. Co. 
HE manufacturers in the period 
since the war have been through 
rather trying times and those few out- 
standing leaders who are making a 
profit probably owe the major share 
of their success to the fact that they 














J. E. Cuff 


have kept their ears close to the 
ground as to what was desired from 
them in the way of product and in- 
telligent service by both the consumer 
and distributor and acted accordingly. 
You will probably have little difficulty 
in calling to mind many firms who 
have practically had a re-birth and, 
not so far back, whose outlook on the 
future was not exactly rosy. 

Having gone through this ex- 
perience somewhat successfully, we 
manufacturers can readily appreciate 
and recognize what must be the feel- 
ing on the part of certain distributors 
who probably wake up during the 
night, wondering “what’s going to be- 
come of the jobber?” 

Aside from the experience referred 
to, the manufacturer in this situation 
is in an enviable position of being on 
the inside with the opportunity to ob- 
serve and to know the manner in 
which a number of jobbers are forg- 
ing ahead, while the business of 
others is undoubtedly slipping away 
rapidly to some of their worthy com- 
petitors, not necessarily jobbers. 


It has not been unusual to see cer- 
tain jobbing channels, for example 


drug, encroach on the fields of others 
already established and making good 
on what was formerly a losing propo- 
sition to the old established trade. I 
am now referring to what has all the 
ear marks of a scramble on the part 
of various jobbing channels, seeking 
profit making avenues in other lines. 
The automotive jobber, for example, 
with no experience in the toy line, has 
been agreeably surprised to find that 
when he cuts loose with his ac- 
customed energy, the returns were 
favorable and more than welcome. 
The hardware and electrical and other 
jobbers have likewise been stepping 
into each others pastures, with little 
regard for the other fellow. 


In reviewing some of the outstand- 
ing successes in the jobbing field, it 
is surprising how often the underlying 
policies or methods they pursue are 
similar, and the size of the firm ap- 
pears to have little or no bearing on 
their success. For example, they 
seem to be getting away from the 
large territory and are endeavoring to 
do a thorough job of selling just 
as near home as possible and still 
carrying as many—if not more—items 
than formerly. We find the marked 
tendency to set aside a certain week 
or certain territory and specialize on 
one line at a time and actually work 
close in hand with the services the 
manufacturer has available in order 
to bring out to their trade the selling 
points or features of the line they 
represent. The old time Saturday 
morning sales conference has given 
away to a Saturday morning demon- 
stration by the manufacturer's repre- 
sentative, backed up with samples. 

They have found, as in motor cars, 
that practically all products have 
merit, are sold at reasonable prices 
and produced by reputable companies, 
but somehow something was missing. 
It seems, instead of buying a car, or 
a cake of soap, or some other com- 
modity, the consumer who has cash 
in his pocket or in the bank, is now 
buying convenience, pleasure or educa- 
tion and measures value accordingly. 
It is extremely rare that he now buys 
on price. It is now most miles per 
dollar, ete. He knows. 

The present day salesman with the 
manufacturer or distributor is now sell- 
ing in a language the new buyer can 
understand and is doing more intelli- 
gent work with less effort and talk than 
the old-time story-telling drummer. 


As we view the picture, the pro- 
gressive distributor is worrying less 
about competition than he is on con- 
centrating his territory, his products, 
his men and wondering why he hadn't 


thought of it before. 
* * * 


New Set-up of Doubleday-Hill 

The Doubleday-Hill Electric Co. 
of Pittsburgh, announces that George 
W. Provost, formerly president of the 
Union Electric Co., has purchased the 
controlling interest and is now presi- 
dent in active charge of the manage- 
ment. The jobbing house has been 
moved from 719 Liberty Ave. to 110 
Seventh St. where it has a five-story 
and basement building well fitted out. 

The personnel of the company now 
is: G. W. Provost, president; E. C. 
Chalfont, vice-president; W. Denny 
Shaler, vice-president; J. S. Thorn- 
ton, secretary; E. W. Hillman, 
treasurer; H. H. Tully, sales mana- 


ger; H. M. Lang, service manager. 
* * * 


Lighting Equipment & Supply 
Reopens at Old Address 
The Lighting Equipment & Supply 
Co., of Philadelphia, which had a bad 
fire on February 21, is now open for 
business at its old address, 349 N. 
8rd St. The building has been en- 
tirely redecorated. B. F. Gansman, 
president of the company, feels in- 
debted to his manufacturers for the 
timely aid which they rendered him 
during his unfortunate experience. 


f 














By gosh, who wouldn’t smile after a 
catch like this. Some fellows have all the 
luck, because about all we catch when we 
go after them is a cold. The gentleman 
on the left with the pipe is R. J. Stritt- 
matter, vice-president and sales manager, 
and the one on the right is C. G. Franz, 
president, of the Apex Electric Distribu- 
ting Co., Cleveland. This was taken at 
Key Largo, Fla. 
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On The Firing Line With 
the Boat Builder 


By C. FRANKLIN FARGO 

For the past year or two, the boat 
building industry has been increasing 
by leaps and bounds, and I feel this 
year it has about reached its peak. 
The field is large and although the 
competition is keen, the business is 
there for some live wire to go after. 

The electric supplies and fixture 
orders on some of the newest types 


hustler to get an order for the motors 
and generators used on the power 
boats. The wire, sockets, switches 
and receptacles used on some of the 
larger boats, now under course of 
construction, will be quite a busi- 
ness, as they use a large quantity on 
gala days for decorative purposes. 
All the rigging is strung with flags 
during the day, and hundreds of col- 
ored incandescent lamps at night. 
These should be arranged on weath- 
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Fixture Suggestions 


of pleasure boats are fairly large and 
just at the present time the ship- 
yards all along the Atlantic Coast are 
going like a house afire to complete 
all their orders for new material in 
time for launching. I personally 
have had several fine pleasure yachts 
to equip this season, and a salesman 
with ability to make suggestions will 
be able to land quite an order. The 
main cabin in most of these boats is 
being fitted up quite elaborately with 
side lights and floor and table lamps, 
switches and receptacles. 

These lamps must be made rigid so 
they will not tip with the swaying 
of the vessel. I have just made a 
very practical fixture for a combina- 
tion living room and dining room on 
a private yacht. Over this cabin they 
had a half diamond shaped window 
for daylight and I made a fixture to 
hang directly under same, made with 
a 2-in. rod with braces so it would 
swing with the motion of the boat. 
I also furnished over 20 different 
kinds of side lights. Some of them 
were made of a reproduction of small 
ship lanterns, others in the form of 
dolphins. The stern lanterns are the 
best type to use. 

There is a great chance for the 


For the Boat Owner 


erproof wire with galvanized snaps 
so same may be removed. 

Incidentally the field is also fair 
for riding lights, signal lanterns, star- 
board and port binnacle lights. Also, 
most every boat is now equipped with 
a powerful search light on the bow. 

The amount of this business de- 
pends on how you go after it. This 
business depends a great deal on the 
salesman in making suggestions and 
proving them to be _ indispensable. 
The average boat owner will be in- 
terested, and when he gets to that 
stage he is sold on either one article 
or another. 

Let’s go right after this business 


now. 
* + 


New Lines for Woolley 

L. A. Woolley, Inc., Buffalo, N. Y., 
announce their appointment as dis- 
tributors of F. W. Wakefield Brass 
Co.’s “Red Spot” hangers. Woolley 
has also taken on the “Radiant’”’ units 
made by the Kayline Co. These two 
lines, together with Williamson, Rid- 
dle, Toledo and Artcraft residential 
lighting fixtures and Macbeth-Evans 
“Monax” Glassware, give them a 
complete line of lighting equipment 
for all classes of illumination. 





Death of George H. Manning 

George H. Manning, president of 
the Tennessee Mill and Mine Suppl; 
Co., of Knoxville, Tenn., passed away 


on April 24. 
* * * 


Paul T. Brady 


Paul T. Brady, aged 71, associated 
with Westinghouse for 34 years and 
actively engaged in the electrical in- 
dustry since 1881 died suddenly of 
heart failure on May 8, at the home 
of his son in Portland, Oregon. 
Funeral services were held at his 
home in Palisade, N. J. 


> a oe 


G-Q Opens Branch 

The G-Q Electric Co. of Milwau- 
kee opened a branch office at Apple- 
ton, Wis., on April 28. It is located 
at 581 College Ave. This has been 
done to improve and localize the com- 
pany’s service in the Fox River Val- 
ley. H. M. Northrup is the sales- 


man in charge. 
+ + %* 


Changes in Varney Personnel 


J. H. Campbell, formerly sales 
manager, has been made general man- 
ager at Indianapolis. O. L. Ferguson 
has been promoted from assistant 
sales manager to sales manager. The 
former purchasing agent, R. Rogers, 
is now handling city sales and in- 
dustrials, his previous position being 
taken by H. Dillman. 


+ «2 :¢ 


G. E. Supply Moves Brooklyn 
Office 

The General Electric Supply Corp., 
New York, has moved its Brooklyn 
Branch from Clinton and State Sts., 
to Boerum Place, corner of Bergen 
St. This marks a considerable ex- 
pansion of the Brooklyn office. More 
space is available for the growing 
business. The personnel remains the 


same. 
* + 


Carter Has New Display Room 

Manager A. H. Shirley of Carter 
Electric Co.’s Savannah, Ga., branch 
has a nice new fixture display room 
for the exclusive use of the company’s 
dealers. Radio sets are also shown in 
this room, and everything is price- 
tagged. 

The dealer uses the room as if it 
were his own, working with his cus- 
tomers without interference of an) 
kind. Every unit can be lighted 
separately. 
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A New ARROW Pull Receptacle 


One Piece Porcelain Shell 


For 3% inch and Stud Boxes 
250 Watts - 250 Volts 
























& 


No. 1166 
No. 626 Strap sold separately for 
Standard Porcelain Stud Mounting 
Socket Shadeholder 











Low Priced 
Quick to Install 
Shadeholder Groove 
Deep Back for Stud Box 


Attractive Appearance 





This receptacle is provided with screws spaced 234 inches apart for direct 
mounting on 31% inch outlet boxes. It is designed with a deep back, however, 
so that it can be mounted on stud boxes by using the adapter strap No. 1166 
which is sold separately. 

Standard equipment short chain and 4 feet of cord for ceiling use. Can 
be furnished with 7 inches of chain and insulator for use as wall bracket. 
Diameter of base 31 inches. 


SOLD THOUGH JOBBERS 


THE ARROW ELECTRIC COMPANY 
HARTFORD, CONNECTICUT 
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The complete line of Wiring Devices 
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Taking these groups in their order, left to right and starting 


at the top—Group 1. Five men from General Electric Supply 
Corp., Atlanta, Ga. Left to right: J. J. Perry, vice-president; 
R. H. Hardwick; F. H. Dendy; R. A. Clarke; G. A. Blackwell. 

Group 2. The Doubleday-Hill Electric Co., Washington, 
D.C. Left to right: H. W. Keefe; A. Dunlop; W. D. Kelley; 
P. O. West; E. H. McMichael; W. L. Swormstedt; A. H. 
Anthony; L. Gray; A. J. Maschauer; J. W. Reese, vice-presi- 
dent; A. H. Ayers, salesman. 

Group 3. Four from Southern Electric Supply Co., Atlanta, 
Ga. C. V. Weathers, W. B. Meek, A. F. Hammond, M. E. Olson. 

Right after Southern Electric is our friend W. F. Cleveland, 
manager of Commercial Elec’]. Sup. Co., Memphis, Tenn. 

Group 4. ‘Three executives of Gilham Electric Co., Atlanta, 
Ga. Left to right, S. C. McCamy, secretary-treasurer, G. L. 
Washington, sales manager and H. E. Durham, vice-president. 

Group 5. Another Saturday meeting, but strictly social. 
Thirteen (count ’em) from the Matthews Electric Supply Co., 
Birmingham, Ala. The two comedians on the running-board 
are E. B. Greenwood and H. R. Roberts. Standing, left to 
right, R. A. Marchini, J. A. Burel, G. L. Ralston, C. P. Dunning, 
C. L. McBride and C. R. Pritchard, merchandising manager. 


— MD 


Below are A. S. Johnson, J. C. Trout, C. Winston, Gay Steed 
and G. V. Hawkins. 

Group 6. The Jacksonville Electric Supply Co., Jacksonville, 
Fla. Rear, left to right, J. S. Flannery, Mrs., M. L. Lumpkin, 
Mrs. G. S. Shannon, C. H. Lamar, manager, and Harry Hastings 
Front, B. A. Masters, L. T. McCourt and Alfred Leach. 

Group 7. Graybar Electric Co., Inc., at Tampa, Fla. Left 
to right, J. F. Hamrick, successor to N. W. Upson as service 
supervisor, Walter Tyson, manager of Station WFLA, Tampa. 
G. M. Sweeney, Graybar salesman, O. L. Whatley, manager, and 
N. W. Upson transferred to Miami as service supervisor. 

Group 8. Presenting the judges and contestants in the latest 
beauty contest at Graybar, Atlanta. Left to right, Georgé 
Marchmont, Essie Lee Nelms, Mary Smith, and R. A. Riley 

Group 9. A real bunch from a real house, Virginian Electric. 
Inc., Charleston, W. Va. Left to right: J. T. Livesay, Edwin 
M. Keatley, president, W. A. Reese, sales manager, O. F. Sleeth, 
J. P. Lair, A. D. Crummett and L. H. Brandt, Radio Corp. 
Group. 10. This is a group from the Charleston Elec’l. Sup. Co 
Left to right: S. S. Wilson, order dept.; C. B. Johnson, shop: 
C. W. Chesley, auditor; W. L. Chambers, order dept.; C. E 
Cornwell, city salesman; J. P. Burnell, radio service; and John 
T. Morgan, secretary and sales manager. 
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Hamilton Beach 


Motor 
Driven 


Brush 


Cleaner 


was 
62" 


if 
Denver & West $41. A 


Motor Makes an f rd 
Electric of Any * 
Sewing Machine “4 


Full Line of Hair Dryers 
retailing from $14.25 to $22.50. 


Necessary Electrical Devices 
Sold Through Legitimate Jobbers 


Sales Managers and Salesmen! 


Here’s an “ALL YEAR” Line 
That Has Every Requirement for Profit 


Every Number is of Unquestionable Quality 
Every Number Meets a Real Need 
Every Number is Priced for Quick Sale 


Every Number Carries a Good Profit Margin and 
the Line is Nationally Advertised. 


You can increase your sales and income by making 


your Dealers “Full Line” Dealers. 


Hamilton Beach Manufacturing Co. Racine, Wis. 


Subsidiary Scovill Mfg. Co.,—assets over $33,000,000 
and a record of 125 years of successful manufacturing. 


Note: Denver & West 
Prices 50c additional. 


Drink Mixers retailing 
at $18.50 and $22.00 and 
Hot Cup at $9.75. 


Jeweler’s Lathe Motors 
retailing at $18.50 and 
$25.00. 


Full Line of Vibra- 
tors retailing from 
$16.50 to $28.50. 


Fractional H. P. 
Motor for Grinding, 
Polishing, Buffing, 
retails at $22.50. 
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“That was pretty good. Now tell ’em the one about the fel- 
low who choked the deer to death” said W. M. (Bill) Goodwin, 
sales manager of Southwest General Electric Supply Co., Dallas, 
Tex. (left). The others are: A. R. Hamilton, road salesman; 
E. T, Paxton, purchasing agent; J. J. Childers, city salesman 
and C. A. Heiser, assistant sales manager. 

President P. G. Gough, of Listenwalter & Gough, Inc., and 
the company’s appliance specialists at a conference in the San 
Francisco house. Left to right: E. J. Leydecker, manager ap- 
pliance department, San Francisco; F. C. Doyle, personnel 
director, Southern California Edison Co.; H. D. Mills; P. G. 





Gough, and C. O. Gaffney, manager “Royal” department, Los 
Angeles. 

This corner of the Graybar plant in Denver, Colo., is a 
favorite spot for photographers and their victims. Left to 
right: A. L. (Tony) Slack, Graybar salesman; O. F. Nats, 
American Electrical Heater Co.; E. Wessel, Hubbard & Co., 
then specialists Crupper and Meriwether, Graybar. . 

A group from Fobes Supply Co., Spokane, Wash., taken 
during the 1927 World’s Series. Guess who bet on Pittsburgh. 
Left to right: M. I. Blakemore, radio manager; F. L. Guenther; 
Elmer Johnston; H. T. Whitehouse and J. J. Mullins. 





Piedmont Remodels 


elected chairman of the Pacific Di- 
The Piedmont Elec. Co., Ashville, vision of the Electrical Supply Job- 


Co., Chattanooga, Tenn., has been 
changed to General Elec. Supply 































N. C., has found it necessary to re- 
model the offices on the second floor 
of the Piedmont Bldg. to facilitate 
the ease and speed of handling its 
increased business. 

* * * 


D. E. Harris Heads Pacific 
Coast Divison 
D. E. Harris, who is president of 
the Pacific States Electric Co., San 
Francisco, and a leader in the electri- 
cal industry in California, has been 


bers Association. This took place at 
the recent convention of this division 
held in Del Monte. 
* * # 
Graybar Cleans House 

Graybar Elec. Co., of Newark, has 
renovated and enlarged its whole 
building, repainting the interior and 


exterior. 
* * * 


Southeastern Name Changed 


The name of the Southeastergp Elec. 


Corp. This change applies to the 


service station at Knoxville, also. 
* * * 


Flannery Opens Branch 

The Flannery Elec’l Supply Co.. 
Greensboro, N. C., recently opened a 
branch at Winston-Salem, N. C. It 
will be run by Wiltz LeBoeuf, who 
was transferred from Miami. 

The above company has also opened 
a new store in Greensboro at 144 N. 
Church St. 
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“We have peach, banana, 
“Bring me _ peach, 
banana, apple, raisin and chocolate.” ‘“What’s the matter with 
the strawberry,” asked the waiter, and an Englishman at the 
next table is still wondering what was the matter with the 
strawberry. All of which is leading up to the question, “What’s 
the matter with Wingerter’s hat.” We don’t know what it is all 


“What kind of pie have you?” 
apple, raisin, chocolate and strawberry.” 


about. Maybe it was a sales contest and he lost, or maybe all 





the other fellows lost. Anyway, the “Crushers and the Kellys” 


are as follows, reading from left to right: Norbert P. Winger- 
ter, salesman; Albert R. Adams, shipping clerk; Harry E. 
Case, receiving clerk; Harold N. Jameson, counter salesman ; 
Ralph E. McCormick, salesman; Rosalia M. Karle, stenog- 
rapher; Norman C. Jones, salesman; Edward C. Nelsen, service 
manager; Harry V. Barrow, manager, all of the Electric Sup- 
ply & Equipment Co., Erie, Pa. 
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The new H © Ficatalogue 


HERE you'll have all our new developments ofthe past =, Tue Hart & HeceMan 
year or more—besides up-to-date listings of all your old | pipe. Co., Henfeed, Coan. 
standbys in the H&H line of Switches and Wiring Devices. 
The stuff successful jobs will be built around this year, 
and for years to come. 

The contents of this new book are calculated to give you a 
sales-advantage in Quality at the prices listed. You'll be 
able to meet competitive prices with goods above the 

competitive class, in point of value to the Contractor. ‘ST iatthenhicccpmmmaeme 


To make sure you'll get an early copy of the Catalogue, 
fill in the Coupon at right; mail it today if possible. 


Gentlemen: 


SEND ME an early 
rr of your new 
“Catalogue T. 


Town & Silate.......................... 


THE HART&HEGEMAN MFG. CO. 


HARTFORD, CONN. MAKERS OF ELECTRIC SWITCHES SINCEI390 
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PASS & SEYMOUR, INC. 


Solvay Station, Syracuse, N.Y. 
New York: 71-73 Murray St. Chicago: 730-32 W. Monroe St. 


Sales Representatives: 


Boston: A. D. Stein, 156 Purchase St. 
Denver: F. E. Staible, Inc., 2356 Blake St. 
San Francisco: C. R. Bach Co., 252 Fifth St. 


P & S MAKE LABOR LESS 





AL-1475-ALABAX 
Ceiling Unit AL-923-ALABAX 
Wall Bracket 


AL-990-ALABAX 
Wall Bracket 
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) Florida Electric Changes Name 


The Florida Electric Supply Co., 
Jacksonville, has changed its nam 
to the General Electric Supply Corp 
in order to identify the company as 
an incorporated branch of the G. E. 
Company. President H. R. Worth. 
ington states that there will be no 
change in ownership, organization or 
policy. 

* * # 

Elgutter Lands Nice Order 

M. S. Elgutter, of the Rex Electric 
Co., New Orleans, personally super- 
vised a big deal in connection with the 
new Monteleone Annex in that city. 
Ceiling and desk fans to the number 
of 240 were purchased through his 
company, according to the Times- 
Picayune. In addition, his company 
supplied the bed and table lamps and 
corridor lights numbering 500 in all. 

The ceiling fans are of a type per- 
fected by the Robbins & Myers Co. 
and combine the ceiling fan and light- 
ing unit in one fixture. They are in 
perfect harmony with the color scheme 
of the rooms, being finished in ivory 
with cherry blades. 


> + Se 


Back With His Old Company 

Arthur F. Carroll, one of the orig- 
inators of the Carroll Electric Com- 
pany, at Washington and Baltimore, 
after being away from the company 
for approximately eight years, has re- 
turned as sales manager of the Wash- 
ington house. 

In addition to the regular line of 
staple supplies, Mr. Carroll has 
worked out many unique sales plans 
for promoting electric refrigeration 
and other specialty devices. 

The Carroll Electric Company, 
Inc., have just passed their twenty- 
eighth birthday, having been founded 
in April, 1900. The main house lo- 
cated in Washington, with a branch 
in Baltimore, Maryland, operates in 
the Maryland, Virginia and North 


Carolina territory. 
* *& 


Ryan Advanced at Eaco 

W. J. Ryan, formerly city sales- 
man for the Electric Appliance Co., 
Chicago, has been appointed private 
secretary to Martin J. Wolf, vice- 
president and general manager of the 
company. 

Mr. Ryan should make an able as- 
sistant for Mr. Wolf, as he has spent 
practically all his business life in the 
jobbing business and, as a _ conse- 
quence, has a thorough knowledge 
of it. 
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Poor light is just plain poor business 
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An all metal reflector susceptible to 
adjustment for three different sized 
lamps. This adjustment is made in- 
stantly because of the collapsible 
neck. No special holdersare required. 
The reflectors fit the standard 3% inch 


holders 


screens can be attached without extra 
clamps, hooks, etc, Described in our 
circular No. 77. 


SILVERLITE 


used everywhere. Color 


we TWAIN said ‘Everybody talks about the 
weather but nobody does anything about it.” 


Every merchant not only knows that poor illumi- 
nation means loss of sales but every merchant is 
ready to do something about it. 


That is why those who sell Frink store and win- 
dow lighting equipment find new customers and 
quick and profitable stock turnover. 


Silverlite, Multilite, Spot-O-Flod offer the electri- 
cal trade the perfect equipment to sell to stores. 
Write us today for complete details. 





The 














SPOT-O-FLOD 


Acombination spot- and flood-light 
permitting of instant adjustment, 
without the use of tools, toany angle 
The beam is controlled from a spot 
of 24 inches to flood of ten feet ata 
distance of ten feet. Color frame and 
screens come with each unit and per- 
mit of individual color spot or flood 
of entire window. Described in our 
circular No. 84. 


FRINK CORPORATION 


MULTILITE 


A continuous reflector using units 
built on the Silverlite principle, 
adaptable to lamps of 60 to 200 watt 
lamps. Multilite reflectors come in 
units of two to ten individual reflec- 
tors. They are wired and ready to 
install, eliminating cost of individual 
outlets. The unit construction gives 
far greater flexibility of light and 
color control and results in neater, 
more economical illumination. De- 
scribed in our circular No. 79-B. 


239-B Tenth Avenue, New York 
Branches in Principal Cities 

















For over 70 years, Frink equip- 
ment has meant better and more 
flexible light, greater economy, 
greater novelty, greater sales. 


No matter how small the work, 
or how large, this vast fund of 
experience is at your disposal. 
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MEETING 

CENTRAL STATION 

REQUIREMENTS 
—EXACTLY 


Since 1899 
We’ve Been Doing That! 


In the designing of meter test switches meeting the regulations outlined 


by the individual central station, we have always been watchful that 
the designs approximate the ultimate in the practical needs of the con- 
tractor. 


Every MURRAY SWITCH does provide generous space allowance for 
wiring and fastening of lock nuts, and there is an absence of delicate 
parts which can easily get out of order. We are not enlarging on the 
facts when we call them “‘the easiest switches to wire that are made.” 


MURRAY SWITCHES do save money for the contractor, even though 
they do not cost less than equivalent switches on the market, and that 


saving, is in reduced wiring time. 


Into every MURRAY SWITCH is incorporated our over-a-quarter cen- 
tury experience and engineering skill, and this means to the jobber a 
real profit-making, customer-building line to handle. 


MURRAY 


METER SERVICE SWITCHES 








Metropolitan Device Corporation 
1250 Atlantic Ave., Brooklyn, N. Y. 


MINNEAPOLIS CHICAGO ST. LOIUS 
PITTSBURGH DETROIT BOSTON 
PHILADELPHIA ATLANTA DALLAS 


SEATTLE 
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| Toledo Jobber Sails for Europe 

N. C. Goldman, owner of the Com- 
mercial Electric Supply Co., Toledo, 
Ohio, leaves New York June 8 with 
|Mrs. Goldman and their son for a 
three month’s vacation in Europe. 


| They will visit eight countries. 
| * * * 





Gertler Handling Hotpoint 

Gertler Elec. Co., New York City, 
announces its appointment as distribu- 
tor of “Hotpoint” appliances. “White 
Cross” appliances have also been 
taken on by this company. 

* & # 

Fireproof Home for Barrett 

The Barrett Electrical Supply Co., 
| St. Louis, is constructing a large fire- 
proof office building and warehouse 
| which will be modern in every way. 
| It is to be located on the same site as 
| the old building. 


* + 


Continental in New Home 

The Continental Elec. Co., Kansas 
City, Mo., has migrated to 1517 Oak 
'St., where quarters are “bigger and 
better”’. 


* * 


* 
Frank H. Shumaker 
(Continued from Page 16) 
|light of the sun and the stars. Sports 
and athletics readily inveigle him out 
of doors, at all seasons. He is an 
ardent hunter and fisherman, and a 
constant and enthusiastic patron of 
things athletic, especially those dem- 
onstrated by students of Notre Dame. 

Besides being a Rotarian, a 32nd 
degree Mason, and a member of the 
Country Club, Mr. Shumaker is a vice- 
president of the Chamber of Com- 
merce and president of the South Side 
Business Men’s Club. 

There must be something of the 
electric quality in Frank Shumaker’s 
composition. He believes in taking 
things lightly and keeping them live- 
ly. Take it from his example: Life 
is a jolly business, and business is a 
jolly life. 





* * © 


Summer Sales Contest 
(Continued from Page 10) 
terest and value as the men who were 
in it in the past years can attest. It 
gives you something to think about 
those two hot months. It does not 
conflict with any of your other activi- 
ties or sales campaigns that you have 
on. Rather, it works withthem. As 
| there is no rule against one man win- 
‘ning more than one of the cash prizes, 
|there is an opportunity for you to 
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Booth 


At the Artistic Lighting Equip- 
ment Exhibition, June 11th to 16th, 
has been planned with the express 
purpose of acquainting you with 
the activities, the products, and the 
ideals of the largest glass manu- 
facturer in the middle west. Stop 
at Booth 102 and get acquainted— 
you are assured a cordial reception. 


INLAND GLASS WORKS, Inc. 
CHICAGO 
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THE LARGEST IN THE MIDDLE WEST 
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ANYTHING 


Your Contractors 


Want | 


Red Seal Covers 









RS-2 RS-1 





58361 58C1 58C3 58C30 58C5 


Gang Boxes Switch Boxes 
and Covers ALL Types 








es 
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No. 806 


4—Gang Box and Cover 


Outlet Boxes and Covers 


ALL Types 





4” Square 4” Octagon Switch Cover 


Devoting itself to the contractor’s requirements, the Steel City Elec- 
tric Co., through its jobbers is supplying the contractors with every 
conceivable product necessary for wiring an installation. 

We offer you a complete line. Run down the list of your con- 
tractor’s needs, specify “Steel City” and the complete order for wiring 
products is yours. 

Write for our latest catalog No. 35. 


Sold through Jobbers. 


Steel City Electric Co. 


PITTSBURGH, PA. 
























strive for a considerable amount 
Some men have won two or three 
prizes in a month in past years. At 
any rate, if you will snap into it you 
will find that you will soon be putting 
in a good many extra licks here and 
there that will materially help your 
sales during July and August and the 
management of your company will 
surely not bawl you out for that. 






* # 


Light the Highways 


(Continued from Page 14) 






“It is scarcely necessary to say that 
highway lighting adds to the value of 
farm property in its vicinity. In this 
respect it is in the class of improve- 
ments with better schools and better 
roads. 










“There is still another reason why 
the farmer is interested in this matter. 





“For years he witnessed the city 
dweller adding improvements to his 
home—bathrooms,_ electric __ lights, 
furnaces and steam boilers, and a long 
array of things of the kind. He saw 
street after street paved, equipped 
with water and sewer mains, side- 
|walks laid, and the thoroughfares 
| lighted. 
| “He thought of these improvements 
as desirable, but in the nature of 
things difficult to have in the country. 
He eventually found, however, that 












































he, as well as his city cousin, could 
have them, and he began gradually to 
acquire them. The result is that 
many a farmhouse is equipped with 
every facility for comfort, conven- 
ience, beauty and health that the city 
residence can boast. The farmer has 
not paved his streets—that is to say, 
his roads—but he is witnessing their 
being improved to an extent that 
makes them every bit as adequate for 
their purpose as the pavements of the 
city. Water and sewer mains beneath 
them are not needed; but there is still 
one improvement that the urban street 
has that the road lacks— illumination. 
Now comes a type of lighting unit 
which overcomes all difficulties that 
formerly made such lighting imprac- 
ticable and supplies the remaining 
improvement. 

“Lighted highways are the thor- 
oughfares of tomorrow, and the com- 
ing generation will wonder how its 

















predecessors got along without them.” 
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Atlanta, Ga. 
Baltimore, Md. 
ston Mass. 

Buffalo, N. Y. 
Charlotte, N. C. 


we 


Work Through the &# Catalog 


Every customer on your books 
probably buys panelboards. Do 
you sell them? If not, why not? 
It means longer profit to you and 
the house you sell for. You can 
learn the ® Line and help advise 
when questions arise as to what 
type and make to use. This serv- 


ice to your customer is so greatly 
appreciated that it usually brings 
the whole order for staples with 
the panelboard order. 

The ® Catalog is a handbook 
of information. It covers the field 
completely and it is correctly 
priced to sell from. 


Send for your copy. Put in a few nights of 
study and then go after panelboard sales. 
You and your house will both prosper. 


Frank Adam 


ELECTRIC COMPANY 


ST.LOUIS 


Detroit, Mich. 
Jacksonville, Fla. 
Kansas City, Mo. 


Chicago, Ill. 
Cincinnati, Ohio 
Cleveland, Ohio 
Dallas, Tex. 
Denver, Col. 


Los Angeles, Calif. 
Memphis, Tenn. 


Minneapolis, Minn. 
Muskogee, Okla 
New Orleans, La. 
New York City 
Omaha, Nebr. 


Philadelphia, Pa. 
Pittsburgh, Pa. 

San Francisco, Calif. 
Seattle, Washington 
Tampa, Fla. 


Montreal, Quebec 
Toronto, Ontario 
Vancouver, B. C. 
Walkerville, Ontario 
Winnipeg, Man. 
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EB bere. quality and completeness of 
the A. C. L. Co. Line have earned 


for it a nationwide reputation among 
contractors who appreciate the value 
of “Better Wiring Materials.” Here 


are the products :— 


“Xduct” and Elec- 
troduct Rigid Con- 
duit 


“Red Seal” Steel Ar- 
mored Cable and 
Flexible Metallic 
Conduit 


“Loomflex” Non- 
Metallic Conduit 


Outlet Boxes and 
Covers 


“Kompact” Cable 
and Loom Boxes 


Switch Boxes of all 
types 


Receptacle Covers 
Fixture Studs 


Bar Hangers, Lock- 
nuts, Bushings 


“Loomflex” Cable, 
Non - Metallic 
Sheathed Cable 


Sell your contractors all their wir- 
ing supplies under one brand name— 


A. C. L. Co. 


LOW IN COST 
EFFICIENT IN PERFORMANCE 
LASTS THE LIFE OF THE STRUCTURE 


















AMERICAN CIRCULAR LOOM COMPANY 


BOSTON 
SYRACUSE 
PHILADELPHIA 
BALTIMORE 
ATLANTA 


90 West St., New York. 
PITTSBURGH 
CLEVELAND 
BUFFALO 


CHICAGO 
DETROIT 


ST. LOUIS 
DALLAS 
DENVER 
PORTLAND 
LOS ANGELES 
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| Jobber Sales 


(Continued from Page 6) 
amount. On that basis, the electric: 
| jobber, therefore, handled approxi 
| mately one-half of the total amount 0; 
the radio business in 1927, holding 
his position of being by far the most 
important wholesaling factor in th: 
tadio industry. 

Some other interesting points ar: 
also brought out by the 1927 sales 
figures. For instance, it is well know: 
that certain manufacturers have within 
the past year gone back to jobber dis 
tribution in the vacuum cleaner field, 
and the results they have reported 
are highly satisfactory. This is borne 
/out by the fact that the jobbers’ 
/vacuum cleaner business in 1927 
amounted to $8,829,000 as against $2.- 
567,000 in 1926. 

In the case of residence lighting 
equipment the reverse has been the 
case. A number of manufacturers 
after establishing jobber policies, de- 
veloping standardized lines and build- 
ing up a business of over $21,000,000 
through jobbers in 1926, began, within 
'the last year or eighteen months, to 
| fall away from the jobber distribution 
idea, either through their own fault or 
that of the jobbers, or through some 
defect in the plan which could not 
/seem to be worked out satisfactorily. 
The result was a falling off in resi- 
dential lighting equipment business, 
down to $18,929,000 in 1927. 
| Electric ranges are going ahead in 
| fine shape, with the exception of 1924, 
| a sharply rising curve for the past five 
years. The business in 1927 took a 
_very decided spurt, reaching $22,424.- 
| 000 as against $14,916,000 the year 
| before. In fact, this line now stands 
| sixth in importance among the list of 
| 40 key products. 
| Electric flat irons seem to be com- 

ing back after a period of grief, and 
_in most of the appliances there is a 
| turn for the better. Take six of the 
important—ranges, washers, 











| most 
ironers, flat irons, vacuum cleaners 
and refrigeration—the total sales in 
|these amounted to $60,591,000 in 
| 1927 as against $46,244,000 in 1926. 
|a gain of 31%. All other small ap 
|pliances, mostly heating appliances. 
did not do so well, showing a loss 0! 
about 612% over 1926. But this no 
| where near offsets the admirable gain 
'in the major appliances. The indi 
_ cations are that the electrical jobber is 
really building up a stronger position 
_in the appliance freld than he has held 
| in recent years. 
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Noark 


Meter Service Devices 


rake Vil 
| a el 
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No Dead Stock 


You are not taking any chances when you catalog 
and carry a complete working stock of the switches 
and accessories included in the 


Noark Meter Service System 


Just be sure you keep abreast of the rulings 
of the various central stations in your territory 
and that your salesmen know the Noark line well enough to trans- 
late your contractors’ needs into an order. You’ll get an active and 


profitable turnover at all times. 
COLT’s PATENT FirE ARMs MFce. Co. 


30-60-100 ampere ELECTRICAL DIVISION 30-60-100 ampere 
capacity. Load side ag HARTFORD, CoNNECTICUT, UL. Ss. A. @ capacity. All fuses 


fuses accessible. sealed. 
NEW YORK - BOSTON - PHILADELPHIA - PITTSBURGH - CHICAGO - SAN FRANCISCO 333-S-53 
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No251 & 253 STE 
( Using 150 watt ty; 


(Spaced on apr 





GET after the many oppertu- 
nities for Successful Lighting 
that exist in your territory and 
develop them into profitable 
sales. It is business which you 
should have and unquestionably 
can get with Sterling Reflectors. 


There are Show Windows, Dis- 
play Cases, Salesrooms, Audi- 
toriums, Churches, Building 
Exteriors, Amusement Parks, 
and many, many other places 
that would welcome suggestions 
as to how they can use Successful 
Lighting for Profit. 


It’s well worth 
investigating. 














Reflector & Illuminating Co. 


Representatives in All Principal Cities 


1411 Jackson Blvd., Chicago, U. S. A. 





Show Window of BALDWIN 

PIANO CO., CHICAGO, illu- 

minated with Sterling Reflec- 
tors No, 253. 
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“AT THE OLD HOMESTEAD” 


On the following pages is presented an ex- 
hibit of electrical products arranged for the 
twentieth annual convention of the Elec- 
trical Supply Jobbers Association at the 
Homestead Hotel, Hot Springs, Va., June 
4 to 8, 1928. 
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5 pres adoption and general use of renew- 
able fuses by the electrical industry can 

be directly attributed to the initial efforts 
of the Economy Fuse & Mfg. Co., who not 
only pioneered in the development of this 
product, but also were instrumental in secur- 
ing the listing as standard by the Under- 
writers Laboratories of that type of fuse. 
Since the day of that adoption Economy has 


oun successfully maintained its preeminence in 
ara the Renewable Fuse field by reason of the 
consistently high standard of quality incor- 
porated into Economy Renewable Fuses, 


backed by a service second to none. 











ECONOMY FUSE & 
CHICAGO, 
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In the Clearsite, Economy has also led the 
way in designing and perfecting a really effi- 
cient Plug Fuse. To say that in the Clearsite, 
Economy has accomplished the greatest de- 
velopment in design and performance in plug 
fuses since the screw shell type has been in use 
is no extravagant statement. In its particu- 
lar field it enjoys the same popularity, the 
same confidence as that experienced by the 
Economy Renewable Fuse in the industrial 
world. Economy jobbers are assured that the 





acceptance of these products by the electrical 
industry is permanent because of the sound 
foundation upon which they are built and 
distributed. 


¢f MANUFACTURING Co. 


0, BILL., U.S. A. 





q 


use Design ¢- 
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] Bakeries L) Bowling Alleys 
[) Laundries C) Paint Shops 
() Billiard Rooms C) Factories 
() Cigar Stores [] Stores 
() Garages [] Cleaning & 
Creameries () Pressing Shops 
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Low Cost~High Efficiency< 








Are You Selling These Prospects 


[| Clubs 
LC) Restaurants 


C) Theatres 

(J Printing Shops 
C] Laboratories 
[] Residences 


Check ’em up against your Prospect List! 





| “BUFFALO BREEe2U 
SOODPRPPESTOG GRAIG OGPPSPPPIAGGS: 








And-+ 


HIS book contains all the 

information the jobber’s 
salesman needs in going after 
“Buffalo Breezo” 
Every type of installation is 
illustrated and a simple man- 
ner of figuring the proper 














business. 









fan sizes is given. 







The salesman who carries 
this book with him con 
stantly, who sees to it that 







every contractor-dealer in his 
territory has a copy, has 
solved the problem of secur- 
ing this profitable business. 






























Send for your copy at 
once and send, too, the names 





of your customers not now 
having bulletin No. 2320. It 
was prepared for you and 
your prospects, and to secure 
the full benefit of its value 
you must use it consistently. 
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Long Life»~ 
A Ready Market | 





= Cost—high efhciency—long life and a ready market. Those are the features 
of “Buffalo Breezo” Fans which have established for them a nationwide 
reputation. 


Jobbers and contractors everywhere are “cashing in” on the fertile field which 
“Buffalo Breezo” Fans have created. 


Not only is there an excellent profit in this specialty but also, hand-in-hand with 
each sale, there is the installation with its profitable wiring supplies. 


Jobbers not now handling the “Buffalo Breezo” Fan are invited to write us. We 
have an excellent proposition for you. 


Buffalo Forge Company 


201 Mortimer St. Buffalo, N. Y. 


In Canada: Canadian Blower & Forge Co., Ltd., Kitchener, Ont 


‘BUFFALO BREEZO” 
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mericas most modernizes 





Me 


THE PEIRCE 190 HUBBARD GUY CLAMP PEIRCE POLE PLATE PEIRCE SECONDARY 
A scientifically designed Made from new hot rolled Pressed from steel—stronger RACK i 
house bracket steel than castings The strongest rack for its 
weight ever produced 


HUBBARD Y PEIRCE S. PEIRCE E GAIN 
rot ae ge POLE STEP Made of presteel. Elimi- 
The step can be removed nates gaining the pole 
easily. There are no pro- 
truding parts to injure the 
pedestrian. 


HUBBARD STEELWING 
An anchor that goes in like Provides protection to the 
a corkscrew public and saves 6 to S feet 

of guy strand. 





WRITE 


TODAY 
for the Hubbard 
catalog 





The HUBBARD LINE. 
BUILDER, which carries 
the monthly message of John 
Lineman, will be gladly 
mailed you upon request. 











a] 
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OLE LINE HARDWARE 


TION SPECIALTIES 


wetedddidaddddqaadedeam, 


Once more Hubbard and Company is a jump ahead of the field. The manu- 
facturers of America’s most modernized hardware announce to the trade eight 
recent developments that are rapidly growing in popularity. 

Realizing that jobbers form the important cog in the distribution machinery, 
Hubbard is bending all efforts to be of aid not only in producing the latest in 

Pole Line Hardware but in placing the facts before them in a way calculated to supply 

definite sales material. 

Some of the most popular items from the Cross .\rm above are 

THE PEIRCE “190’—A wireholder which will stand strains up to 1500 pounds. It 
is scientifically designed for strength—Metal parts in tension, 
porcelain in compression. 

THE NEW SECONDARY RACK OF 1928—Constructed with butt-welded joints 
which forms a one piece unit, eliminates weeping joints and pro- 
vides the strongest rack for its weight ever made. 

No less popular is the HUBBARD DETACHABLE POLE STEP which prevents in- 
jury to pedestrians when removed and leaves no foothold for 
unlicensed climbers. 

THE NEW PEIRCE POLE GAIN is saving time and money everywhere it is used and 
more users are won over to the idea every day. It saves gaining 
the pole, drains easily and reinforces the cross arm. 

Hubbard Service is from coast to coast with three plants centrally located at Pitts- 
burgh, Chicago, and Oakland, California. 


SOLD THROUGH JOBBERS 
“The Hardware makes the line, Hubbard makes the Hardware” 


UDDANC auscompany 


iTS BURGH ” OAKLAND. CAL.* CHICAGO 
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/ Pins you should tell your 









































FROM WIRE BAR FINISHED COPPER WIRE 











June, 1928 THE JOBBER’SfA])SALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


contractor customers about Romex 








1. Romex gives the saf- 
est possible wiring 
job. 





. Romex saves money 
in lower labor costs. 


. Romex is lighter and 
easier to carry to the 
job. 


. Romex requires few- 
er fittings. 





. Romex is the ideal 
wire for rewiring the 
thousands of homes 
as yet unwired. 





Romex is unequalled 
for new house wiring. 





. There is more profit 
in a Romex job for 
the contractor. 


If you would like more 
data to help you sell your 
customers, write for the 
latest Romex booklet. 




















ROME WIRE COMPANY 


DIVISION of GENERAL CABLECORPORATION 
Rome, New York 


ROME WIRE % 


2809-R 





BAR TO FINISHED COPPER WIRE. 
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THE Y SAFETY SWITCH AIDE 
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Some Important Features of the | This is my — 
Finest Safety Switch Ever Made _ 


T-V Current Breaker construction in the cast iron switch on I have just two things to say this 
opposite page eliminates wiring to the hinge in a double throw month to you fellows on the firing line. 


switch and permits the reversal of live and load connections at ; 
ical I One of them is about the Current 
either end. 


Breaker. Borrowing a phrase from 
the well-known automobile manufac- 
turer, I want to say that this is a 
CURRENT BREAKER YEAR. 

I can say without equivocation, 
that there is no safety switch now on 
the market that approaches the T-V 
CURRENT BREAKER in all around 
ability. The CURRENT BREAKER 
has proved itself not only in tests in 
the laboratory, but in actual use it has 


demonstrated successfully, its ability 
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This shows the mounting of the switch blades on one straight ae : 
thru axle saving 180° throw over. to break difficult loads continually 


without failure. It has won the im- 


mediate approval of engineers because 
of design and performance. 

No device so outstanding is long 
without imitators. Just now, the 
Current Breaker stands alone and 
therefore now is the time to line up 


your prospects on the Current Breaker 





This shows the unit blade construction and the fibre tube ngs 
which shields the axle thereby eliminating all grounded metal in Switch. 


the arcing area. The other thing that I want to say 


is that this is meter switch season, 
. sales on these devices reaching a peak 
during the spring months and the T-V 
line is as complete in meter switches 
as it is unique in the industrial field 
with the addition of the current 
breaker. 
So keep up your volume this month 
on meter switches and make friends 
with new industrials by selling them 


the T-V Current Breakers. 











The straight thru axle is made of 7g” steel. 


Prices on double throw switch in cast iron boxes on request. Yar? 


TRUMBULL-VANDERPOEL ELECTRIC MFG. CO. 
BANTAM, CONN. 


NEW YORK BOSTON CLEVELAND CHICAGO PHILADELPHIA 
DENVER On the Pacific Coast—C. Dent Slaughter DETROIT 
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THE Vv SAFETY SWITCH AIDE 





GET OUT OF THE ORDER 
TAKER CLASS—says 
Banfield. 











nt 





Frank J. Banfield 





\ny jobber can plug along with any of 
his line doing a little business here and 
there. 

If the lines are just ordinary lines, they 
look just the same as any other lines to 
him. Most of his salesmen feel the same 
way about it. 

The general opinion is that the jobber 
salesman is nothing but an order taker. 
[ think salesmen 
Most of them that I know are trying hard 
to be specialists by knowing their lines. 

There’s a lot of satisfaction comes to 


jobbers’ resent _ this. 


the salesman who knows that his line of 
safety switches is the best that can be 
produced, and will give lasting satisfac- 
tion, even in exceptional service. It’s 
like selling Ivory Soap. 

He’s glad to be able to sell such a line, 
because he knows he has the jump on the 
ther fellow. He’s called upon for advice 
because he learns all he can about his line. 
rhe manufacturer helps him to do this. 
His opinion is valued. 

And if he digs up a job that needs 
something special for extraordinary serv- 
ice, he knows his manufacturer will make it. 

This is the kind of effort that takes him 
ut of the order taker class. He becomes 
‘ specialist, and he doesn’t have to worry 
ibout orders. They come to him. 


Frank J. Banfield, 
Factory Representative in Northern 
New York State. 

















The Finest Safety Switch Ever Built! 
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We hate to use superlatives in describing our products, but 
we feel that we are justified in calling this super switch the 
finest safety switch ever built. 

This special type of safety switch was built for a large steel 
mill. It is an adaptation of our Current Breaker principle—a 
400 ampere, 4-pole, unfused, double-throw, double-break switch. 

Unlike most double-throw switches, this particular one had to 
be capable of operating under full load. It works perfectly 
without dangerous arcing. This particular current breaker con- 
struction eliminates wiring to the hinge in this double-throw 
switch, and permits the reversal of live and load connections at 
either end. 

Although the Underwriters have not approved switches rated 
above 400 amperes, 250 volts; we have built another special 
switch, ‘similar in design to the one above, rated at 800 amperes, 
250 volts D C for a large eastern Traction Company. 


This switch, in a test, successfully broke 1800 amperes fifty- 
one times without dangerous arcing. 


These switches are examples of the special work we are 
called upon to do from time to time in the manufacture of excep- 
tional safety switches. Our regular line is still the most com- 


plete line in the world. 


TRUMBULL-VANDERPOEL ELECTRIC MFG. CO. 
BANTAM, CONN, 


BOSTON CLEVELAND CHICAGO 
On the Pacific Coast—C. Dent Slaughter 


PHILADELPHIA 
DETROIT 


NEW YORK 
DENVER 
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Quality—A Distinctive 


MAINTENANCE of that regular, old-reliable standard of 
A quality established by us thirty years ago is the distinctive 
feature of our products today. 


Step-in-step with engineering progress those improvements 
are incorporated into R & M Products which refinements in 
engineering design make possible. 

The result is a service value of R & M Products based on a 
sound foundation. 


The Robbins 


SPRINGFIELD, 
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Feature of R@ M Products 


OT only are the needs of fan users filled satisfactorily by 

R & M Fans backed with our unconditional guarantee 

but also R & M Motors fill an equal demand in the 
industrial plant. 








These products which are distributed through jobbers are 
priced to meet competition and at the same time priced to make 
possible an excellent profit for all. 


G& Myers Co. 
Ouro, CO ——i 
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Greetings 


to the E.S,J.A. 


E feel it incumbent to express to you at this time, 

\X) our deepest appreciation of your wholehearted 
acceptance of our products, and we take this op- 
portunity to thank you for your enthusiastic support, as- 
suring you also that we will continue, through the quality 


of our products and policy, to serve you and your interests 
to the best of our ability. 


The “Fassinger Process” of Double-Dip Hot Galvanizing 
is an exclusive feature of Oliver Pole Line Material. Elec- 
trical Jobbers realize what the “Fassinger Process” means to 
their trade and are taking advantage of it in their sales talks. 











Oliver Iron and Steel Corporation 


New York SOUTH TENTH AND MURIEL STREETS Dallas 
Philadelphia PIT] SBURGH, PA. Kansas City, Mo. 
Chicago Detroit Atlanta 








= = “OLIVER THE LINE” 
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Get More Orders from Your Central 
Station Customers with These New 
Improved All-Porcelain House Brackets 





cAn Oliver Specialty! 


The Oliver All-Porcelain House 
Bracket is exceptionally easy to sell 
to Central Stations because it is sci- 
entifically designed and has many 
advantages over the old style metal 
bracket formerly used for house 
service connections. Here are the 
features of this new bracket— 


Very easy to install. 


Will withstand strains up to 
1500 pounds. 


Made from strong, high-grade 
porcelain. 










mt 


aN 


Design of eye permits line wire 


to be tied in any direction. 








Will drain water easily in any 


7 

r= 

; = 

rx 

» > 
position. 
Screw or bolt is firmly cemented 
into place and is guaranteed not 


to pull out of the porcelain. 


E 


Made in Six Types. Use This Table for Placing Orders 








This is heavy type This is light type 
. Stock Size of Weight 4 
No. 2600 equipped No. Type Hole | Per 100Pcs. No. 2650 equipped 
with No. 22 x 2-inch : 7 = with No. 20x 2-inch 
I hand 2600 Heavy—with No. 22x 2” Galv. Screw i” 108 I cnod 
Satvanized screw 2610 | Heavy—with No. 22x 2” Brass Screw | +i’ 108 galvanized screw 
2620 | Heavy—with %x 5” Galv. Toggle Bolt| (i” 110 
2650 | Light—with No. 20x 2” Galv. Screw ve” 60 
2660 Light—with No. 20x 2” Brass Screw ve”’ 60 
2670 | Light—with *% x5” Galv. Toggle Bolt a 62 














Sell Your Customers a Standard Package Today! 
{50 in the Standard Package} 


Oliver Iron and Steel Corporation 


New York SOUTH TENTH AND MURIEL STREETS Dallas 
Philadelphi K: City, Mo. 
—— PITTSBURGH, PA. catia 
Chicago Detroit Atlanta 
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Entirely "NE W. — 


2225 S. Halsted St. 











Flag Pole: A very attrac- 
tive number that not only 
belongs in every train set 
but in every American 
home. It makes an ideal 
display piece for table cen- 
ters on patriotic holidays 
or on top of the fireplace. 
The heavy die-cast base is 


. finished in Blue enamel 


with the embossed letters 
“Old Glory’’in Gold. The 
flag is of good quality silk, 
and can be raised or low- 
ered, as on real flag poles; 
an American Eagle finished 
in Gold is mounted on top 
of the pure white pole. 
Height 2314 inches. Model 
No. 2050. 


TRAINS AND 


The 1928 American Flyer Rainbow Line, both 
Narrow and Wide Gauge, reflects a genuine de- 
parture from commonplace trains; they are not 
worked-over, revamped “new models.” The pio- 
neering in design, fine craftsmanship and excel- 
lent choice of materials is readily distinguished— 
a wholly new train throughout. This notable 
achievement puts “American Flyers” in a class by 
themselves, away up in front, they stand alone. 
There is no other comparable train at any price. 
There is no just standard of comparison. 

This latest and mostimpressive developmentin 


OUTSTANDING FEATURES 





Stamina: American Flyers claim an unrivaled record 
for stamina, which is generally acknowledged and still 
more important, is a matter of record. The certificate 
of the Y. C. Lab., which is conducted by Youth’s Com- 
panion, was awarded American Flyer and certified by 
the Massachusetts Institute of Technology. The Child 
Life Seal of Approval is another which has also been 
stamped on American Flyers—the most convincing 
assurance of commendable quality behind American 
Flyers. 


Fun-Making Features: American Flyer continues to 
present new fun-making features—the kind of features 
that the American public demand. Most notice- 
able is (1) the automatic ringing bell, (2) locomotive 
power cutout switch, (3) individual car lighting switches. 


Infinite Detail: Never before has so much study and 
attention been given to so many small things as the 
infinite detail so noticeable on American Flyers. You 
will find an impressive array of finely designed trim— 


mostly of solid brass, such as nameplates showing 
etched names of trains, cars and their numbers. Indi- 
vidual brass window frames with individual transpar- 
encies—not easily pushed in—is something entirely 
new, and indeed, worthy of your attention. 


New Color Creations: New color creations are sig- 
nificant in American Flyer’s March of Progress. Many 
trains are finished in two or three harmonious colors 
presenting individual color schemes that reflect the 
owner’s taste. 


Scaled Reproductions: All units are modeled with 
skillful proportioning after America’s leading railroads. 
Fleetness, sturdiness and massiveness fairly radiate 
from each model—an effect gained by the streamline 
effect, many small windows and narrow width bodies, 
all a supreme achievement of design, engineering and 
master workmanship applied to scale with materials of 
the highest grade. 


1928 CATALOG IS READY— 
Write for Your Copy Now! 


AMERICAN FLYER MFG. CO. 


General Offices and Factory 


Chicago, Illinois 
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American Flyer 
EQUIPMENT 


miniature trains was not offered to the trade until after 
eighteen months of untiring and ceaseless toil in research, 
designing and making of special machinery to make 
possible this line of matchless beauty and infinite detail. 

As a result the 1928 Line surpasses any of its prede- 
cessors about which the train buyers have made the 
inevitable but gratifying discovery that American Flyers 
give them the greatest inherent quality without de- 
manding the customary price premium. 

American Flyers dominate in STAMINA, FEA- 
TURES, INFINITE DETAILS, COLOR HARMONY 
AND SCALED REPRODUCTION. 


NEW TRAIN EQUIPMENT 


You will be pleased with the wonderful Thousands of dealers enjoyed a very 
new lines of equipment which iscertain successful year with American Flyer in 
to satisfy any and all demands—there 1927—but oh, what a wonderful year 
are new freight cars of charmingdesigns we can assure them for 1928. Offering 
and in brilliant colors—new stations, the finest merchandise possible atexcep- 
including the finest in miniaturetrain- _ tionally attractive prices and led by the 
dom—newtunnels—newbridges,aslong Advanced “President’s Special”— 
as seventy inches, with lights and tele- America’s finest miniature train—we MODEL 2218 
eraph poles—new automatic signals— _ _ will be happy to show you 

new lighted and manually controlled how you too can make big 

signals—new track—everything which __ profits for yourself - 

goes to make up a complete line. in 1928. 
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Attention Jobbers! 

















Our Home 


This large plant is devoted exclusively to the Design and 
Manufacture of the WADSWORTH LINE of Enclosed 


Safety Switches and Cabinets. Our organization is built around 
the Wadsworth Ideal of Quality Goods—Prompt Service. 
95% of all orders are shipped the day they are received. 
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Wadsworth Accessible Fuse 
Switch with Branch Circuit 
Cabinet Attached 


The Wadsworth Electric 
Mf’g. Co., Inc., are the 


ACCESSIBLE FUSE 


Now being generally used 
and adopted as standard 


throughout the country. 


THE WADSWORTH 
COVINGTON, 





No. 1769 No. 1843 No. 1423 
Accessible Fuse Accessible Fuse Accessible Fuse 
Industrial Type Meter Test Type Meter Service Type 
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Che Wadsworth Line 


Strictly Independent 








Gives You 


No. 2863 
Industrial Type 


Quality —Service— Protection . 











N taking on any line it’s results that you want—the kind i r 


that mean large volume, rapid turnover, good profits, and adie tg A 
protection in your territory. In the WADSWORTH LINE Roughed In 


of Meter Service and Industrial Type Safety Switches you will 
find a switch for Every Installation. Electrical Contractors 
and Electricians—Municipal Inspection Departments—Cen- 
tral Station Executives, and our present splendid organization 


of Wadsworth Distributors are all completely sold on the L— 
WADSWORTH LINE. Flush Type Cabinet 


Trim in Place 
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| 2200000: 


















Write at once for our Proposition, and start cashing in on this 
huge and growing demand for Wadsworth Switches. 





No. 238 


ELECTRIC MEG. Co. wih’ Banh Great 


KENTUCKY : "aa Mfg. Co. 


' Please Send 

‘ Bulletin No. 21—Describing Wadsworth Accessible 

' Fuse Switches. 

: Bulletin No. 41—Describing Wadsworth Branch Cir- 

: cuit Cabinets, and showing new and exclusive fea- 
tures of our Flush Type Cabinets with Bar Hanger 





Supports. 
+ Company Name 
Address ; 
No. 362 No. 1451T ; 
Channel Banking Type Accessible Fuse 1 City State 
with 2 Branch Circuits Channel Banking Type 


| Signed by 
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HE rapid progress and growth which the 
Reynolite Division of the Reynolds Spring 
Co. has enjoyed during the few short years it 
has been in existence is proof indeed of ihe 
success awaiting the manufacturer who presents 
his jobbers with products designed to fill a defi- 
nite need—-practical in their purpose, unique in 
design 2nd beautiful in their appearance. 
Combine with these kinds ot products a job- 
ber policy second to none, tied-in with an ad- 
vertising and sales program of continuously in- 
creasing scope, and you have the main reasons 
for the remarkable growth of the Reynolite Di- 
vision and the success with which its products 
are being merchandised. 
“Pioneer Manufacturers of Bakelite Flush Plates 
and Electrical Devices” 


REYNOLDS SPRING CO. 
Jackson Michigan 
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Underson Pitt 








A Revolutionary 





Here is the first construc- 
tive improvement in Electric 
Heater design. By scientifi- 
cally controlling the heat 
rays with properly designed 
reflector and element an 
even spread of heat over a 
wide area is secured. 

Perfect radiation of heat 
is the result of this design— 
useless scattering of heat 
rays is entirely eliminated. 

The reflection of the ele- 
ment wires evenly magnified 
and of our own special wind- 
ing as shown in this illustra- 
tion will be seen in all the 
Anderson-Pitt heaters and is 
your assurance of perfect 
radiation of all electric cur- 
rent consumed. 


Jobbers should write 
us at once for full par- 
ticulars. Territories are 
being organized, dealers 
are placing orders and 
prompt action is neces- 
sary. Dealers’ every- 
where are being sold on 
the Anderson-Pitt Elec- 
tric Heater. 

A jobber policy is be- 
ing adhered to which 
gives you the kind o! 
protection you want. 

Place your salesmen in 
a position to “cash in 
on this product. Write 
at once. 


The Anderson 


209 Goodrich Place 
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Underson- Pitt 


Design In 
Electric Heating 


T= Old Way mostly over- 
heats a small spot. The 
heat is concentrated similar 
to the light from your auto- 
mobile headlight — uncom- 
fortably hot over a limited 
area. 

The consuming public knows 
this and is “off” of inefficient 
heaters. 


The Old Way 


Why sell this? 


The New Way 


When you can 
sell this? 


The New Way covers two people 
ALL OVER when seated side by side 
six or seven feet in front of an Ander- 
son-Pitt heater. No intensive hot spot 
but ample heat for comfort over the 
entire body. Why—because practical- 
ly the entire heating element is in the 
focal plane of the reflector and facing 
the reflector, thereby controlling and 
utilizing all heat generated. 


ve Pitt C orporation 


Kansas City, Missouri 
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reproduced an advertisement of electric 

fans, published 28 years ago. The old 
wood cuts shown are not interesting from 
the historical point of view, merely; they 
bring out a point for serious consideration. 

We make no pretense of being fan de- 
signers or of understanding the scientific 
principles of air movement. Neither do we 
wish to lock horns with the fan manufactur- 
ers or with the trade, who have been selling 
these machines by the millions for so many 
years. But we do have a thought to pass 
along for whatever it may be worth. 

A glance at these pictures will show any- 
one that there has been practically no change 
| in the general design of an electric fan, 
nearly 30 years. The fan is still, in 
days of “merchandise,” a machine. Fu 
more, the fan is and always has been 
what dangerous looking machine. 
like blades, whirling at a tren 












































The new Air Circulator may be had with 
Black, Mahogany or Ivory finish. The mo- 
tors are of the finest grade obtainable and are 
fitted with ball thrust bearings. 


The fan is quiet and can be run full speed 
without the slightest discomfort. 


Made in both 6 inch and 9 inch sizes, fan 
may be had with desk bracket, ash tray, re- 
ceptacle for flowers, powder or ashes. 


LECTRO 


Sears 














It did not 
phonograph p 
from the hide 
their sound-tk 
beautiful: fur 
enclosed~ 















The editorial columns of the 
March issue of The Jobber’s 
Salesman carried an interesting 
article on this subject. Here is 
our answer to the question con- 
tained in this article. 


Obviously a big field exists for 
this unit. Here is your oppor- 
tunity to develop this market. 
We are supporting you in every 
possible way. 





DENTAL 





PHILADELPHIA 
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the New Air Circulator ° 


OBBERS will find in the new Air Cir- 
culator the answer to the public’s de- 
mand for an electric fan which is not 

only beautiful in appearance but which 
is as well safe in operation and practical 
in performance. 


The new Air Circulator is ideal for 
desks, bedrooms, tables, hospitals, den- 
tists’ and Physicians’ offices. 


This fan is being distributed through 
electrical jobbers. Give it to your men 
to sell. 


Every dealer in their territories will 
appreciate its sales possibilities. 


Write at once for territorial arrange- 
ments. Cash in on this profitable spe- 
cialty now! 


NY 


MANUFACTURING CO. 


"ENNSYLVANIA 
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Thereis Beauty Combined 
In Every 


_) VERY Herwig Cast-Metal Outdoor Lighting Fixture has 
_ been so designed as to combine unusual beauty and sound 
durability. Because of these factors the Herwig Line has 
been steadily forging to the front until today it is the leader in 
the outdoor fixture industry and is nationally advertised. 





There is a Herwig unit to satisfy every demand:— 


Apartment buildings, Bungalows, Country Clubs, 
Churches, Garages, Public Buildings, Residences and Ware- 
houses are all prospects for Herwig Products. 





i 1753-59 Sedgwick St. 


Re ie 

id / Booth No. 99 
| A. L. E. A. Fixture 

\¥ Show—Sherman 

~~ Hotel, Chicago. 
% Visit Our Display 

~ + at the Show. 
~~ 
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with Durability 
Herwig Unit ¢ 


Sales Managers are invited to write us for complete 
details on Herwig products and policy. 


= 
— 
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FLL, 





It is a line on which you can realize a handsome prof- 
it, and a line also which your men would appreciate the 
value of handling. 





There is no missionary work involved. Electrical 
contractors everywhere know the Herwig Line of Out- 
door Lighting Fixtures. Every live jobber is cashing-in 
on this specialty. If you are not doing so, get in touch 
with us at once. 


df y ; , 
Company / » 
Send for catalog No. 25 


' and our illustrated folder 
howi he i h bl 
CHICAGO, ILLINOIS pe Be 


bers. 
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SQUARE-Duct 


THE RIGID SUSPENSION METHOD 
FOR WIRING 


| “—G- 
| 


wery foot of every 





wire 


onstantly accessible 




















Manufactured in 2” x 2/2” and 3” x 4” 
sizes, in convenient lengths, flanged at 
ends and easily bolted together. One 
gutter carries several distribution 
wires or cables; cover is hinged and 
latched for easy access. 


BRANCH OFFICES 


Dallas, St. Louis, Los Angeles, Baltimore, 
New York, Atlanta, Chicago, Indianapolis, 
Cleveland, Cincinnati, Philadelphia, Kansas 
City, Seattle, San Francisco, Syracuse, Bos- 
ton, Birmingham, Minneapolis, Milwaukee 
Buffalo, Pittsburgh, Grand Rapids 


SQUARE-Duct offers the most eco- 
nomical, most convenient and most 


‘ orderly method ever devised for car- 


rying wires and cables for the distri- 
bution of light or power in any type 
of industrial plant. 


Manufacturers who have thoroughly 
tested and adopted this new rigid sus- 
pension method for wiring have ef- 
fected a big saving in first installation 
cost — 15 to 30°%¢ in labor alone, plus 
a substantial economy in materials. 
Operating advantages count even 
more strongly — the ease with which 
repairs may be made, machines moved 
or circuits changed. 


The variety of applications of 


SQUARE-Duct is almost limitless; 
it serves for connections on banked 
installations of meter switches, for 
connections to large switches or panel 
boards, for straight runs, or for any 
power work. 


SQUARE-Duct is the tested and 
proven product of the Square D 
Company — the world’s foremost 
manufacturer of safety switches, 
whose leadership is firmly established 
on more than 4,500,000 domestic and 
industrial installations. 


Everyone responsible for electrical 
efficiency in industry owes it to his 
business to investigate SQUARE- 
Duct. We shall gladly furnish com- 
plete information and prices on request. 


SQUARE D COMPANY, DETROIT, U.S.A. 


FACTORIES AT: 
SQUARE D COMPANY, 


DETROIT, 
CANADA, LTD., 


MICH., PERU, IND. 


WALKERVILLE, ONTARIO 


BRANCH OFFICES: TORONTO, MONTREAL 
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Showing application of SQUARE-Duct for switchboard feeders 


SQUARE D 


SQUARE D 4g 
[D} 


ELECTRICAL EQUIPMENT 


(122) 
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“BULL DOG’? 
S AF ET y 
SWITCHES 
Black or LUMIN. 
IZED Finish 


AComplete Line! 30 
Amp. to 1200 Amp 
inclusive. Type ‘‘A" 
and Type ‘*‘C’’. 








“BULL DOG” Safety 
FUSENTERS 
2 to 12 Circuits 
The product that pioneered the 
movement to ‘‘Take the Fuses 
Out of the Cellar.’’ 


“BULL DOG” FUSENTER- 
SAFtoFUSE Combination 
With Gang Switch Plate 


. Over 100 different combinations 
ree > of ‘BULL DOG” FUSENTER a ety 


and SAFtoFUSE Products for 


sy Bes hs ky innumerable applications. E # EF. c 7 RI & Pp R O D U CT S 


a Sia i aba OBBERS make good profits from BULL DOG 
PRODUCTS because they are— 


1. A Complete Line, consequently offering a 

greater opportunity for turnover. 

Nationally advertised and universally preferred 

for quality. 

Backed by over 25 years of research and devel- 

opment. 

4. Constantly being improved and developed to 
meet the modern demand for better and more 
efficient products. 

. Designed and constructed to meet the require- 
ments of Architects, Contractors, Engineers, 
and Owners from the standpoints of Safety, 
Dependability, Appearance and Economy. 
These Factors make it Easier to sell “BULL DOG.” 

















tw 


ty 


“i 





“BULL DOG” SAFtoFUSE Bull Dog Electric Products Co. 
A combined Switch and , ‘ 
ptr poco pr snaceonlle yop Detroit, Mich. 
ideal Electric Range Switch. 
or oe Ree 





eu 


penne? 





The large and modern plant where Bull Dog Safety Electric Products are made. 
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$2002 Stock of Boxes 


Enables You to Handle 
\ll Panelboard Orders-~ 


—— PANELBOARDS 


Most all of the Panelboard business can be se- 
cured by the Jobber who carries Panelboard 
BOXES in stock, for the contractor usually needs 
the Box immediately but can wait for shipment of 
the Panel from Factory. 


The Ends of “BULL DOG” Panel BOXES are 
die made. They are provided with the equivalent 
of 70 different Knock Outs and are Removable and 
Interchangeable—features of convenience and 
flexibility which appeal to the contractor. 

“BULL DOG” Light and Power Panels, Meter- 
ing Panels and SAFtoFUSE Feeder Distributing 
Panels all fit in these BOXES so that the jobber 
can take care of all demands. The standardized 
units which make up Bull Dog Panels are all 11 
inches wide and boxes 19 inches. Contractors 
find them easy to install and save on installation 
costs. 

This small investment in BOXES offers you un- 
usual opportunities for increased Panelboard Busi 
ness. Write for complete information about the 
Bull Dog plan of cooperation with jobbers. 


Bull Dog Electric Products Co. 
Detroit, Mich. 


Big 


BuLt Dos 


UNIT ~ VERSAL 


“BULL DOG” 
METERING 
PANEL- 
BOARDS 
Either Bar or 
Wire Types 


For Offices, Lofts, 

Stores,etc., where 

Meter control is 
desired. 


“BULL DOG” SAFto- 
FUSE Feeder Panels 
Convertible and _ Inter- 
changeable 30 Amp. to 
400 Amp. 250 V. and 


600 Volt 
A Feeder Panel of finer ap- 
pearance and greater safety 
and flexibility. 


“BULL DOG” 
Lighting 
Panelboards 
From 4 Circ. to 
60 Circ. 


Built up of stand- 
ardized cold 
molded Units. 
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Pa 











New York 
247 West 17th Street 


They All Need 


thé“ New 


ee 





FEATURES 


Ease of Attaching T<"<*'~ 


ing band is 
slipped over the bead of the reflector and 


locking lever is snapped into closed position. 


Low Price Especially attractive low 


list prices are offered, 
meeting the demand for an economical and 
dependable cover. 


Light Weight In most cases the 

complete cover 
weighs less than the reflector, making it 
very easy to handle. 


Simplicity The cover consists of 


only three parts—retain- 

ing band, glass disc and gasket. 
Depe dabili Virtually impossi- 
n ty ble for the cover 
to work itself loose from the reflector, as the 
tension is not released even if the spring 





should break. J 


Go back over the trail. In ten out ofa dozen 
places where you have already sold Benja- 
min Industrial Lighting Equipment you 
will find the dustand dirt problem creates 
a need for the Dust Tight Glass Cover. 


It keepslampsand reflecting surfaces clean 
in woodworking plants, cement mills, 
machine shops, railroad shops and other 
dusty places. It fillsa real want. Its saving 
in maintenance will offset its cost from 
the day it is installed. 


Send today for Special 
Sales Information Sheet 


Benjamin Electric Mfg. Co. 


120-128 South Sangamon Street San Francisco 
Chicago 448 Bryant Street 


Manufactured in Canada by the Benjarain Electric Mfg. Co. of Canada, Ltd., Toronto, Ontario 
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Shrouglt 


Rubber Insulated and 
Varnished Cambric Wire and Cable 


Ia. 
Okonite, Manson and Dundee Tapes 








Okocord—the troubleproof Portable Cord | 


—and all other Okonite products—have never failed to 


satisfy the jobber or his customers. 


THE OKONITE COMPANY 


THE OKONITE-CALLENDER CABLE COMPANY, INC. 
FACTORIES: PASSAIC, N. J. PATERSON, N. J. 


SALES OFFICES: NEW YORK . CHICAGO . PITTSBURGH . ST. LOUIS . ATLANTA 
BIRMINGHAM , SAN FRANCISCO ; LOS ANGELES ° SEATTLE 


. General Electric Supply Corporation, Boston, Mass. 
ae Novelty Electric Co., Philadelphia, Pa. F. D. Lawrence Electric Co., Cincinnati, O. 


Canadian Representatives: Engineering Materials, Limited, Montreal 
Cuban Representatives: Victor G. Mendoza Co., Havana 





oie PENSE > SERRE SAI NEP DLE AOT I 
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-peak months 






VW KE ready for the rising tide in the Big business awaits theIlgman wherever 
c/!U sale of ILG Electric Ventilators. the sun shines—every big and little store, 
office, factory, shop, home and public 
building is a live prospect. 

Investigate the Greater ILG Sales Pro- 


There’s three peak months ahead—June 
— July — August. 


Now is the time to put some real sales gramme for 1928—learn all about the 
eHort behind the ILG line and_ urge ILG Golden Rule Sales Policy—a Policy 
your dealers to make the most of Old that is a Policy—one that you can rely 
Sol’s co-operation. upon in any situation. | 


Meet Mr. J. M. Frank at the 1928 Convention of the 
Electrical Supply Jobbers’ Association, June 4th to 8th. 


ILG ELECTRIC VENTILATING CO. 


2854 NORTH CRAWFORD AVENUE a CHICAGO, ILLINOIS 





For Offices, Stores, 
Factories, Public Buildings, 
Theatres, Restaurants, Homes, etc. 










| 100 


THE JOBBER’SfA)SALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUS1! 


Fill the bill, on any job 
Appleton *i2; Unilets 





Type “NTLB” No-Thread Unilet 


UNILETS 





Type “uo” 
Rectangular Unilet with 
Rectangular Porcelain Receptacle 


4-S-\4 Square Outlet Box 








i Type “AY” Entrance Fitting 





Type “FEB” 
Entrance Fitting with Combina- 
tion 2, 3, and 4Wire Cover 








“Boltless’”’ Fixture Stem 














and CONDUIT 


STANDARD FOR 





\.\/ HEN you sell the contractor, point out that no 
YY matter what kind of job is being done there is an 
exact type and size of Appleton Unilet or Conduit Fitting 
to take care of it in the right way — quickly, easily, 
economically. 


Where cramped quarters, or bends and curves of con- 
duit are the conditions to be met, we recommend No- 
Thread Unilets—no threads to cut, no conduit to screw 
into the fittings. The hubs clamp onto the end of plain 
conduit with a vise-like grip. A Stillson is the only tool 
needed. Once tight, the triple beading of the inner ring 
bites clear through conduit enamel to make a perfect 
ground and a lasting joint. 


For simple, straight-away wiring work, Threaded Uni- 
lets also have outstanding features: Perfect uniformity, 
thin yet tough walls, a maximum of wiring space, smooth 
edges and flat bottoms. 


And Appleton Conduit Fittings, like the Unilets, are 
preferred by experienced contractors and workmen. They 
are described fully, along with both types of Unilets, in 
our new pictorially indexed catalog No. 9-AM. You ought 
to have acopy. We'll be glad to send.one at once if you'll 
drop us a line. 


1734 Wellington Avenue * Chicago, U. S. A. 
New York—150 Varick Street Los Angeles— 340 Azusa Street 


Appleton Handy Box Knockouts 


for 4, % and 1-in. Rigid Conduit 





«4 Appleton Conduit Fittings 





T “rr 
No-Thread Unilet 





Type “LL” 


Rectangular Unilet with 


Blank Metal Cover 





Switchbox with Clamp for 


Armored 


Conductor 





Appleton 


One-Screw 


Conduit Lamp 





Straight Box Connector 


FITTINGS 


BETTER WIRING 
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These Jobs 


are rigid, too, in spite of the 











fact that the lighting units 
are heavy and solely sup- 
ported by the KONDU 
THREADLESS FIT- 
TINGS themselves. 


FIGHT AREN 









The Problem— 

How to obtain even lighting 
through the diffused glass ceiling 
for art displays? 


The Answer— 

They used KONDU. 
Why? 

When the boxes are once 
placed they stay put, and yet any 
aic KONDU-BOX can be removed 
—— without disturbing other parts of the completed 
line. 

There are hundreds more of such KONDU 
jobs, all in a class by themselves. 

A major advantage in using KONDU illus- 
trated each month. 

Watch for them, and then tell your customer. 


KONDU SOLD THROUGH JOBBERS 


Erie Malleable Iron Compan 


Kondu Division RIP 
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2301 Rich Red 
$6.50 List 


A Distinctive Desk Lamp 


Distributors 
Now Being A ppointed 


H ERE is a line of lamps which sells on sight to your dealers. 
The new No. 2301 Rich Red Radio and Desk Lamp is par- 

ticularly popular. It is proving to be the fastest selling 
lamp on the market and the most profitable for the jobber. 


All Edon Lamps are 100% adjustable in any direction. .The joint 
arm assembly together with the wide variety of brackets available 
(18 in number) make the No. 3000 bracket lamp ideal for com- 
mercial and industrial use. These lamps are also furnished in the 
following attractive colors: Delft Blue, Jade Green, and Orange. 


Distribution plans are now completed. 
A strict jobber policy has been decided 
upon, and jobbers are now being given 
territorial assignments. 

You will want to sell the Edon Line 
of lamps, and your men, too, will be 
anxious to fill the demand created by our 
national advertising. 

There has been reserved for you a 
margin of profit unusually attractive. 





Literature and price sheets are now — 
ready. 3000 Black 
Interested jobbers should write us im- $5.75 List 


mediately for details of our proposition. 
“Cash-in” on this specialty now. 


Write today. Sold Through Jobbers 


The most popular bracket lamp ever made. 





, 


ust EDWARD HOLT Co. 


A handy, adjustable 
and portable’ stand 


een Chicago Ave, Chicago, Illinois 


= 
Bail a 
del 


) ’ .. 
ae - amd. * 
LAMP, 
»_we sere 
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TO MAKE MONEY—PUT ONE OF 
THESE DISPLAY BOARDS IN 
EVERY DEALER’S STORE 


HE old saying, ‘Well Displayed Is Half Sold,” 

_was never more true than in the case of Haring 
Mirror Glass Switch Plates. Their own inherent at- 
tractiveness has been one of the principal reasons why 
jobbers have been selling Haring Plates in such large 
quantities, but to make the job easier and the volume 
still greater, we have just brought out this new display 
board. Made of metal with a double easel back, it 
is durable and sturdy as well as good-looking. A 
toggle switch mechanism is furnished free with each 
board and is a part of it. 


HE board is free but the plates are mounted on 

the board and billed to you at your regular dis- 
count. The dealer pays you his usual 70 cents a 
plate. At $2.10 it shouldn’t be any trick at all to 
sell one of the handsome Silent Salesmen to every 
dealer in your territory. Your profit is 30 per cent 
and the amount in dollars and cents is proportionately 
high. Get the boards on display in your store and 
sell them to your dealers. The sales they produce 
will make you a permanent booster for Haring Mirror 
Glass Switch Plates. 


Take a tip from our 300 present jobbers 
and order a sample board today. 


HARING SWITCH PLATE CO. 


Philadelphia, Pa. 


big SaaS DES IGRI Silt Be EE Ae 2 
NESE rs $e: § eee. ah ye ioe > fits 
SE EY GE a6 2 RR tre as FL sy ae 


INDUSTRY.” 
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a grip 
like its 


m 
namesake 
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tter Jobs 


—At No Added Cost 
When iD, Use 


ul MARK 


ull I Do 
Split Knobs 


of Superiority 


1. Longer nail, cement outed 

2. Genuine leather washer 

3. Recess in base 

4. Projection on cap 

5. Assembled with metal washer; 


nail not weakened by crimping 


Bull Dog Assembled Split Knobs 
need no introduction to well-in- 
formed contractors. 


Illinois Porcelain Tubes. One-, two- and three-wire; in 
standard and heavy mill types. 
Illinois Porcelain Cleats. Of the same superior quality. 


Illinois Solid Knobs. Where solid knobs are used, these 
furnish best possible insulation. 


Sold Through Jobbers 


Illinois Electric Porcelain Co. 
MACOMB, ILLINOIS 


[ILLINOIS 





INSULATORS 
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DIM YOUR 
ELECTRIC LIGHTS . 














10 on a card 


$5.25 


The investment is less— 
the turnover is faster— 
the profit is more! 





New New ~ Improved 


DIM-A-LITE 


eM MDINICNG By 





, ket. , ; ee ‘ : , . 

. 9 pend “i Lower price. An improved dimming device. A new display card in attention-get- 

2. ae oy : ting red. New, attractive folders for dealer distribution. These are four things that 

3. Used in every room. “Dim-a-lite” offers now! 

4. Enclosed chains. “Dim-a-lite No. 23” is superior to anything on the market. Because it is better, 

5. Insulated chain pulls. your dealers get quicker turnover, greater profits—their customers get better satisfac- 

6. Perfect ventilation. tion, too! 

7, Uno shade holder Urge dealers to put the red display cards in their windows and on their counters. 
thread. Tell them to suggest “Dim-a-lite” as a necessary accessory for light in halls, bedrooms, 


bathrooms, kitchens, nurseries—one ‘“‘Dim-a-lite” for each. Advise them to sell a high- 


8. Fits under any shade. watt bulb and a “Dim-a-lite’’ when their custothers ask for a low-watt bulb—in this 


9. Trouble proof. way customers get the advantages of both high and low wattage and the dealer makes 
10 Approved by _ the 2 sales instead of 1! 
Underwriters. And, don’t forget to suggest to dealers that they enclose the new “Dim-a-lite” 
11. Nationally adver- folder, ‘Makes Living Comfortable,’ with every monthly statement. Attractive. Easy 
tised. to read. Tells the “Dim-a-lite” story in a convincing way. FREE when requested with 
12. Uncondition the order. Sell “Dim-a-lites” and satisfaction! 








ally guaranteed. 













5221 Greene St. Philadelphia, Pa. 
New York, N. Y. Chicago, IIl. San Francisco, Calif. 
Batic & Co., Inc., 16-22 Hudson St. Geo. Richards & Co., 557 W. Monroe St. James J. Noble Co., 915 Bryant St. 












Other Winr and DIM-A-LITE fast-~ ~selling specialtie 
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Mechanical Excellence 


That is the leadership that solves the servicing problem 
—keeps users satisfied and builds dealer prestige and job- 
bers’ good will. That in brief is the story of 





JEWEL 


The Cleaner That Dealers 


Sell on Store Demonstration 








Compare these advantages with those of 
any other cleaner regardless of price. 





1. Double action Floor Polisher (no extra 





aaa charge). 
2. Perfect Seal adjustment for all rugs, lino- 
leums and bare floors. 
3. Long nozzle points and low body construc- 


tion to get into corners and under furni- 
ture. 


4. Guaranteed for two years. 











“I 


. Approved by Good Housekeeping, the 
Underwriters’ Laboratories, Prudence 
Penny and other famous authorities. 


The same grade of workmanship that has 
made the name CLEMENTS the symbol of 
highest quality for the past eighteen years is 
ATTACHMENTS tound in CLEMENTS Jewel. The added 

EXTRA feature of the FREE Polisher makes it the 
leader in its class. Write for our proposition. 








Se 


SO SN Ey LAY es een cee iene roan . — . 





OUR JOBBER POLICY 


CLEMENTS. Jewel Cleaners are sold through jobbers and are backed by a 
strict jobber policy. If you are open to take on a profitable line of cleaners— 
with advertising, sales helps, catalogue service that build volume sales—get in 

‘ touch with us. 


CLEMENTS MEG. CO., 625 Fulton Street, Chicago, Illinois 

















June, 1928 THE JOBBER’S/AJ)SALESMAN 107 


2 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Nothing Else Like It/ 


* 
( 





Volume Sales again make this electrified 
tree-stand a profitable Xmas specialty for you 


























‘ Tremendous sales of this tree-stand Again you can easily sell dealers this 

é last Christmas emphatically stamped Christmas specialty . . . a necessity 
it with the mark of unqualified con- of utilitarian and decorative appeal 

Se sumer approval and acceptance... {that consumers demand... Prices 
\ at re Cates Aine | revised. . . Newspaper advertising 
ASN FOS ae? ready Te- and dealer displays will help sell 


orders for the coming Christmas sea- thousands of USALITE stands to 
son are streaming in... American homes this season. . . 


SALES FEATURES... Heavy construction and thumb screws 
anchor tree firmly—any tree fits without trimming or chopping— 
water container to keep tree and needles alive longer—colored lights 
make lower branches sparkle—base uses same lamps as_ tree—long 
extension cord—workmanship and materials guaranteed by U. S. Elec- 
tric Manufacturing Corp., 222 West 14th Street, N. Y. C. 


Get Your Sample Today 
Return Coupon 


U. S. Electric Mfg. Corp. 
222 West 14th Street, New York City 
Gentlemen: Please send on memo invoice sample ot 
your electrified tree-stand and complete details of your 
proposition. 
Firm 
Street ‘ : 
City... ir State 
Per Mr. . 
(Samples sent on memo to responsible firms only 

















108 THE JOBBER’S(A)SALESMAN 








“FOUNDED ON TIIE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Roery, Known Improvement 
' for Making 
Better 


Tape 








pon ~ hain 
Home of O. K. Friction and 
Rubber T a p e s—Appleton 
Rubber Co., Franklin, Mass. 








£ “VERY known improvement for making 

Better Tape has been installed in the Ap- 
pleton plant—the most modern tape factory in 
America. 


A trip through this plant would open your 
eyes to the marvelous strides we have made in 
the tape industry. Not only is the tape better, 
but it is turned out in large quantities in a 
shorter time, which accounts for the reasonable 
price of this quality product. 




















O. K. FRICTION and RUBBER TAPES 
are year ‘round products. There is always a 
demand existing for them, and the jobber han- 
dling the O. K. Line soon learns the volume 
and profit open to him on these tapes. 


Write for proposition on O. K. Tapes. 





Sold Through Jobbers 


APPLETON RUBBER CO. 


“RANKLIN, MASS. \ 


ca 
o 
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The Leader in its Field! 


Mr. George F. Holly, More _  Youngstown-Buckeye 
pet ee b. a Conduit is sold than conduit of any 

i s, will be in 
attendance at the Elec- ; 
tric Supply Jobbers counts for this. ‘“Youngstown- 
Association Conven- Buckeye” has no superior in any of 
tion, Homestead Hotel, the qualities that distinguish good 


Hot Springs, Va. June conduit from that of mediocre 
4-8th inclusive. 


other make. Quality alone ac- 


quality. 


Its clean-cut threads—its interior 
raceway as smooth as glass—the 
ease with which ‘“Youngstown- 
Buckeye” works and bends without 
opening at the welds, thereby 
substantially lowering installation 
costs, has created a nation-wide de- 
mand for this product which elec- 
trical jobbers and their salesmen are 
profiting by to increase sales as 


never before. 


Manufactured Exclusively by 
THE YOUNGSTOWN SHEET 
AND TUBE COMPANY 


Youngstown, Ohio - 
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Here’s a PROFIT maker! 


VISUALIZE this handsome, powerful ventilating 

Y fan in your kitchen during the hot summer 
months. Then remember that thousands of home 
owners in the territory you serve have the same 
desire to keep their kitchens cool in summer and 
well-ventilated in winter. Here’s a summer sales 
possibility that will put added profits on your ledger 
during normally dull months. There is no better 
time than now to make complete arrangements with 
us. Mail the coupon for complete information 
and discounts! 


Special Features 





Handsome appearance— Every 
Peerless Window Ventilator {is 
finished with a heavy coating of 
sprayed-on lacquer. Color is 
cream to harmonize with any 
interior finish whether light, dark 
or natural, 


Special Octon switch — A dur- 
able, sturdy, Octon switch is sup- 
plied with ten feet of double- 
wound electric cord complete 
with two-piece separable plug for 
attaching to nearest conven- 
ience outlet. No special wiring 
is necessary. 


Fits any window — Frames of 
Peerless Ventilators are adjust- 
able to fit any window from 23 
to 36 inches wide. 


Easily removable — No carpen- 
ter or joinery work is required 
to install Peerless Ventilators. 
Four screws fastened into the 
stop strip are the only fixtures 
necessary. And the holes in the 
ventilator frame are slotted so 
that the ventilator can be re- 
moved and placed in another win- 
dow without taking out screws. 


Does not interfere with oper- 
ation of sash or shade — The 
upper sash of the window in 
which a Peerless Ventilator is 
installed can be raised or lowered 
at will without removing the ven- 
tilator. Likewise window shades 
can be operated without inter- 
ference from the ventilator. 


Reversible Motor —The motors 
for Peerless Ventilators are re- 
versible. The reversible feature 
is a mighty attractive selling ar- 
gument, since the fan will either 
blow air into the room or out 
of the room by simply pulling 
the switch. 


Built by a Company Making Fans for 35 Years 





WINDOW 
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Profttable Market for You 


Used in 
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Living Room 


THE PEERLESS ELECTRIC COMPANY 
WARREN, OHIO 


HE kitchen beautiful movement has awakened the 
_ interest of millions of housewives to the possibilities 
of what a really beautiful, comfortable workroom the 


kitchen should be. 


And one of the most desired features is the elimina- 
tion of smoke, odors and grease by mechanical means 
through the use of electric ventilators. Millions of homes 
are prospects— and every sale must go through legiti- 
mate dealer channels, at a profit. 


Peerless Window Ventilators have all the desired char- 
acteristics that make them a wonderful selling proposition 
for you—a reliable, guaranteed fan; strong , sturdy frame; 
attractive finish; a lifetime, reversible need: and low 
retail price. 


Liberal Discounts—The discounts are liberal enough to allow 
you an ample margin of profit and still give a salesman work- 
ing from house to ‘house a handsome commission. Decide now 
to ‘make Peerless Ventilators a big profit maker 
for your business this summer—take advantage 
of the liberal, charter discounts which will not 
remain in effect many more weeks. 


The Motor—The motors in Peerless Ventilators are of 
the series commutator type and can be depended upon 
for long, satisfactory service. Body is of cast iron with 
electrically welded steel wire guard. Bronze bearings 
are grease lubricated. 


The Fan Blades—Fan blades are the famous Peerless 
Air Blast blades, each set of blades being statically 
balanced to insure smooth, silent operation. 


Heat and Voltage Tested—Each fan is subjected to a 
heat run of three to four hours, without blades, and 
after final assembly is given another test run of eight 
hours. At the end of this run, it is given an insulation 
test of 600 volts, before being passed in final inspection. 


The Frame—Frames are of 22 gauge sheet steel, with 
beaded edges to give additional stiff- 
ness. Frames telescope to 12 x 23 
inches and extend when open to widest 
point to 12x 36 inches. 


Electrically and mechanically, Peerless 
Ventilators are built for service, strength 
and long life. Operating cost is only a 
fraction of a cent per hour. 


Warren, Ohio 


counts on Peerless Ventilators. 








VENTILATORS 





Name 


ND vc a adinaie 


Se State 




















THE PEERLESS ELECTRIC CO 


Please send me complete information and dis- 


Dealer — Jobber Please check square 
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YouCan’t Breakit Down 


7 


the New ewoter 
Fixture Switch 


for the Individual 
Control of Lighting 
Equipment 







With the increasing tendency to- 
ward the use of high-wattage 
lamps and the demand for econ- 
omy in installation, individual 
control and absolutely dependable 
operation, you have a constantly 
widening market for the New 
Levolier Fixture Switch. Will 
stand up even under continu- 
ous switching of a cold 500- 
watt gas-filled lamp. 


Easy to install; no extra wiring, 
as all that is necessary is to cut 






PATD AND OTHER PATS penvin” 
The Smallest 6-amp. 
Pull Switch Made 









one leg of the circuit and attach 
the two ends to the terminals of a 
h baal The switch is away from the j 
mie Switcn. heat of the lamp. Equally 


adaptable for conduit box, 
canopy, ceiling pan or office 
fixture installation, 





“| MCGILL} 


MANUFACTURING CO. 


ull ket 
Pull Husks om 
duit Box. 2 
x 7, Pu - 5 oo ~ f 
snd In-Between Electrical Specialties of Quality 
eye ESTABLISHED 19004 


VALPARAISO - INDIANA 





t — ess 
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Armored Cable 
Flexible Steel Conduit 


Non-Metallic Sheathed 
Cable 


Non-Metallic Conduit 
(Loom) 














Z 
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= 


= 
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Sends Greetings | 


Ettco stands ready 
as always to offer 
and to render its 
heartiest co-operation 
to the electrical jobbers. 


Sold Through Jobbers 
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Greater Facilities 
than HEver 

















Glass for Medium Voltage Lines 


Rea aa Se 


JE suggest that vou ask your Sales De- 

/ ‘ Wr 5 

/ partment to devote a little extra et fort 
to glass insulators tor low and medium 





voltage lines. 


The tendency toward their use is increasing. 


Their record ot service over many years 





has proven their stability. 


Our standardized types and_ process ot 


manutacture develop great economies tor the 


SEP ERE SES SSE a Sa OR 


user and thereby lessens the sales effort on your 


ke 
% 


SRR: Sars 


part. 


Combined with these services we will main- 


ESR 


tain that co-operation with the jobber which 


has been so instrumental in building up the 


“5 SA ES: 


pleasant relations which exist todav. 


We assure the jobbers assembled at the 


Lae hs Fae” 


Electrical Supply Jobbers Association Conven- 


tion that our rigid jobber policy will continue 


AOU ETERS skit 


to be adhered to, and take this occasion also 


towishthema profitable and enjoyable meeting. 














Be 
ei ARNEL 


Bracers 


HEMINGRAY GLASS COMPANY) 


MUNCIE --IND. 
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ime is Uut of 
1 2 99 
Joint 
—says Shakespeare 
ND time is out of joint we say as well, 


\, when not properly controlled to meet the 
modern demands of today. 





Merchants and industrials have long since ap- 
preciated the value of controlled time. And, in 
the new Reliance 8-day Time Switch they are 
finding the means of regulating time to suit their 


requirements. 


Here is a switch which has incorporated in it 
every feature known for simplicity in construc- 


tion and consistency of performance. 


Jobbers’ salesmen will find that our advertising 
and sales work is creating for them an ever-ex- 
panding market. And, if they will but push this 


new switch they will find sales of a most profit- 





able nature being secured by them on every hand. 


If you do not have full information on the 


new “Reliance” send for it today. 


\ELIANCE AUTOMATIC LIGHTING CO. 


Racine, Wisconsin 
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Accessible Fuse 
Polyphase 
Switch 





} Meter Service Switches 
— A Complete Line — 


N the “Circle T”’ Line of Meter Service 


2 


§ Switches you have a line which will take 
care of your customers’ every requirement. 


&> ree 








With the development of the new line of Paes 
Polyphase Switches with both Accessible and i 
Phase 


Sealable Fuses, the Trumbull Line is rounded 
out so as to include every possible switch 
needed. 

Do not overlook the new 60 and 100 ampere 
slate base Switches which are so constructed 
as to do away with the “two face” block and 
insure a better contact which can readily be 
examined—an essential feature in switches of 
more than 30 ampere capacity. 

There is real profit in Meter Service ae 
Switches. Sell the Trumbull Line which is Se Sh lan 
known and liked by every Central Station and ie 
Public Utility in the country. 


Sold Through the Jobber. 


HE |RUMBELL ELECTRIC 


P [ A No. 5840 (Fig 3) replaces 908-111 shown in (Fig. 1) and is attached to adopters 
e such as shown in Fig 2 to accomodate side connected meters 
’ Adapters are listed on pages 74 and 78 of Catalogue 13 or Bulletin 7 


NB. The above constr rd on the following switches 
\ 


Boston Chicago 4. Polyphase (Stace Blase « Provert Cons recon) 
° e ° 2. Type ‘C” with open end for use with Meter Trims 
Philadelphia Atlanta New York San Francisco 3. 100 A ; 


pen end for 
Shutter Type End Wall (No 90441 


Switch 















No. 906-553 
METER ADAPTER 
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STARTLING:: NEW:: PATENTED:: NON-COMPETITIVE 





The Only Waffle Iron 


With a Patented 


Heat Indicator 





This is the first and only waffle 
iron equipped with a heat indica- 
tor—the patented Total Eclipse. 

This waffle iron eliminates all 
guess-work, embarrassments and 
mistakes. It’s the only iron that 
tells the exact cooking tempera- 
ture, 

This new STAR-Rite Waffle 
Iron with the patented heat in 
dicator, overnight revolutionizes 
the entire waffle iron industry. 
It's the greatest advancement 
since waffle irons were first 
introduced. It’s the greatest sell- 
ing opportunity in the appliance 
held today. You will sell as many 

t these new STAR-Rite Waffle 
irons aS we can supply, and our 
upply is unequal to the demand. 

From today this is the standard 


of the waf- 
fle iron 
field. A’ 
other war- 
fle irons 
will be 
judged in 
comparison 
with this STAR-Rite. Low 
prices, freak shapes, odd designs 
will have no future bearing on 
waffle iron sales—every woman 
will want to use and every dealer 
will want to sell the waffle iron 
with the new patented heat in 
dicator feature—‘Total Eclipse.” 

The EMPRESS model is made 
of brass throughout, finished in 
sparkling nickel and beautifully 
engraved, with ebony Bakelite 


handles. This EMPRESS. is 


RAG, 1008S 
f 





$15.00--In Canada $18.50 


without question the most beau 
tiful waffle iron on the market 
today. 

Tell these things to your dealers 
and get them started without de- 
lay so that they can cash in on 
our extensive consumer advertis- 
ing to the fullest extent. Be sure 
that vour stock, too, is in shape 
to satisfy the demand. We shall 
gladly send vou a sample. Wire 
or write for it today and be in on 
the ground floor. 


THE FITZGERALD MANUFACTURING COMPANY 


Torrington, Conn. 


Canadian Fitzgerald Company, 95 King Street East, Toronto, Ontario. 
Pacific Coast Branch, “The Better to Serve You in the West”, 1211 Van Ness Avenue, San Francisco, Calit. 


Makers of Famous Never Leak Gaskets 

















118 





THE JOBBER’SM)]SALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTR\ 







































SOLD THROUGH JOBBERS 











Organized in a small way in 1888, the Diehl Manufactur- 
ing Company plant at Elizabethport, N. J., today occupies 
more than 300,000 square feet of floor space and employs 
1,000 people throughout the entire year in the manufacture 
of fans, motors and generators of various types. 


The Diehl Manufacturing Company’s years of experience 


in the design and construction of electrical apparatus and the 
exceptional mechanical ability of its parent company, The 
Singer Manufacturing Company, have produced in Diehl 
products the same exactness of detail, correctness of design 
and superiority of construction that is found in the incom- 
parable Singer sewing machines. 











DIEHL MANUFACTURING COMPANY 


ELECTRICAL DIVISION OF THE SINGER MANUFACTURING COMPANY 


ELIZABETHPORT, N. J. 


ATLANTA - BOSTON - CHICAGO - CINCINNATI + DALLAS - DETROIT - NEW YORK - PHILADELPHIA - ST. LOUIS 
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TEBBY ALL —s IN 













N the development of the vacuum cleaner from 
its crude beginning as a carpet-cleaner to its 
present status as an all-’round family appliance, 
Royal seized and has always held absolute leadership. 


ROYALb was 
























i not only a 
mm cleaner, 
AGRE USES 


cleaner. 


foyal ¥ 
SET NE 








_ 


First to adopt 
the convenient 
toggle switch. 





















Some jobbers have an idea they must | pear ba gaa 


sell a “cheap” cleaner, but Royal 
Jobbers have no trouble in 
selling the best cleaner 
made. 


First to clean bare floor 
surfaces thoroughly —and 
get into corners. 


First to supply a highly 
efficient floor polishing 
attachment at no extra cost. 


First to perfect the nozzle to 
operate efficiently from rug- 
to-floor without adjustment. 


And—latest achievement — 
first to develop a painting 
and spraying attachment 
for vacuum cleaners. 


@5he 
P. A. GEIER CO. 


540-560 East 105th Street f J 
‘ Cleveland, Ohio, U.S. A. 


«Manufactured in Canada by f 
ONTINENTAL ELECTRIC Co., LTD. o’ 
505-511 King Street, East, Toronto 
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From the start in 1878 THE ANSONIA 
ELECTRICAL COMPANY has aimed to 
build its reputation based on QUALITY. 
In all products manufactured by us we have 
borne this in mind and believe that the 
standing which “Ansonia” products have 
with the electrical trade is strong evidence 
that the “Quality Policy” is appreciated. 


No. 622 Battery Type 
No. 624 Transformer Type 


641-L—Battery type. 
642 —High Voltage type. 
642-T—Transformer. 


In our catalog we show our entire line of 
electrical household goods in which “AN- 
SONIA QUALITY” holds throughout, and 
carries with it our guarantee of satisfaction 
which can only be given through the use of 
high grade material and workmanship. 


THE ANSONIA ELECTRICAL CO. 
ANSONIA, CONN,., U.S. A. 





ANSONIA 
WEATHERPROOF BEL! 
The Ansonia Weatherproof Bell contains 


a new improved method which permits the 
keeping of armature in magnetic field up to 


The “ANSONIA” Steel incased 
heavy duty Bells are offered at com- 
petitive prices. 


These bells are exceptionally well 
made, and will give unusual service 
under the most severe conditions. 


The base is completely sealed— 
made of heavy stamped steel. The 


dust proof cover is easily removed. 





SOLD THROUGH JOBBERS 


Write for this 64-page cata- 
log “J” which illustrates our 
complete line of bells, buzzers, 
annunciators, push buttons and 








Made with 4, 5, 6 and 8-in. gongs. other electrical house goods. 


OprerTr ‘ 
41Gn ONS 
iJ X. RB WSZANRS 





You need push buttons on most 
every job—but, do you know just 
what design to select? 


The Ansonia line includes push 
buttons for every conceivable need, 
will help you, and save time. You 
can obtain Ansonia Push buttons 
through any electrical jobber. 





No. 507—Name Plate Push 





the moment of striking the gong, utilizing 
fully and efficiently all electrical energy ap- 
plied, thereby producing maximum blow. 

Mounted on a substantial cast iron base 
with cast iron cover fitted with a rubber 
gasket. 

This bell is produced only in the non- 
guarded type with gongs ranging from 5” 
to 12” in diameter, and can be supplied in 
both battery and transformer types. 


No. 622 Battery Type 
No. 624 Transformer Type 


ANNUNCIATOR: 


The Ansonia line of Annunciators of- 
fers a variety to fit every conceivable 
demand. For houses, hotels, offices, 
elevators, etc. They offer mechanical and 
electrical perfection which only can be 
obtained by years of specialized manufac- 
turing experience. These may be ob- 
tained through any electrical jobber. 
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GREETINGS! 
To Members 
E.S.J.A. 
Attending 
Hot Springs, 
Va., 
Convention 








Pesigin . ¥ 
i ais is 


le 


SIMILARLY 


CONFIDENCE in the ability to build a 
superior fuse inspired the TRICO business, and 
11 years EXPERIENCEand PIONEERING in 
‘“Powder-Packed” Renewable Fuses has sustained that 
confidence, and has realized that ideal of 
SUPERIOR FUSES.The growing demand for TRICO 
Fuses is proof that that aim has been achieved. 

Today Trico Jobbers are reaping the reward of patience 
and pioneering with us. They are finding an ever increasing 
demand for TRICO FUSES because of the extreme uniform 
quality in material, workmanship, dependability and efficiency. 





Buyers everywhere are constantly being reminded that there is a 


difference in fuses and that TRICO FUSES ARE MADE RIGHT, 


Tes x 








; packed right and sold right. Then too, Trico Jobbers know the 
id TRICO POLICY of close Jobber co-operation and strict protection. 
No obligation to place our proposition before you—-Write today! 
4 
| TRICO FUSE MEG. CO. : - - MILWAUKEE, WIS. 
A COMPLETE LINI - SOLD THRU JOBBI!I . 
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e > OO many merchants in their initial dis- 
i covery of the value in good store lighting 
confuse proper lighting with glare. An 
excess of light is just as objectionable as a 
lack of it. 

In Consolidated Glassware you can sell 
proper lighting with the fullest assurance that 
behind the line is the careful work of our en- 
gineers who have so scientifically designed 
these units that glare is entirely eliminated. 

Jobbers are not only offered the complete 
line of Cora Cased and Nuite Glassware for 
distribution but also are offered a unit which 








\ we will make especially for them, under their 
. own name, and sold exclusively by them. 
| Write us at once for the most attractive 
ar proposition in the glassware field. 


a 


CONSOLIDATED 


LAMP & GLASS COMPANY . CORAOPOLIS, PA. 
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(/E take pleasure in announcing the appointment, during the 


past week, of the following nationally known Jobbers, as exclusive 


distributors under the New TORRID } lerchandising Plan. 


THE ELECTRIC SUPPLY & EQUIPMENT CO. 
. Albany, Hew Mowk 


THE INTERSTATE ELECTRIC CoO. 


Hlew ¢ Tilia, of: cesses 


SYRACUSE ELECTRIC SUPPLY CO. 
es | Hew 6 ars 


Full details and information regarding this plan, which is based 
on Jobber and Dealer cooperation, will be dladly sent to the 
executives of those jobbing organizations who are interested in 


securing more volume and sreater profit trom their appliance sales, 


W. Sehwank, pasa Hlanager 


THE BEARDSLEY & WOLCOTT MFG. CO. 


WATERBURY, CONNECTICUT 
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A New 
Sign - Lighting 
Reflector 


with the same 





Side View of the New ABolite 
Sign-Lighting Reflector. Note 
how reflecting surface is pro- 
portioned to assure proper 
lighting of remote parts of 


billboard. 







Front View of the New ABolite Sign- 
Lighting Reflector. Note the smoothness 
of the reflecting surface and the absence 


of sharp corners. 





LMS PUN TTS I 





Light Distribution Curve of 
New ABolite Sign-Lighting Re- 
flector. (Nela Park Testing 
Laboratories) 











Write for Details, Prices 
and Jobbers’ Discounts 
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ABolite 
Quality and 
ReliABility 


that Boosts Sales 


Here’s A New 

ABolite Profit 
and Sales Booster 
HE New ABolite Sign-Lighting 


Reflector is made to do one spe- 
cific job—the even lighting of ver- 
tical surfaces. That’s why it does 


that job SUPREMELY WELL. 


SALES POINTS 


1—Even Illumination 


The slight outward curve of the 
edges assures enough overlapping of 
the light rays between one ABolite 
Sign-Lighting Reflector and the next; 
and the reflecting angle assures full 
illumination at the lower part of 
billboard surface. 


2—No Sharp Corners 


Therefore no possibility of uneven 
enamel coating at these points. 
(Uneven coating often leads to 
cracking and flaking off.) 


3—The 5 Big Selling Points 


which all ABolites possess. Correct 
Design. Accurate Manufacture. In- 
terchangeable Features. No Rivets 
to Work Loose. Age-proof, high- 
reflecting Vitreous Enamel. 
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Quick and Profitable Sales for You 
with Signal Engineering Products 











— Signal Engineering Equipment. 
\/JIt achieves the absolute ultimate in sim- 
plicity without the slightest sacrifice of 
efficiency or durability. Signal Engineer- 
ing products are the kind your customers 
will be glad to buy and you will be glad to 
sell. The satisfaction they give will in- 
crease your prestige, and the 33-1/3% 
margin they afford is most agreeable. 











“PERE RUPEE EERE ERE EEE 





| Write for our new linen price lists 
today. ‘They will make your selling easy 
—KEverything effectively illustrated, and 
everything boiled down to a convenient, 
|| easy-to-decipher minimum. 














This page pinned to your letterhead 
will bring our distributor’s plan and the 
whole story. 


EE RRR RRR RRR RRR RRR RRR RRR RR RRR ERR RRR 


Market 


|| Electrical Contractors 
(| Industrials 
Fire Alarm Manufacturers 
i} Electrical Equipment Manufacturers 
(| Municipalities (for traffic signals, etc.) 





Other Signal Engineering Products 


'| Code Calling Systems 

Fire Alarm Systems 
General Control Equipment 
All Types of Relays. 


== Note Full Name and Address 


Signal Engineering Products Incorporate the Latest Developments in Electrical Engineering 


Ss 


|} ENGINE 














aa & 


49 Seventh Ave. New York, N.Y. 





=f 
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in the large cities... 
vars 
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FACTORIES: 
BROOKLYN 
CHICAGO 

BUTLER, PA. 














are “making it easier for 
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THE TRIANGLE FAMILY of roughing-in 
materials is a widely traveled one—not only in 
point of geography, but in the great diversity of 
installations for which Triangle materials have 
been specified and used. 

Triangle materials have earned their reputa- 
tion on quality—quality that means dependabil- 
ity. Every inch of every Triangle product is so 
exactingly tested and re-tested that no slightest 
imperfection can get by. 

This accounts for the wide representation that 
Triangle products have on Main Street, in in- 
dustrial construction, and in the skyscraper cities. 


Sold through Jobbers 








TRIANGLE PRODUCTS 


Non-Metallic 
Flexible Conduit 


Armored Conductors 
(round, flat, and leaded) 


“TRIEX” 
(non-metallic sheathed cable) 


Rigid Steel Conduit Rubber-covered Wire 


Rubber-covered Triangle 
Lead-encased Wire Armored Cable Tool 


Flexible Steel Conduit 














WIRING 


: —; \ 
| i . , 


the contractor” 


PERIAI 


TRIANGLE CONDUIT CoO., INC. 
General Offices: Dry Harbor Road & Cooper Ave., Brooklyn, N. Y. 


IN CANADA 
TRIANGLE CONDUIT 
CO: SLTD. 
TORONTO 
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Mighty good tools for 
the jobber’s salesman 


to work with-- 
MERSON FANS 


wie 5 Year Guarantee 


Emerson Motors A. C. & D.C. 4o to 2 hp. 


The Emerson Electric Manufacturing Co. 


2018 Washington Avenue, St. Louis, Mo. 
806 W. Washington Boulevard, Chicago, IIl. 
50 Church Street, New York City 
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The New MARR Connector : 
nen No Rubber Tape 


3 No Acid 
No Torch No Friction Tape 


No Solder 


d 
4 





Big Sc! 


rs i 
mes 
‘ 
wy 


No Loose Contacts 








clip off 2. Screw over the bake- 3. The completed job, 


1. Insert wires, 
in 20 seconds. 


ends, tighten screw. lite cap. 


Use the Coupon for Sample and Catalog 


TSE RATTAN MANUFACTORING Co. 


New Haven, Conn. 





Our Outlet Box Cover Transformer 
Now Protected by Patent 


The A. E. Rittenhouse Co. has been granted United States Patent No. 
1,661,268 on its new combined transformer and outlet box cover. 
This labor- and space-saving transformer mounting has a knockout 
for drop cord. Meets all underwriters’ requirements. Made to fit 
either 344” or 4” round, octagon or square box in black or galvanized 
finish. Certain manufacturers are being licensed to manufacture these 
new transformer units under this patent number, infringements of 
which will be prosecuted. 


A. E. RITTENHOUSE CO. 


Honeoye Falls, New York 








en 


a | CLIFDUCT 


Va case gilt 
maPectes Sonburr 


working smoother 





ceiminiingeaincs: | and easier 
THE RACEWAY OF PROGRESS 


CLIFTON than ever 
Cuts Cleaner Threads 


HATHEWAY2 COMEANY 


225 Varick Street, New York City 
A general sales organization—Representing nationally: 
0 4 T he Rattan Manufacturing Co. Clifton Conduit Co. ; 
[| A. E. Rittenhouse Co. [] Bassett Metal Goods Co. 











= Gentlemen: Name ...-.- 2s eee cece c ere eceeescceccrees 
| Please send eee eer Slides eR age ei siaieS 
} complete in- OS ee a ee fer cier URES 64.45 6s Soh 


5 formation on companies checked. 
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These two units, together with Wheeler Isolux Sign Reflectors 
and Wheeler Glassteel Diffusers are being strongly featured in 
our advertising campaign. We’re telling the trade about them 
in their own journals ... we’re telling them through direct 
mail... our representatives are continually ‘‘talking”’ them. 
As a result when it’s a question of Industrial Lighting, you'll 
find one or more of these Wheeler Reflectors considered. 


These units offer you some real business. Tie in with our sales 
and advertising activity—you can easily make your reflector sales 
a mighty big item in your profits! 


WHEELER REFLECTOR CO., 275 Congress St., Boston, Mass. 


New York - Atlanta - Cleveland 


Sales Offices: St. Louis, Indianapolis, Los Angeles, San Francisco, Seattle. 
In Canada: Canadian General Electric Co., Limited. 
Export Dept.: 77 Warren St., New York, N. Y. Cable Address: **PARLECTRIC”™ 


WHEELER REFLECTORS — 


“SOLED THROUGH JOBBERS” 
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Se 


of finest Porcelain Enameled Steel 


In all standard types and sizes 


Reflector-sockets complete 


with adjustable sockets 





Sold at prices to give the 
other fellow a profit 


“Multi” Reflectors: are 
proof against rust, dust, 
vapor or smoke fumes, at- 


‘mospheric changes Sold through Jobbers 











Made by the manufacturers of the famous Newgard Weatherproof Re- 
ceptacles—“Multi’” Bushings, Cartridge Fuse Cutouts, Lugs and Clips— 
Harter Commercial Lighting Fixtures and accessories, Floodlights, Spot- 
lights, Cover Sockets, etc. New Fixture Bulletin No. 7 now ready also 


Multi Electrical Mfg. Co. 


210 North Ogden Avenue CHICAGO, ILLINOIS 
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be ICh 
DETACHABLE <2.D" Stalow , Bowl Be 


fitting 








HE entire “Q-D” Reflector line is quick detachable and interchange 
‘“*Q-D’? 45° able. Ease and speed of removal are the chief features of “Q-D” 


Horizontal 


‘Seen Gatector, Shallow Bowl Reflectors and sign lighting equipment. Reflectors can 


or i oor and : . bs bs - : 
er be removed for cleaning without disturbing electrical connections. 





A complete line of low-cost reflectors offering greater utility and 
unusual economy for general lighting purposes. More sales for you in 
this popular and readily accepted equipment, appreciated because of 
many labor saving features. Units are quickly installed and easily 
wired. Goosenecks or pipe elbows are eliminated. 

Both vertical and horizontal fittings are threaded for 12” or 34” con- 
duit and take any “Q-D” Reflector. Garages, service stations and sign 
companies everywhere have recognized the advantages of “Q-D” Re 
flectors and fittings for sign and billboard lighting. 





“Q-D” Reflectors are strong, simple and weatherproof. Made of 


“Q-D” Horizontal type : : E r . 
reflector in use on small Armco iron, porcelain enamel green outside, white inside, with galva 








sign. 
nized socket fittings. 
. , . 
ie New Q-D 
\ ; 
cLoarete : 
us a x er 
ie Type ‘ ‘B” socket-fitting 
for 4” box, galvanized t : 
x 2 =~ 
ah 66 ” . BT oun ee 
ITH the new “Q-D” Adapt- Sn, om 
er any standard type re- ‘ a Type “V” weath- 
a ‘ - Type “H” weatherproof erproof socket-f 
Hector with 214” fitter is given socket-fitting of cast ting of cast iron, 
: / al : iron, galvanized, thread- calvani= ¢ d. 
the same wide range of flexibility ed, “ "side for 14” or Threaded at. tot 
- 4 oO for %” conduit 





that characterizes the whole 


“O-D” line. All styles of fittings The new “Q-D” 
< : Adapter. 
id reflectors can be used in any 
combination, 


Permits use of all standard re- 
llectors with 214” fitter. Armco 
iron, galvanized. With knurled 
screw to support reflector. 














Deep Bowl 


Flat Cone Reflector. Reflector 





Standard 214” fitter 
or reflector heel. 


Quadrangle Mfg. Co. 


26 So. Peoria St. Chicago 


\Vrite for further details and 
new catalog. 


lt ‘. 


Notice 
New 
Address 
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Patent Applied For 


Made in 9, 12 and 14 inch sizes in 
various colors and designs 





a 
j . 4, "Fav, 1 4 { A — * tec + 
F j J | q + c é yy A a. | i E & i o~ q CS 


; 
Particularly Instant approval greeted the announcement of the 


Adapted For new Jeannette Tensolite “All-In-One.” The advantages 
Hospitals of this revolution in type of ceiling light fixtures are so 
wa a obvious that the “All-In-One” sells at sight. 
ie No sooner had the “All-In-One” been formally 
Public Buildings 
: alas placed on the market than it was specified by a leading 
architect for use in a great new hospital requiring over 


1,000 “All-In-One” installations. Other architects and 
builders of public institutions are figuring on using the 


| 
| 
| | : “All-In-One.” 
| 


Sanitary Home owners as well as architects and builders are 
| Easily Installed interested in this sanitary and beautiful fixture for halls. 
Dust Proof baths, kitchens and bedrooms. It can be applied in hal! 
Insect Proof the time required for the old style unit. 
Easily Cleaned 
Beautiful Loo ( lobber Protective Policy 











Jeannette Shade & Novelty Co. 


Jeannette, Pa. 
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Let these men tell you about 
the Liberty Super-Automatic 





Leslie Grand 


Philadelphia, Pa. 

January 20, 1928. 
—_ Gauge & Instrument 
Co., Cleveland, Ohio. 
Gentlemen: 

I think the Liberty Super- 
Automatic Iron is one of the 
greatest achievements of the 
present age and one of the best 
in quality. Due to the wonder- 
ful convenience for the house- 
wife, the saving in current and 
the great prevention of fire haz- 
ird, I feel confident that I am 
selling the best electric iron on 
the market today and will con- 
tinue to do all I can to place 
this merchandise before the 
public. 

As to quality, price and con- 
venience to the consumer and 
other practical points, I am 
100% sold on this wonderful 
product. Very truly yours, 
LINDLEY ELECTRIC SUP- 
PLY CO, Leslie Grand 


The Most 


Good salesmen quickly recognize a good product when 
They not only knew that this final achieve- 
irons would be a 


they see it. 
ment in electric 





A product of unusual merit and uniqueness generally 
has greater sales possibilities. When men like Leslie 
Grand and H. C. Todd—traveling for independent job- 
bing houses—can do such a remarkable job on the 
Liberty Super-Automatic, then a hundred other jobber 
salesmen can do the same. The trump card generally 
wins if it’s ace high. Read the letters these men write us. 


Lib erty 


r 
7 


LAayus tA bE He ; LA 


Sieeendeenattn 














beauty. 


good seller but 








H. C. Todd 


Minneapolis, Minn 
January 4, 1928 


Liberty Gauge & Instrument 
Co., Cleveland, Ohio. 
Gentlemen: 

Replying to your letter of 


even date, I like to sell Liberty 
Appliances because they are 
consistent and profitable  re- 
peaters to my trade, which is the 
large department stores, electric, 
hardware and light and power 
accounts. 

The Liberty line satisfies, be 
cause it is well made, requires 
practically no service, is reason 
ably priced, a volume seller and 
of distinctive, attractive designs 

Yours truly, 

H. C. Todd, 
JANNEY, SEMPLE, HILL & 
CO. 


Practical Iron Made 


With its adjustable automatic heat control it 
holds the temperature where it is set and the user never 
needs to pull the plug until the ironing is finished. No 





they proved it. The Liberty Super-Automatic holds any 
temperature right where it is set. To raise or lower the 
temperature, the person ironing simply turns the adjuster 
knob to a higher or lower heat and that heat desired is 
held by the famous Liberty thermostat located in the 
sole plate. With its graceful lines, its rosewood handle 
ind colored cord set to match, this iron is a marvel for 


Only Jlron Built with t 


worry about the fire hazard, no overheating or under- 
heating. Always the proper temperature for each 
type of material. If you want to label your sales aero 
plane “The Spirit of Liberty” then sell the most practical 
iron made—the iron whose graceful beauty, rugged 
strength, absolute safety and exceptional convenience 
makes it the iron of a lifetime. 


THE LIBERTY GAUGE AND INSTRUMENT CO. 


Cleveland, 





World’s Largest Makers of Electrical Hot Plates 


Ohio 














] 
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Designs Range From the 
Low Cost Lines for the 
Smaller Class of Homes and 
Apartments, to Those Which 
Harmonize With the Finest 
Type of Dwelling. We also 
manufacture authentic 
period designs not published 
in any catalog, which appeal 
to the owners of the most 
exclusive homes. 


Fixtures Manufactured By 
Us Are Sold Through Job- 
bers. 

We Do Not Manufacture 
Private Brands, or Sell 
Through Mail-order Houses. 
All Orders Should Go 
Through Electrical Jobbers. 

We Have Many Lines 
From Which to Choose—All 
Complete in Themselves—- 
All Original—All Dis- 
tinctive. 























A 


.re You Seeing these Facts 





see before you, when considering a 
line of fixtures. 


| ERE are the facts which you should 


In Reiser Products you are assured of 
these facts. You are not only offered qual- 
ity merchandise, properly priced, and 
backed thoroughly by advertising and 
sales co-operation on our part, but also a 
line sold on a jobber policy basis. 


We have a proposition for you which 
you cannot afford to overlook. Write us 
at once for details. 














eiser, - | oledo, Ohio 
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1 N homes, offices, factories 
\ and hospitals, no lamp 
can fill the purpose more 
exactly than the H. L. G. 
No. 50 Hi Boy Floor Lamp. 


Here is a lamp which is 
42 in. high to Flex Arm 
and with a 12” arm, mak- 
ing it ideal for reading or 
general utility. Easily 
manipulated into many po- 
sitions, its convenience is 
unquestioned. 











DESK LAMP 


Hanger Hole. 


Mottled Green or 
Bronze. 





Cartons per Case. 


—— * "a, 


1.L.G. 


'279 West 29th St. 












Shade—7 inches diameter. 
Length—Flex Arm 12 inches. 
Base—Handsomely designed— 
Glass Ash Tray Liner. 
Colors—Vernis Bronze and 
Mottled Green. 
Packed—One per Carton, 6 
Cartons per case. 


Shade—7 inches diameter. 
Length—Flex Arm 12 inches. 
Base—Fancy Oval, with Wall 


Colors—Statuary Bronze, 


Packed—One per Carton, 
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ightingkequiremen 

















\J OU are offered in the 

H. L. G. Desk and 
Floor Lamps a line of Hi 
Quality and Lo Prices. 
Finished in three beautiful 
and durable lacquer colors, 
these lamps blend with any 
color scheme. 


Write us on these attrac- 
tive specialties which are 
made available to you at 
unusual figures due to our 
modern plant and equip- 
ment. 


No. 27 
ASH TRAY BASE 
















|ANUFACTURING CO. 


INDIANAPOLIS, IND. 
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Reasons Why 
You 


















"THERE are twelve reasons why 

you should sell the Newco Line 
of Insulated Electrical Wires, Lamp 
Cords, radio cables, phone cords 
and extension cord sets. 


To put it as simply as possible 
the first eleven reasons are the elev- 
en Newco products which serve 
every purpose in their field, and the 
twelfth reason is that they are 
backed by a strict jobber policy 
which means satisfactory dealings 
and fair profits to all. 


Jobbers are now being appointed 
to distribute the Newco line. Write 
at once for territorial arrangements. 














New England Wire Co. 


Westfield, Mass., U.S.A. 
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they've been reading about. 


too, while there. 


Something 


It’s the new thing that attracts. rs 
ly when that new thing is receiving millions 
of dollars worth of free publicity most 
everywhere you turn—in newspapers, maga- 
zines, medical journals, in clubs, schools, 
sanitariums, and in the prescribing and 


® ‘ 


| | | " . 
Jobbers! r oul 


eo. 


Salesmen! 


Sunlight apparatus till now has been 
too costly for home use—marketed 
only through the medical and hospital 
field—the electrical dealer was passed 
by. 

But now your opportunity is here. 
Branston knows the electrical dealer. 


r> 
.. 








303 Washington St., 


DESIGNERS AND MANUFACTURERS 
| ELECTRICAL APPARATUS 





Watch the orders come in for lamps. 
You'll want one yourself. 


the logical outlet to whom the 


sumer should go. 


The Bran-Sun Ultraviolet Projector 
is simple, safe, portable—priced within 
easy reach of every home, 
selling margins. 


He has sold our goods for years. We You'll sell larger units, too, to 
know he’s the man who'll make money’ wealthy homes, physicians, hospitals, 
on this Sunlight lamp. He is certainly schools, clubs, etc 


Write or wire for a copy of the booklets we have just published, 
| and merchandising particulars -- see the real harvest that’s 
1] coming for you. Just say ‘‘Tell me all about the Sunlight Lamp.”’ 
I 
} 


CHAS. A. BRANSTON, Inc. 


Sunlight! 


Here’s a profit-emaker that is a headliner, too! 


Just let your live customers put the Bran-Sun Ultraviolet Projec- 
tor in their windows, and watch their business grow! 
interested crowds stop to see the lamp that brings the SUNLIGHT 
Watch them come into the stores. 


Watch the 


And they'll buy other goods 


ex et 


4 | 
Si terent ~ 


dispensing by famous physicians 


Everybody is interested in and talking 


about Sunlight, and the invigorating treat 
ments of the carbon arc ultraviolet lamp 


the invention that duplicates sunlight cures 


in the home. 


con: 


with good 


‘ 


BUFFALO, N. Y. 
OF 


SINCE 1911 





New Bran-Sun 
Carbon-Arc 
Sunlight Lamps 
for home use 
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JOb bers / 


~Here’s a New Line for You 


HE public is demanding Ultra Violet treatment. 
The value of Light Therapy has become, through 
usage and advertising, common knowledge. 


You are offered for distribution the BRITESUN Line 
of Therapeutic Lamps. The field for sales is tremendous- 
ly large, and is wide open at the present time. 


Give your men the BRITESUN to sell. We are back- 
ing up the efforts of our distributors with whole-hearted 
sales co-operation and an advertising campaign which 
completely covers the consumer prospects. 


Write us at once for full information and territorial 
arrangements on this profitable, practical line. 


- « 1115-17 No. Franklin St., Chicago 


jRITESUN 
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CGREETINGS 


A Quarter Century inthelnsulated Wire|! 


DETROIT 


RUBBER COVERED 


WIRES 


Code Most Complete Stocks 


ee Rubber Covered Wires and Cables, 
; Rubber and Lead Encased Wires 
and Cables, Steel Taped Parkway 
Cables, Trench Cables, ““Uniduct”’ 
Armored Cable, Flexible Metallic 
Conduit, Special Voltage Wires and 
Cables, Specification Wires and 
Cables, Lamp Cords, Cotton and 
Rayon Flexible Cords. 






Chances are: We have that special item 
in stock and immediate shipment means 
the business for you. 


Detroit Insulated Wire Company 
Detroit, Michigan 


Minneapolis Buffalo Chicago Pittsburgh San Franc 
Los Angele St. Louts Philadelphia 
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~ that Sell on Sight / 


| N “The Spirit of St. Louis” and the Miniature Motor-Driven Vacuum Cleaner 
/ you are offered two of the finest toys ever offered for distribution through the 
electrical jobber. 





“The Spirit of St. Louis” is an unusually attractive motor-driven toy whose 
planes function in a surprisingly similar fashion to a regular aeroplane. 







The vacuum cleaner is a toy which has a tremendous appeal to any little girl. 


Dealers everywhere have been told of these new products. Territorial arrange- 
ments are now being made. Write at once for our proposition on these profitable 
year-round sellers. 


Here is a remarkable little Electric 
Power Plant that can be adapted to many 
uses. Equipped with the widely known 
“Eskimo” Motor this device enables the 
boy or girl to polish, sharpen, grind, or by 
attaching pulleys, operate any of the many 
mechanical toys on the market. 


SEND FOR DETAILS. 


NITED ELECTRICAL MFG. CO. 


ADRIAN, MICHIGAN 
U.S. A. 
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eed PRICE 
PROFIT 
PROTECTION 


Price that more than matches your competition. 
Profit a bit more generous than you expect. Pro- 
tection that’s absolute. These are the three things 
you get when you accept the Jefferson jobber 
proposition. 






































The Jefferson line is complete. In commercial 
lighting glassware the sizes range from 8” to 18” 
diameters—the shapes are most popular—the 
decorations have distinction and are applied 
cleanly, in a workmanlike manner. In table lamps, 
boudoirs and torchieres, the Jefferson shapes and 
decorations are seasons ahead of others—modern- 
istic, jazzy, fast-moving—the kind of merchandise 


that’s sold before the bill falls due. 


When may we show it to you? Write 


The Jefferson Glass Company 


Follansbee, West Virginia 


Crsorn 


\FOLLANSBEE, 
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£” GREETINGS! 


to Electrical Supply 
Jobbers Association 


































tion—to mark your continued increasing volume of 
business. 


Another successful year, another valuable conven- 
Accept our hearty wishes that all your prosperity 
may keep pace with the growing sales of Pittsburgh 
Standard Rigid Conduits— 

Pitts! Standard 


Pittsburgh Standa: 
aivan , zed Thread Protected 
Conduit Enameled Conduit 
Heavy wall soft steel pipe. 

2 Cleaned by our own special 
process. 


Quick to install, quick to sell. 


1 


8 Zinc outside coating double 
the 


A Thread Protector that stays in 
place until you are ready to 
remove it—twirled off in an 
Underwriters’ require- instant. 
ments. “Reaches the job ready to in- 
4 Inside coating, our own Spe- stall.” Clean threads assure a 
cial Black Enamel—only. tight-fitting conduit 
5 New speed in fishing, a sav- 
ing in time. 


system. 

Build your sales with Pittsburgh 
Standard. 

Enameled Metals Company 

PITTSBURGH, PA. 
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PITTSBURGH 


2TANDARD 





<SEESTANDARD 
ENAMELED CONDUIT 


PATENTED 
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We Address the Sales Manager 


W ‘HY dont you secure your Panelboards, 
Switchboards, Fuse Reducers, and Knife 
Switches from one source of supply? 


We come to you with a complete line of quality 
products, priced to meet competition, and containing 
a margin of profit attractive to you. 


Not only can we furnish through you the demand 
for standard Panelboards, but also we are prepared 
to handle your quotations on special jobs at figures 
which will secure the business for you. 


Send for our catalog No. 1-0. Look over what we 
have to offer you. Satisfy yourself that our line is 
what you want, then write us for territorial arrange- 
ments. 





“Safety type’’ panels are equipped 
with protective plates guarding against 
accidental contact with current carrying 
parts when operating the branch switches 


MANUFACTURERS AGENTS in 
a position to contact with desirable 
jobbers, and who appreciate a jobber 
policy are invited to write us. 





» csi eee 
THE Fiaite Tiecrricat’ jRopucTS CO. 











PLAINVILLE, CONN. 





Copper lugs for front connections 
or back connections carried in stock 
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Electrical and Radio Manufacturers 
who are willing to be shown that 
Sales can be stimulated during 
July and August should read 


the announcement on pages 
190 and 191 of this issue 






































HANKSCRAFT PRODUCTS ARE SOLD ONLY THROUGH JOBBERS a 
ee — = : ene —~ 
al 
ge 
= 
a 
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Py 
The Hankscraft Electric Egg C é 
he Clankscraft Clectric igg Cooker | | 
ge 
NEW note of color—rich green and flashing silver—what a 
| brilliant addition to the colorful table. The graceful lines, 
the sheer beauty of the new automatic Hankscraft Egg Cooker os 
invariably attract feminine attention. No wonder it has achieved a 
such a brilliant reception in a few short months. o- 
ois 
| = 
| Complete Dealer and The Appliance Sensa- . 
| Central Station tion of the 
| Cooperation Year 
| A complete merchandizing Cooks 4 eggs right at the 


plan is provided for Hanks 
craft dealers. Window 
streamers, displays, counter 
cards, circulars, newspaper 
mats and electros, are pro 
vided free of charge. This 
new electric appliance has 
no competition! 





table. Self-timing. Pour 
in 2 teaspoons of water for 
sott-boiled eggs, 3 for me 
dium, 5 for hard. No 
switch to turn. No hot 
water. No wire coils nor 
moving parts nothing to 


get out of! order 


The Hankscraft Company ”;?' Madison, Wis. 


Manufacturers of the Egg-Ett 


boils a single egg in live steam 


retails at $2. Also the Fairy 


Warmer heats the baby’s bottle accurately without watching retails at $5 
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| ractical Wiring Devices 


N Leviton, you have a complete line of 85 differ- 
ent wiring devices—products to fill ev er y de- 
mand of your contractor-dealer customers. 


Made in a modern plant, with the kind of ma- 
chinery which speeds production and cuts overhead, 
Leviton Wiring Devices are so priced as to guaran- 
tee every jobber handling the line his share of the 


business available. 
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And, do not overlook the fact that full protection 


No. 9815-B is guaranteed to all users of Leviton Wiring Devices. 








_ Leviton Manufacturing Company 
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JO) ELECTRIGAL WIRING DEVICES I} VLC fol 
eh ELECTRICAL PORCELAIN Y jj 
IND /, 
Lp bi 226-242 NEWELL STREET Cata OS 


BROOKINN,N.Y. 
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Jobbers Get Together 


(Continued From Page 5) 

the industry through co-operative ef- 
fort as provided under the industry 
sales conference—a long title but 
likewise a big subject in which every- 
one will be interested. The other 
speaker of that evening is to be Sena- 
tor Edward Ford of Washington, 
D. C., who will go even farther than 
Mr. Bussman and tell “What the 
world needs.” 

Thursday there will be 
open meeting in the Casino at 8:30 
p. m., where O. H. Caldwell, federal 
radio commissioner, will give the lat- 
est information on the “Radio Situ- 
ation” and will also give a demonstra- 
tion of the talking movies. 
committee has 


another 


The entertainment 
arranged for card parties, putting 
contests, ete., for the ladies. Com- 
plete information regarding these con- 
tests will be found posted on the 
bulletin boards at the office desk and 
at the entrance to the dining room. 
The ladies are invited to make their 
entries in the various contests and 
tournaments as early as possible. The 
committee has also provided for danc- 
ing every evening. 

As for the regular convention pro- 
gram, this consists as usual of various 
committee meetings on Monday and 
about 13 including the 
executive committee being on the list 


Tuesday, 


to meet during those days. These, to- 
gether with the various executive 
sessions of the Association on the fol- 
lowing days will take up the fore- 
noons for the week, the afternoons 
being given over to golf and other 
sports and to “porch conferences’ on 
the part of those who find business the 


greatest sport of all. 
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When a jobber sees a camera he gen- 
erally stops work, gets a shine and starts 
the business of posing. But here’s one 
hat shows some real action—shows how 
‘ jobber really earns his money. Sam 
Melker of the Rockaway Electrie Supply 
‘0. of Brooklyn, N. Y. does the heavy 
ork of checking (cigar is permanent fix- 
‘ure) while Joe Turner merely assists in 
pushing the cable down to the basement. 











The above snapshot is of Mr. Van 
Rooyen, the genial buyer for the Radio 
Supply Co., 912-14 So. Broadway, Los 
Angeles, affectionately known as “Jake” 
to his host of friends throughout the in- 
dustry. It has often been said that Jake 
does the work of three men and at last 
we have the proof—note the three pencils 
in his pocket. We consider this a real 
achievement to have persuaded him to 
leave his work long enough to be photo- 
graphed. 





Chope Promoted 

The Wholesale Electric Company, 
313 Mills Building, San Francisco, 
has appointed A. B. Chope as man- 
ager of its Stockton office. Mr. Chope 
succeeds C. A. Rylander, who has 
joined the merchandising division of 
the Westinghouse Electric & Mfg. 
Co. with headquarters in San Fran- 


cisco. 
+ * 


Fred Johnson Heads Refrig- 
eration Department 

Fred L. Johnson has been appoint- 
ed sales manager of the refrigeration 
department of the Piedmont Electric 
Co., Asheville, N. C. 
which handles G. E. 
reports that it is doing an unusually 


The company, 
refrigerators, 


good volume in this line. 
* * * 


Ackerman Has Model Kitchen 
A model kitchen for the display of 
ironers, cleaners, 


ranges, washers, 


heating appliances and kitchen fix- 
tures has been added by the Acker- 
man Elec'l Supply Co., Grand Rapids, 
Mich. 
* * * 

New Des Moines Warehouse 

The Electric Contractors Supply 
Co., Des Moines, Ia., has opened a 
warehouse at 516 Wagner St., located 
It will 
be used for pole line hardware and 


adjacent to railroad tracks. 


other bulky merchandise which is pur- 
chased in car-load lots. 


SINCE 1895 











HERE ARETHE 
LATEST IN 
OUTLET BOX 
DEVICES 





CAT. NO. 
9303 250-watt pull socket 
on 3!/4-in. cover 


9304 250-watt pull socket 
on 41n. cover 

9305 660-watt push sock- 
et on 31/-in. cover 

9306 660-watt push sock- 


et on 4-in. cover 





Sockets are permanent- 
ly attached to covers. 
Each socket is fitted with 
6-in. No. 14 stranded 
rubber covered wire. 
Covers may be black, gal- 
vanized or brass lacquer. 
Pull Sockets have 7-in. 
chains; porcelain pendants 
will be furnished if speci- 
fied. 


These Are Exclusive 
Weber Items. 
Send For Sample 


HENRY D. SEARS 


General Sales Agent 
80 BOYLSTON STREET 
Boston MASSACHUSETTS 
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HE BASIC problem confronting the 
ie radio industry today is standardization 

of merchandising policies. To reach 
full stature and make use of the abundant 
vital force with which it was born, the in- 
dustry must cease to stunt itself by periods 
of over-eating and periods of fasting. More- 
over, like the human youngster, it hasn't 
gone far enough to build up immunity to the 
natural diseases lurking in its path and it 
has been catching about everything that 
came along. Everybody has taken a hand 
at doctoring it, quacks and theorists as well 
as practical merchandisers. Yet somehow it 
continues to grow and struggle on toward 
maturity. 


» 4 #4 


In the great triangular meeting that is to 
be held in Chicago this month, from the 
9th to the 15th there will be presented the 
greatest opportunity in the history of the 
industry to make real progress in standardiz- 
ing methods of doing business. Every branch 
of the industry will be represented, manu- 
facturers, jobbers and retailers will be there. 
They will meet jointly and they will meet 
separately. If all will look upon it in the 
light of a great clinic where ills are to be 


Inject Your Personality 
Into The Show! 





diagnosed and remedies determined upon 
through the combined knowledge and ex: 
perience of the best minds in the country, 
much will be accomplished. 


=; = 9 


We have reference to the Radio Trade 
Show to be held in the Stevens Hotel by the 
Radio Manufacturers Association and the 
simultaneous meetings at the same place of 
the Radio Trade Association and the Radio 
Wholesalers Association. This will no doubt 
be the most representative gathering of radio 
men in history. 


2404 


Any distributor who goes to this three: 
way meeting just to mill around the show 
and get ideas on the new lines that are com: 
ing out will not get much out of it or help 
anyone else. He should be at the meeting 
of his own branch of the industry and at 
as many of those of the other branches as 
he can attend. Not only that, he should 
make his presence felt and should cough up 
what is sticking in his crop. It is only by 
hearing all sides that understandings can be 
arrived at. 
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| The Editorial Advisory Board of THe JopBer’s SALESMAN includes the 
following outstanding figures inthe world of Radio: H. H. FROST, 
Vice-president of the Federal- Brandes Corp DUANE WANA- 
MAKER of Grigsby - Grunow - Hinds Co.; HAROLD WRAPE, 
President of Benwood-Linze Co.; POWEL CROSLEY, JR., President, j 
Crosley Radio Corp.; E.G. CLEMENSON, Assistant General Sales Man- 

ager, National Carbon Co., and F. H. BERNHARD, Technical Editor. 
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If you want to know, for instance, why 
it is that some manufacturers will take back 
“defective” tubes three months, six months, 
a year, after they have been used on a cus 
tomers set, and what can be done to put 
a stop to this nuisance that gums up the 
works all down the line, you will not find 
out by staying outside in the show room 
fussing with the doodads on a receiver. You 
will only find out and can only help to ad- 
just matters by being at the meetings where 
they are trying to arrive at a solution. 


24064 


Why is it that in the radio industry an 
order doesn’t mean anything—hardly worth 
the paper it is written on? Why is it that 
the distributor of radio will let a dealer get 
in debt to him for two or three thousand 
dollars and then, before fading out of the 
picture, even make the distributor take back 
a dozen sets? Why does the manufacturer, 
year after year, over-estimate requirements, 
overproduce and then dump? If we are 
ever going to get at the answer of these 
problems and a score of others it must be 
through some kind of concerted action. 


21.404 








Jobbers, bring your grist to the mill—all 
of it. If you are not already a member of 
the Radio Wholesalers Association, get in. 
Come as the purchasing agent of your ter- 
ritory. Bring with you intelligent knowl- 
edge of the requirements of that territory. 
Don’t come bringing a pack of wild guesses. 
Manufacturers in the past have been in the 
habit of swallowing them hook, line and 
sinker and then going back and oiling up 
the machinery and grinding out a million 
or so more sets than the country can absorb. 
Then you get it in the neck and it is as 
much your fault as theirs. 


* 2 98 


More than anything else, the manufac- 
turer needs the ideas and suggestions of the 
wholesalers and the retailers of radio to guide 
him in the kind of equipment to build and 
the quantities in which to build it. He needs 
to talk to these wholesalers and retailers per- 
sonally, intimately and in large numbers— 
not only his own distributors but all kinds. 
This great trade show and the meetings held 
coincidentally are the place at which this 
can be done. It can be made the biggest 
event in radio history. Go. Talk plenty. 
And talk straight. 


~~, 
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LEONARD E. PARKER 


Chairman Convention Comm. 


For Article On the R. M. A. Trade Show See Pages 166 and 167 of This Issue 
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Now the Price Range 
of the New Kellogg Line 
R. M.A ‘Trade Show 


CHICAGO 
June, II-15" 











Table Model 515, with Chassis *B’”’ 
complete with Kellogg A-C 
Tubes, $169 50 









Also at $225 


A beautiful burl walnut 
consolette, Model 518 with 
Chassis ““B” but without 
reproducer. A value that will 
make a spectacular Leader 
for the Kellogg Line. 


Model 514 with Chassis*‘A’’and 
Air Column reproducer, $495 


(Phonograph “‘Pick-up”’ extra) 








All Kellogg Models pw ins wool 
Priced Complete (Phonograph “‘Pick-up’’ extra) 


with Kellogg A-C Tubes 


With this wide price range there are exceptional profit 
possibilities in selling Kellogg Radio. Everyone, regardless of 
pocketbook, is now your prospect—if you are a Kellogg dealer. 


At the Trade Show see the new Kellogg models in our 
booth, B 25 and 26, Hotel Stevens Ballroom— and hear the 
marvelous Tone of Kellogg reproduction in the Kellogg 
Demonstration Salon, room 719, Hotel Stevens. 


For the benefit of dealers unable to attend the Trade 
Show we have prepared a complete presentation 
of this new line, which will be sent on request. 





Model 519, Chassis ‘‘B’”’, Cone 
pe reproducer, $275 


ty . ~ : ” 
Kellogg Switchboard & Supply Co., Dept. A-537, Chicago my fk 





Radio 








Kellogg | 








158 THE JOBBER’SfAJSALESMAN 





“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


Radio Through The Camera’s Eye 


Right—E. T. Flewelling, noted ra- 
dio engineer, and his new invention, 
the short wave adapter which is star- 
tling the radio world. The simple 
device, inexpensive, enables any home 
set to get great distance. <A tube is 
taken out of the regular home set 
and placed in the adapter and _ at- 
tached—presto !—London or any other 
distant station. The revolutionary 
invention will be marketed soon. 
Underwood. 


This is the winning display in the window 
display contest conducted by the Kellogg 
Switchboard and Supply Co. of Chicago. 
This was for dealers. Ten prizes were 
awarded to dealers all over the country. 
This window was designed and installed by 
T. M. Cook, Inc., Toledo, O. , 


A distinguished gathering of prominent scientists and 
engineers who witnessed the first transmission of motion 
pictures by radio in Washington. C. Francis Jenkins, one 
of the pioneers in the motion picture field, is the inventor 
of the new art, and is seen explaining part of the appara- 
tus. Left to right: Comm. C. C. Hooper, advisor to the 
Radio Commission; C. Francis Jenkins, the inventor; Brig. 
Gen. Georges QO, Squier; Carl Butman, secretary of the 
Radio Commission; Capt. C. Hill of the Signal Corps.; 
Commissioners Harold LaFount, Ira E. Robinson and Sam 
Pickard, of the Radio Commission.—Underwood. 





The great water-cooling system at the 
R. C, A. trans-Atlantic radio station, the 
world’s largest. The giant tubes are water- 
cooled because of the high voltage. Forty 
spouts send out 300 gallons of water each 
second. Note the huge towers which sup- 
port the 7,500 ft. aerial which transmits 
80 percent of all trans-Atlantic radio com- 
munication, and compare with the more 
economical and compact radio beam trans- 
mitters.—Underwood. 
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Slaslé Ra io 


Five New Models 
of 
Surpassing Quality 
Mark Another Milestone 
of Slagle Progress 


LL, 


For the 1928-29 season Slagle models 
will again utilize the Technidyne Cir- 
cuit which achieved such a decided 
success during the past year. Valu- 
able additions and refinements have 
been adopted, and the new Slagle 
most admirably provides all-electric 
operation, loop control, dynamic 
power speaker, phonograph pickup 
connection, — completely housed in 
cabinetry to harmonize with sur’ 
roundings of the most fastidious 
home. 





See them at the Second Annual Trade 
Show of the R. M. A., Stevens Hotel, 
Chicago, week of June 11th. 


Exhibition spaces 88-89 Grand Ball Room. 
You can hear all models in operation in 
Room 445-A and we will be glad to see 
you. 


SLAGLE Rapio COMPANY 
Fort Wayne, Indiana 





Division United States Electric Corp. 
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AT THE R‘M-‘A SHOW SEE THE NEW 


bd a te tal at a a ts ede 


AN 
A-C 
RECEIVER 


WORTHY 
OF A 
GREAT 
NAME 


As a manufacturer of 
Radio Power Units, Bal- 
kite has built one of the 
greatest names in the in- 
dustry. That name has 
been built ona very sim- 
ple principle—manu- 
facturing to a standard 
of quality. 

This standard is con- 
tinued in Balkite AC 
radio. Balkite has not at- 
tempted to go into the 
low-priced field where 
the market is already full 


P= >-d-Pep>adedede d= Peds b-bd bebe d>eh ede dodo de 





BalkiteRadio 





The BALKITE HIGHBOY A-7 


Showing the finely carved cabinet with doors closed. A cabinet to meet 
the taste of the most exacting household —by Berkey and Gay 





BALKITE A-5 TABLE MODEL 


Cabinet by Berkey and Gay. Complete except for tubes and 
speaker— $235 


Balkite Radio 


+ ho he he ht he he he he he he hn he ho ho ho he he he holo dnd 


and well-served. Balkite 
has attempted to pro- 
duce the finest commer- 
cial receiver that money 
can buy. 

Balkite recognizes 
that sucha receiver must 
be authoritative furni- 
ture as well as fine ra- 
dio. Both Balkite table 
model and console are 
housed in cabinets by 
Berkey and Gay. Noth- 
ing finer can be said. 

The receiver as an 
electrical instrument 
leaves little to be de- 
sired. 7 AC tubes. Neu- 
trodyne circuit. Push- 
pull audio. Single dial 
tuning. In the console a 
dynamic speaker, because 
only the finest speaker 
will bring out all Bal- 
kite tone. In all models, 
a dynamic drive is part 
of the set, so a dynamic 
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IN CABINETS BY 
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can be installed more 
simply and at a lower 
cost. A phonograph 
jack for operating your 
phonograph is provided. 
Single dial, direct drive, 
silent tuning. Com- 
plete shielding. Protec- 
tion against fluctuating 
voltages. Unique Bal- 
kite condensers. Con- 
struction that for sim- 
plicity and accessibility 
has to our knowledge 
never been equalled 
—construction worthy 
of an automobile. Yet 
these are details. Judge 
the set by its fidelity. 
The receiver will be 
backed by sound pol- 
icies. It will be adver- 
tised in the typical Bal- 
kite manner. Dealers 
who sell it, like Balkite 
dealers in the past, will 
make money. If you 
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Berkey & (ay 





The BALKITE HIGHBOY A-7 


Cabinet by Berkey and Gay. Includes dynamic speaker. Complete 
but for tubes-— $487.50 





BALKITE A-3 TABLE MODEL 


For those who want all radio. Housed in a simple but sightly all- 
metal case. Complete but for tubes and speaker— $197.50 


© OOOO QE 
haven't yet seen the 
set, write us. 


Fansteel Products 
Company, Inc., North 
Chicago, Ill. 


HAVE YOU 
SEEN 


THE 
BALKITE 
SYMPHION 


2 


It is the 
finest instrument 
in music 


SEE IT 
AT THE SHOW 


BOOTHS 85-6°7 
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Balkite Radio 
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Radio Through The Camera’s Eye 


Said to be the world’s only licensed 
airplane radio station. Major Liv- 
ingston G. Irving, of Dole Race fame, 
and his Breese racer, which has been 


transformed into Station KF BI. The , . % A) 
cabin has been made soundproof and ‘ "2 
the plane, capable of lifting 4,000 ‘ 4 wast 
pounds for a load, takes up a_ six- > 

piece orchestra, a radio operator and ‘ 

Major Irving. Regular programs 

weather permitting—are thus broad- 

cast from way up in the air.—Un- 

derwood. 


The “Three Musketeers of the Air,” 
Baron von Hueneveld, Captain Hermann 
Koehl and Major James C. Fitzmaurice, 
gave their first personal accounts of the 
Bremen’s flight over the Atlantic during a 
special Kolster radio hour arranged for 
them during their stay at the Ritz Carlton 
Hotel, New York. Special wires were in- 
stalled in their private suite and the micro- 
phones of the Columbia Chain carried their 
stories over the country. Major Herbert 
H. Frost, vice-president of the Kolster Ra- 
dio Corporation, as master of ceremonies 
presented the fliers to the radio audience. 





K. Atwater of Upper Mont- 
clair, N. J., owner of Station 
NU-2JN, reported that he had 
been successful in holding two- 
way communication on 10 meters 
(using low power) with two 
amateur stations on the Pacific 
Coast, being the first ever held 
on 10 meters from coast to coast. 
Some time ago, using the 10- 
meter band, he held a conversa- 
tion with Station EF-8CT in 
\rachon, France, for over two 
hours. ‘The American Radio Re- 
lay League of Hartford, Conn., 
expressed the opinion that the 
10-meter band might yet prove : on 
of actual worth in long-distance : CbPDp q 
transmission, although hitherto © semen 
found valueless by communica- 
tion engineers.— Underwood. 
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Majestic 


| 
_BLEGTRIC RADIO cannot —- a | 


Better Radio Set 
atany Price 























all that the | 


customer 


expects 


—and MORE 


Grigsby-Grunow Company 


4540 Armitage Ave. Chicago 
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McMILLAN A.C. RADIO 


also 


Something New 
and Novel for You 


at the Radio Show 


Meet us at Exhibit 79B 


or 
Demonstration Room 557A 
























ea oe 


HE McMillan A.C. Radio is a self-contained re- 






ceiving set with power supply incorporated into 





the Chassis. 











The set employs 8 tubes—four radio frequency, de 


tector, and three audio. Amplification of the push-pull 






type. It has a single illuminated dial control and rigid 






all-steel frame. 






Furniture is of an exclusive design controlled by us. 





















We have an Exclusive Franchise for Jobbers, One of the most complete 
sold on a rigid jobber policy basis. You are invited lines of high class radio and 
to write us at once for territorial arrangements on specially designed furniture 

ever shown. Priced from 






this popular and profitable line. $160.00 to $335.00. 


McMILLAN RADIO CO. 


Licensed only for Radio Amateur, Ex- 
D 7 perimental and Broadcast Reception under ° 
1421 S. Michigan Ave. ovine of Radic » Corporatio ~~ of ace Chicago 


and Associated Companies. 
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Radio in Europe 


By ALFRED MARCHEV 


President, Temple, Inc. 





UROPE is still four vears behind 
America in radio. In_ other 
words, if we go back four years and 
think of our receivers with many con- 
trols and “doodads,” to the era of the 
dial twister, then we have a picture 
of the average set in operation in the 
But, while 


on the subject of receiving sets, those 


European countries today. 


employing tubes form only about 
30% of the receivers in operation, 
70% being crystal sets with the aver 
age range of about 25 miles. 
Comparing the number of receivers 
tube 


—with the sets in America, num- 


sets and 





in Europe—crystal 
sets 
bers are about equal. Leaving Rus- 
sia out of the picture, the population 


of Europe is three hundred and fifty 


millions. This brings about a_ per 
capita ratio of three and one-half 


sets in the United States against one 


in Europe. The countries with the 
greatest numbers of receivers are 
Kngland, Holland, Denmark and 
Sweden, and the countries of less 


radio activity are France. Germany, 
Switzerland, Italy and Austria. 
There seems to be a popular mis 
conception in this country that many 
Kuropean nations, particularly Ger 
many, are countries of mechanics, 
where radio is not only thoroughly un 
but where 


\merica are closely approached. ‘This 


derstood, conditions — in 


is wrong. In Germany, for instance, 
radio is a mystery. The principles 
ire not generally understood, nor is 
iny attempt made by the owner of re- 
‘eiving apparatus to correct any dif- 
ficulties with the set himself, nor does 
If any- 
thing is wrong, the set is taken to the 
store from which it 

In Europe there are three princi- 
classes. The rich, the 
‘lass, and the poor—a class distinc- 
tion that we in America do not read- 
ily understand. 
siders radio a luxury, the middle class 


he ever attempt to service it. 
was purchased. 


pal middle 


The first class con- 
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hardly considers it at all, and the 
third class is entirely out of the pic- 


ture. 
About the broadcasting situation, 
stations are located in the principal 


the chain idea also is 


used, but not as in our case to trans- 


centers and 
mit exceptional programs to all sec- 
tions of the country, but rather to 
save expense on the talent. Victrola 


record broadeasts are much in evi- 


dence, as are also talks along educa- 


tional lines. Moscow has the _ best 
broadcasting station in Europe. Its 
concert orchestra broadeasts are far 


famed. 

If it will take us five years to ap- 
proach the saturation point in radio 
in this country, it will take twenty 
vears in Europe. The tube sets are 
nearly all regenerative circuits —some- 
Because of the 
broadcast range of from 400 to 2000 


times trick circuits. 


meters, sets must be made with inter 


changeable coils. Receivers, there- 
fore, are sold without tubes and with- 
out coils, the latter two items being 
extra equipment. 
A.C, 
ceivers in Europe is a thing that is 
in the very dim and distant future, 
mainly because there is nothing that 


Complete operation of re 


approaches a standardization of avail- 
We are liable to find 
110-220 and probably a half dozen 


able current. 
other voltages used to a considerable 
extent in any one country. As a ré 

sult of this condition, all electrical ap- 
paratus is comparatively high in cost. 
This will prove a considerable handi- 
cap to the ultimate A.C. operated re- 
ceiver in England and on the Euro- 
pean continent. 

From the standpoint of the sale of 
radio equipment in Europe, conditions 
are very much like they are in the 
United States, and in the sales pro- 
gram the jobber and dealer are to 
be found. The discounts granted by 
the manufacturer to the jobber vary, 
and may be anywhere from 40 per- 
cent to 50 percent and 10 percent 
off the list price. However, these dis- 
counts are never allowed on small or- 
ders as they are in the United States. 
A jobber, in order to be entitled to 
them, must take practically his en- 
tire seasons’ allotment or at least en- 
ter into a non-cancellable contract for 
it. The dealer will buy radio equip- 
ment from his jobber anywhere from 
25 to 33 percent off the list price. 

As a general thing, stores handling 


radio sets and accessories are exclu- 


Radio is not to be 
found in department stores, furniture 


sively radio stores. 


houses or music stores as in the United 
States. 
* oa * 
Sarnoff Makes Important 
Announcement 

The candidates for President will 
be both seen and heard on the screen, 
throughout the country this summer, 
according to an announcement made 
vesterday by David Sarnoff, presi- 
dent of the new RCA Photophone, 
Ine., a newly formed subsidiary of 
the Radio Corporation of America. 


Photophones, or “talking movie’ 
machines, are now being manufac- 
tured for use in theatres and public 


halls. All plans are being rushed, he 
said, to expedite deliveries of “‘Pho- 
tophone” devices to theatres through 
the country so that the candidates for 
the 


screen, and heard as well. before the 


national offee might be seen on 


November elections. thus bringing 
them more intimately in contact with 
the voters. 

films will be 


plied for use in these machines. In 


‘“Photophone”’ sup- 


these films the voice or music is elec- 


trically recorded on the film at the 


same time that the photographs are 
made. 
One of the important uses of the 


photophone. said Mr. Sarnoff, will be 
in schools. Leading educators are be- 
ing consulted as to educational sub- 
jects which should be covered in the 


photophone film service. 


ve oar 
Detroit Radio Show 
The Detroit Radio Show will be 


held in Convention Hall, October 15 
to 20. 


being 


Space reservations are now 
This 
given each year by the Radio Trade 
Association of Michigan will be under 
the management of A. M. Edwards, 


made. show which is 


as in former years. 
* #8 # 


Graybill Men Return 
Thos. Donohoe, radio man, and Jos. 
L. Breen, 
the job at John E. 
York, Pa. Both 


to their homes on account of sickness. 


man, are back on 
Graybill & Co., 


confined 


credit 


had been 


* * * 

Another Good Man— 
R. J. (Bob) Livingston, city sales 
desk, Pierce Elec. Co., Tampa, Fla., 
is wearing a broad smile—and with 


good reason—for he has jeined the 


benedicts. Congratulations! 
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Harry Alter 





Martin Wolf 
EXECUTIVE COMMITTEE OF 





They’re Headed For Chicago 


R. M. A. Trade Show Ready for Huge Crowd. Activities of 
Newly Formed Jobber Group Watched With Keen Interest 


HE STAGE is just about set for 

the annual gathering of the radio 
industry at the Stevens Hotel, Chi- 
cago, June 9 to 15. From the date 
of the formation of the Radio Manu- 
facturers Association no period has 
proved of more importance to those 
engaged in the promotion of this busi- 
ness than the week allotted to the 
show. 

During this week, manufacturers 
will display before their jobbers and 
the latest developments in 
sets and Shown, 


dealers 
radio accessories. 
too, will be the newest modes in radio 
furniture. News gathered from manu- 
facturers, indicates that the trend to- 
ward AC sets which was simply a 
trend in 1927 has arrived. And, it is 
a certainty that AC sets will predom- 
inate at the show. 

One of the most satisfactory results 
of this meeting is the fact that so 
much actual 
Last 


business was 


work is accomplished. 


year a tremendous amount of 


done and there is no 
doubt but that this year will prove a 
repetition of the previous one. 

Of equal importance with the R. 
M. A. Trade Show, is the convention 
of the 


ciation which will be held at the same 


Federated Radio Trade Asso- 
time and in the same hotel. Arrange- 
ments have already been made for the 
entertainment of delegates and mem- 
bers from the entire industry. 
Michael 
sociation section of 
that 


Ert, chairman of the As- 
the 
organizations, in 


Federated 
states 


many 





their attempt to better the conditions 
of the industry, have signified their 
intention of joining with this national 
movement. 

Julian Sampson chairman of the 
section of the Federated 
states that his organization committee 


Dealers 


will have complete plans ready for 
adoption by all of the dealers present 
and looks forward to securing the ap- 
plications of several hundred dealers 
in organizing this group. Many have 
expressed themselves in favor of a 
national organization and are anxious 
to co-operate to help this section of 
the Federated be a complete success. 

George Riebeth, chairman of the 
Manufacturers Representatives sec- 
tion is highly optimistic concerning 
Manufac- 
turers representatives and salesmen 


the outcome of his group. 


are eligible for membership and 
should find this section a medium for 
contact with the trade. The organ- 
ization committee will submit a com- 
plete report on their activities. 

The Federated Radio Trade Asso- 
ciation will meet with the open meet- 
ing of the Radio 
Association on Tuesday, June 12. 


Manufacturers 
On 
Wednesday, June 138, all of the sec- 
tions of the Federated will hold indi- 
vidual meetings for the discussion and 
On 
Thursday the board of directors of 


solution of their own problems. 


the Federated will meet to jointly 
discuss the result of their Wednesday 
sectional meetings. They will discuss 
the program for the coming year and 


outline the activities of the organiza- 
tion. 

Of chief interest, however, to job- 
bers are the activities of the Radio 
Wholesalers Association, the jobber 
group of the Federated. They will 
hold a closed membership meeting on 
Saturday, June 9, at the Stevens 
Hotel preceding the trade show. At 
this meeting problems of the whole- 
sale trade will be discussed. 

The Manufacturers Relations com- 
mittee headed by Harry Alter of Chi 
cago, have some interesting news to 
present to the entire membership re- 
garding their work during the past 
two months. The Dealers Relations 
committee headed by Fred Wiebe of 
the Brown & Hall Supply Co., of St. 
Louis, will also present a report of 
their activities. 

This will be the 
membership meeting of the Radio 


first complete 


Wholesalers Association and promises 
to be one of the most successful held 
in trade association activities. Many 
radio wholesalers besides the members 
already signed up have signified their 
intentions of affiliating themselves and 
attending this most important meeting 
as a member. 

The Radio Wholesalers Association 
has grown from a very modest begin 
ning during the Milwaukee Conven 
tion of the Federated to a nation-wid 
organization with the most prominent 
wholesalers in the country belonging 
to this recognized group. In order 
to have the association function in th 
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R. C. Colman 
RADIO WHOLESALERS ASSOCIATION 
(Other Members—Fred Wiebe and J. F. Connell) 


best possible manner requests have 
been made to all the members to sub- 
mit ideas and suggestions on the 
problems the radio wholesalers should 
handle. Many new and interesting 
features have been developed in this 
manner and it is expected that their 
solutions will have a great stabilizing 
effect not only on the industry, but 
also on each member as well. 

The Association is holding an open 
meeting on Wednesday, June 13, at 
the Stevens Hotel for all radio whole- 
salers in attendance at the convention. 
At this time memberships will be in- 
vited. Election of officers will take 
place during a closed meeting in the 
latter part of the forenoon. Every 
radio wholesaler should feel it his 
duty to attend these meetings and co- 
operate with this group at this meet- 
ing in their attempt to better the 
entire industry. 

J. F. Connell, chairman of the 
membership committee has reported 
that he has letters from hundreds of 
radio. wholesalers evincing their in- 
terest in this organization and they 
ire coming to the convention with the 
intention to affiliate with this rapidly 
vrowing group. 

Martin Wolf of the Electrical Ap- 
pliance Co., Chicago, spent several 
days during May in an active attempt 
to interest many of his friends among 
the electrical jobbers in this associa- 
tion. 

On Friday June 15, there will be 

board of directors meeting of F. R. 
'. A. with R. M. A., and N. A. B. 

President Harold J. Wrape is most 
ptimistic concerning the outcome of 
‘he entire convention and believes it 

ill prove the most successful meeting 
ever held. 

The Radio Wholesalers Association, 
n particular, should have a most 


Harold Wrape 


fruitful meeting. As M. F. Flanagan, 
executive secretary of the R. M. A., 
pointed out to the Missouri Valley 
Jobbers Association at Excelsior 
Springs, Mo., on April 20, the phi- 
losophy of merchandising cannot 
easily be applied to radio as it exists 
and is sold today without serious con- 
sideration of the ethical and logical 
reaction that will be experienced by 
the wholesale, or jobbing interests 
that form the most advantageous gate- 
ways to every worth while and ac- 
cessible market. 

No line of logical analysis could 
be drawn from the point of produc- 
tion to the shelves of consumption 
without clearly and indelibly indicat- 
ing its passage through accepted job- 
bing channels. The chart would be 
grossly theoretical and highly specu- 
lative unless it was so drawn. 

In more staid industries 
changes in marketing methods have 
come in normal sequence, and where 
the evolution of outlets was so gradual 
as not to cause more than a rippling 
disturbance, the foundations of in- 
dividual middle-men have had the ex- 
ceptional advantage of long periods 
of time in which to become rooted in 


where 


the economic scheme of things. 

In such staple lines, jobbers’ asso- 
ciations and other forms of co-ordi- 
nated effort for the common good are 
not usually threatened with trade 
squalls that are likely to upset the 
even tenor of their existence. 

By contrast, the rapidity with 
which the merchandising horizon of 
radio has changed, due largely to the 
favored place this industry was given 
at the bosom of public patronage and 
its consequent record-breaking growth, 
presents a problem that, while facing 
the industry as a body, has neces- 
sarily and unavoidably been left for 





Thomas White 


the various concerned to 
work out for themselves. 

The reduction of retail outlets that 
could properly be called radio stores, 
has dwindled in two years, from 
45,000 in 1925 to 30,000 in 1927. 
The shrinkage is still perceptible and 
it is reliably forecast that 1929 will 
find less than 25,000 acceptable radio 
stores in the United States. 

Coincidentally, the effect of all this 
has thrown the lot of jobbers who 
originally sold radio in widely sep- 
arated fields, fostered primarily by 
the precedent of the business in which 


agencies 


they were engaged at the advent of 
radio, into one basket. 

This has had the natural result of 
making them interdependent for their 
continued progress in relation to other 
groups in the industry, that by the 
same token had become highly organ- 
ized in the meanwhile. 

Instances are rare at this time when 
electrical, automotive, musical instru- 
ment and independent jobbers who 
were formerly only remotely com- 
petitive, are pursuing a program of 
sales today that does not bring them 
into shoulder to shoulder contact with 
each other. 

The dawning of this new era of 
highly intensified competition, bring- 
ing as it does one jobbing organization 
sharply against the other, emphasizes 
the urgency of the type of harmo- 
nious co-operation for the prevention 
of needless friction and the mainte- 
nance of equitable relationship that is 
to be realized only in an understand- 
ing to get together, stay together, 
work together and grow together for 
the common good of all. 

Through concerted action on all 
issues of whatever nature, will be 
found the happy solution to individual 

(Turn to Page 206) 
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“AT THE STEVENS” 


ON the following pages is presented an exhibit of outstanding radio 

products available to jobbers for the 1928-1929 season. It is 
presented on the occasion of the R M A Trade Show at the Hotel 
Stevens, Chicago, Ill., June 11 to 15. 


This exhibit of radio products that are ‘sold through jobbers” is a 
convenient index for the use of jobbers in compiling their catalogs for 
the coming season. 
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‘ MODEL 15 


‘298 

















# Air Column 


RUE realism in speaker reproduction, for 
which Temple Air Columns are justly 
famous, has taken another step forward— 
Model 15 is ready. Another year of develop- 
ment has culminated in an offering that shows 
a marked improvement—from a performance 
standpoint, from a manufacturing standpoint 
and from a sales standpoint. 


Temple Model 15 is the new improved and 
longer exponential air column—the same math- 
ematically correct and properly designed type 
of speaker which made the name Temple fa- 
mous. It is lighter in weight and smaller, yet at 
the same time the improvements in its tone are 
the most important of all. Advanced manufac- 
turing facilities have made all these things 
possible and we find in this new model a tonal 
beauty, a natural reproduction of the actual 
broadcast, a response to all frequencies, and a 
handling capacity that is really a revelation in 
speaker construction—all with volume to 
spare. 


From the standpoint of appearance Model 15 
will impress everyone with its rich and pleasing 
beauty—truly a masterpiece of harmony in its 
artistic and dignified lines. Even the most 
critical will take their hats off to it. It is encased 
in genuine walnut with sides of the same color 
in beautifully grained leather effect. 


Model 15 is even better than that—you'll 


have to hear and see it to appreciate it. 


See the new Temple Speakers 
at the R. M.A. Show 
Space 108 


LEADERS 
IN SPEAKER DESIGN 
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the New 


SPEAKERS 
Air Chrome * 


NCE again Temple steps to the center 

of the stage with a new offering to the 

radio industry —the new Model 20 Air 
Chrome Speaker. Its entry promises to be just 
as sensational as that of the famous Temple Air 
Column when it was first announced, and its 
bow to the public will receive the same en- 
thusiastic approval. 


Coupling as it does the latest and most 
advanced principles of reproducer design with 
an unequalled engineering and manufacturing 
experience this new model promises unheard of 
sales possibilities and will be in great demand 
especially among the class that is satisfied only 
with the finest in tone reproducers. 

Model 20 is of the open radiator type with a 
large surface diaphragm. The balanced tension 
principle of its construction however, lifts it 



























bodily out of the class of cone type speakers. In wine lecreren 

Air Chrome construction the larger, or front 

half of the diaphragm is tuned to the lower Mw 

frequencies while the smaller, or back half is cu 

tuned to the higher frequencies. Each and every mM 


tone reproduced may be said to be individually 
distinctive, its frequency range is from lowest 
bass to the highest treble, all with a degree of 
naturalness that is as startling as it is pleasing. 


Principle 














Of refined beauty, its design adapts itself 
with harmony into the surroundings of the 
most fastidious—its genuine walnut frame to- 
gether with the leather effect of its sides give 
it an eye appeal most pleasing, to say the least. 





“MODEL 20 | 


On demonstration in Room 457 


Stevens Hotel—during the 3 > 


R. M. A. Show iat 


TEMPLE, INc. - —“5 yr yr 


1937 S. Western Ave. Chicago, U. S. A. 
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THE OPERA 
This magnificent Console contains. the 
combination Amrad Radio and Phono- 
graph, French renaissance design, period 
Louis XIV, of richly figured walnut, front 
panel, legs and stretchers decorated by 
overlays of hand carved walnut and hand 
carved ornaments. Dimensions 5634x32x 
1814”. 
The radio is purely electrical house cur- 
rent type, using power tube UX-250 or 
UX-210. Extremely sensitive and _ selec- 
tive, and completely shielded. The Dy- 
namic Power Speaker is R. C. A. 105, and 
represents the highest achievement in radio 
tone production, giving both high and 
low musical notes with full beauty and 
power. Illuminated dial with bronze es- 
cutcheon plate enameled in color, and sin- 
gle dial control. Has finest type of modern 
electrical phonograph, record compartment, 
etc. Price $875 (without tubes). 
Priced slightly higher West of the 
Rockies. 
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It is with unusual pride that we announce to the radio 
trade this line of electrical radio receivers representing 
the most modern developments, the crest of engineering 
achievement, and a tone quality that we believe has 
hitherto been unknown in the industry. 

Four console models, the product of America’s foremost 
designers, perfect pieces of modern furniture, each one 
equipped with a Dynamic Power speaker specially 
mounted on a baffle board, each one purely electrical in 
operation—and with a radio chassis produced to obtain 
the finest possible results under present day broadcast- 
ing conditions. 

Authorized AMRAD distributors now have sample sets 
on display, and we urge you to hear them, test them 
and carefully examine them before determining upon 
your line-up for 1928. 

In the field of fine radio receivers there are few that 
match the Symphonic Series in appearance—none that 
surpass it in radio efficiency, and in tone production 
AMRAD stands alone! 


AMRAD models in the Sym- 
phonic Series are designed and 
priced to SELL! They rep- 
resent extreme value—and will 
be advertised nationally to ten 
million consumers. And the 
prices are astoundingly moder- 
ate. 






The AMRAD 
Electrical Chassis 
uses three stages 
of radio; detec- 
tor; two stages 
of power amplifi- 
cation and two 
rectifiers—8 tubes 
in all. Uses power 
tube UX-210 or 
U X-250. 







THE AMRAD 
CORPORATION 


Medford Hillside, Mass. 


AMRAD sets are mani 
factured under _licens« 
contract between Radi 
Corporation of America 
and Crosley Radio Co: 
poration. Licensed un 
der Hazeltine and La 
Tour patents issued an 
pending for radio ama- 
teurs, experimental an 
broadcast reception. 


POWEL CROSLEY, JR 
Chairman of the Board 












J. E. HAHN, 
President 


MAA a, 
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DYNAMIC 
MODELS 


THE NOCTURNE 

A beautiful Console model of Wal- 
nut veneer, with doors of choicest 
Butt Walnut stock. Finished in the 
most modern trend. A built-in Dy- 
namic power speaker gives a tone 
production of marvelous fidelity and 
rich beauty. The radio is purely 
electrical house current type, uses 
power tube UX-250 or UX-210. 
Specially designed to give utmost 
selectivity, double shielded and ex- 
tremely sensitive. Illuminated sin- 
gle dial control, and bronze escutch- 
eon plate enameled in color. Di- 
mensions 50x30x17”. Price $295 
(without tubes). 

Priced slightly higher West of the 

Rockies. 





SPECIAL FEATURES 
The chassis includes a tone control in 


the rear of the Chassis, enabling the 
iser to adjust the tone of the receiver 
to suit his taste, emphasizing either the 
high or the low notes. 
lt also has an electrical phonograph 
pick-up attachment which becomes ef- 
tective by throwing a small switch, em- 
loying the audio amplifying system 
electric dynamic speaker for phono- 
raphs of any type—giving the full 
hness and volume of tone, even in 
e case of small portable phonographs. 
ne of the outstanding features is that 
hich permits the use of the electrical 
nnection for the receiver (through the 
mp socket) as an antenna and ground, 
which case neither outdoor or in- 
r antenna is necessary. Best results, 
vever, can be obtained by use of an 
oor antenna and ground wire. The 
ncipal use of the antenna plug-in is 
emonstrating the receiver either in 
home or in the display room. 


THE SONATA 
Louis XVI, finished in light wal- 
nut with Butt Walnut doors and 
inside panel. Decorative panels of 
satinwood and zebra wood, add 
character as well as beauty. A 
fine piece of furniture for any 
home, in harmony with modern 
design. 
The inside panel contains a hand- 
some bronze enameled escutcheon 
plate with illuminated single dial 
control. The radio is the most 
modern purely electrical design, 
using power tube U X-250 or UX-210. Double shielded, 
extremely sensitive and designed for utmost selectivi- 
ty, with a full rich tone that has never before been 
achieved in a Console radio, and is due to the use of 
the very finest type of Dynamic loud speaker (R. C. A. 
105) giving the entire range of the musical scale with 
exquisite beauty and power. Dimensions 5114x34x17”. 
Price $475 (without tubes). 
Priced slightly higher West of the Rockies 


THE CONCERTO 

This beautifully proportioned cabinet 
reflects modernistic tendencies in furni- 
ture. Finest veneers are used with top 
and sides of American walnut and 
front of diamond matched oriental 
walnut. .Exquisite satinwood border. 
Doors swing fully back. The decora- 
tions are of genuine solid brass in 
antique finish. Dimensions 4914x30'%x 
173%”. 
The CONCERTO contains the purely 
electrical Amrad chassis using power 
tube UX-250 or UX-210. The unique 
tone quality is achieved by an electric 
Dynamic power speaker built into the 
cabinet, with exclusive Amrad ccnstruc- 
tion. It is double shielded and has ex- 
treme selectivity and sensitivi- 
ty. Illuminated single dial 
control and bronze escutcheon 
plate enameled in color. Price 
$320 (without 
tubes). Priced 
slightly higher 

est of the 
Rockies. 
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Ten 


Commandments 


Manufacturing 

I BUILD—a standard type of tube for every radio requirement. 

II PERFECT—each new type of tube before announcing it to the trade. 
III INSURE—constant quality by critical inspections of every tube. 












Selling 


IV ENCOURAGE — uniform trade discounts and discourage price cutting. 
V PROTECT—the trade agaiast price decline on all tubes in stock. 
REPLACE —returned tubes on basis of satisfaction to the customer. 











Advertising 


VII INFLUENCE—every radio tube user through broadcast advertising. 
VIII STIMULATE —the trade through bulletins and trade-paper advertising. 
BRING— buyer to dealer with newspaper advertising and store display. 


All Together 


X COMBINE—the efforts of every department to build, perfect, insure, 
encourage, protect, replace, influence, stimulate and bring profits to 
those who sell Sylvania tubes. 















SYLVANIA PRODUCTS COMPANY 
EMPORIUM, PENNA. 


Tune in on the Sylvania Foresters 
each Wednesday night at 8.30 (east- 
ern daylight saving time) through 
stations WJZ, WBZ, WBZA, KDKA 
and KYW— and you'll hear one of 
the reasons for the increasing popu- 
larity of Sylvania Tubes. 





mMenorn 


REM.A 
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Andrews - Hammond 
Corporation, under 
Patent No. 1,637,795 
and applications 
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A. GC. CONVERTER 
See it on display 
at the trade show 


Dealers will see in the new Abox a rich opportunity to 
create more business and quick profits. 

Over three million D.C. set owners want A. C. opera- 
tion of their sets. Naturally, they resist any suggestion to 
discard their sets, tubes and equipment. The dealer who 
explains that the Abox A. C. Converter will give them 
A.C. operation of their present sets, with the same tubes, 
will be rewarded with profitable sales. 

Tell the story to your mailing list of D. C. set owners. 
Dress up your window with an Abox Girl*. Tie up with 
the big Abox newspaper campaign. Circulars which we 
will gladly supply in quantity describe the Abox and its 
uses in a Clear, understandable way. This is your oppor- 
tunity to participate in another big, successful Abox year. 


*The Abox Girl is a life-size, ten color, lithographed display 
which is sent free to Abox dealers while the supply lasts. 


















BOOTH No. 158 
Stevens Hotel, Chicago 







June 11-15 










Model 66 Abox A. C. 
Converter illustrated 
Operates any set from three 
to eight tubes. Complete with 
receptacle for “B” supply unit 
and a portable mastercontrol 
switch on extra cord. 

Input—100-120 volts, 50- 
60 cycles A. C. 

Output—2 amperes, 6 volts 
Bc. Price $35.00 


Model 4 V. for 4 Volt Tubes 
Output—.75 amperes, 4 volts 
D.C. Price $27.50 


Prices higher on West Coast 
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When you hear 
Operadio, instant- 
ly—you know it’s 
better! The tone 
all 





values are 
there. 


The “‘New Senior”’ 


Better than ever. Added re- 
finements in appearance and 
finish will make this model 
more popular than ever. 
Weight materially reduced. 
Price $25.00. 


The Junior 


New finish—lighter weight. 
One of the greatest values at 
the Price $15.00. 





A complete line ranging in 
price from $15.00to $250.00, 
including Dynamic models in 
cabinets. All Cabinet models 
supplied with or without the 
new Operadio Super Power 
Amplifier. 


The Bloc-type has established 
itself as an entirely new, dif- 
ferent and better kind of 
Speaker. Stonite, the inert 
material of which the tone 
chambers are made, prohibits 
distortion and wave absorp- 
tion. It has at last made pos- 
sible radio recreation su- 
preme in musical beauty— 
an accurate reproduction 
over the wide range of musi- 
cal sounds, 


Prices slightly higher west of 
the Rockies and in Canada. 
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OPERADIO: 5Z 
SPEAKER * -)’ 


| Beautiful! 


The last word in Speakers for use in the home. 
Operates efficiently with any set---A. C. or D. C. 
---regardless of design. The new Westminster 
Model at $35.00 will be on demonstration at 
the R.M.A. Trade Show. 


See It---Hear It---Don’t Miss It! 





SUITE 705. STEVENS HOT 
Manufacturers P 
OPERADIO ales eaecronecnatinl 
MFG. CO. — — 
Dept. J 
St. Charles, ites ae 
Illinois BLOC TYPE naan Chicago, Il. 


(PATENTED) 
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Bradleyohm-E 


Provides ac- F 
curate plate 
voltage’ con- 
trol for B 
eliminators 
and other ra- 
dio applica- 
tions which 
require ac- 
curate ad- 
dl justment of high resistance over a 
a wide range. Not affected by time, 
atmospheric conditions or use. 








Bradleyunit 





This fixed resistor provides a 
fixed resistance value that does 
not change. It is not affected by 
age, temperature or humidity, 
and will not deteriorate in service. 
Furnished in a wide range of 
resistance values. Provides accu- 
rate, unvarying resistance values. 


Radio Resistors 








A reliable filament control rheo- 
stat for supply transformers of 
500 watts or less. Improves appear- 
ance of any transmitter panel. En- 
dorsed by leading radio engineers. 








Bradleystat 


A noiseless, 
stepless rheo- 
stat for filament 
control. Its flex- 
ible adjustment 
provides the 
ideal resistance. 
One Bradley- 
stat handles all 
tubes. Scientifi- 
cally treated 
discs providing the resistance do 
not deteriorate in service. 














Has all the characteristics of per- 
manence provided by the Bradley- 
unit and is provided with taps 
for obtaining varied resistance 
values. Very accurate and does 
not deteriorate in service. 


Radioleak 








Provides stepless grid leak resist- 
ance for transmitters. The graphite 


discs assure permanence and de- 


pendability of opération. Not 


affected by atmospheric changes.. 














Bradleyleak 


This varia- 
ble grid leak 
assures the 
ideal grid 
leak value 
for all tubes. 
Is easily in- 
stalled on 
any set and 
enables op- 
erator to get the best possible 
results, under widely varying 
operating conditions. 

















HEextensive useof Allen- 
Bradley Radio Resistors by 
manufacturers is significant 
evidence of their merit. Their 
enviable record since the very 
inceptionof popularized radio 
assures a ready acceptance 
for every Allen-Bradley item. 


Hook up with the well- 
known Allen-Bradley Line 
and pave the way to bigger 
profits from parts business. 





Bradleystat E-210 


Bnglgsint 


rrre — #0 





For transmitters up to 10 watts.. 
Provides noiseless, stepless adjust- 


- ment of filament circuit on trans- 


mitters up to and including 10 
watts. A favorite with amateurs. 
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Up and Coming/ 


ADIO TUBES 


A Line You Will 
Be Proud to Represent 


Because 


Dun’s and Bradstreet’s million dollar rating is 
behind each guarantee. 


Any unsatisfactory tube will be 
replaced without question. 

















They are backed by 28 successful years of lamp 
manufacturing experience—plus a highly spe- 
cialized group of radio tube engineers with the 
most modern equipment at their command. 








A complete line of AC and DC tubes for all 
purposes. 


Jobbers—Champions have a great future. 
Write for proposition now! 


CHAMPION 
RADIO WORKS, Inc. 


139 Pine Street 
DanVers, 


Massachusetts 













All Champion 
Tubes are packed 
individually 
in unique transpar- 
ent display packages 
—six to a carton. 
It’s what you show 
on your counter 
that makes for sales. 











Talk fo, 
va 
Themselves 
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Two Fast-Selling Summer 


Assortments p AY- OV A 


FLASHLIGHTS 


At Two Popular 
Retail Prices 












be 


ag 4 


No. 6 RAY-O-VAC 


Assortment 


Six tubular head Ray-O-Vac Flash- 
lights—three nickel, three black cases. 
Durable, dependable, well-made of 
quality materials. Fittings of heavy 
brass highly nickel plated. Packed in 
attractive self-selling counter display 
case. Retail selling price (with battery) 


$1.00 Each 


Retail value of 6 Flashlights, with- 
out batteries . ee ae 
Dealer’s price of Assortment, with- 
Gut DAHEHES « . « «+ s » « BRS 
Dealer’s Profit. . .. . . 1.26 
Dealer’s Additional Profit on 
batteries . . . . . . + 0.69 
TOTAL PROFIT . . $1.95 





$4.20 





Two nickel focusing and two black 

focusing spotlights ...throw a 300-foot 

beam ...and two miner head flash- 

lights that give a wide spread of light 

for short range use. In self-selling 

counter display case. Retail selling 
price (with battery) 


$1, 75 Each 


Retail value of 6 Flashlights, with- 
out batteries . ... . 


Dealer’s price of Assortment,with- 
out batteries . ... . ss . 5.58 


Dealer’s Profit . . .. . 3.12 


Dealer’s Additional Profit on 
batteries. . » « « B69 


TOTAL PROFIT . . $3.81 


$8.70 





Just in time for the summer trade—motor- 

ing, camping, vacationing! Order two of 

each assortment from your jobber—one for 
your window, one for your counter. 


FRENCH BATTERY COMPANY 
Madison, Wisconsin 


Also makers of Ray-O-Vac “A”, “‘B”’ and “‘C” Radio 
Batteries, Ray-O-Vac Flashlight Batteries, Ray-O-Vac 
Telephone Batteries and Ray-O-Vac Ignition Batteries 


RAY-O-VAC BATTERIES FIT ALL FLASH- 
LIGHTS AND MAKE THEM BETTER 
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Protects A-C Sets, 





Sold in a 


display carton 


10 to a box 
$2.25 each list 


40% discount 


saves tubes— 
cuts service time, too! 





Excessive voltage harms A-C sets and ruins 
tubes. They are built to operate on a line 
pressure of only 110 volts. In many cities 
the normal line voltage is from 112 to 118 
volts. In most cities, too, the voltage so 
varies that, at certain times of the day, it is 
high enough to burn out the tubes and seri- 


ously to harm the step-down transformers. 


The Wirt A-C Voltage Regulator No. 211 





WIRT 


rotects sets from ‘‘surges’’ and excess voltages. It 
A-C VOLTAGE 


prevents tubes and other parts from burning out. It 
banishes extraneous tube noises. It also enhances 
the tonal quality of the set and gives more perfect 
reproduction of music and speaking voice. 


REGULATOR 





INDICATOR 


Assure satisfaction of installations, save your serv- i 
. . e TURN THIS CONVENIENCE 
ice time,* banish customer troubles — make added RING TO OUTLE 
VOLTAGE 


profits by advising and selling the WIRT A-C Volt- 


*A New Jersey dealer writes 


age Regulator No. 211. Standard discounts. All job- us that the Wirt A-C Volt- 


bers can fill your orders. Or, write direct to: 


Wirt 


age Regulator will save 
him hundreds of dollars 
in service calls 

















5221 Greene Street 


JOwi PANY 


Philadelphia, Pa. 


MAKERS OF “DIM-A-LITE” AND “DIM-A-LAMP”’ 


INDUS 


} 
] 


New York, N. Y. Chicago, III. San Francisco, Calif. 
Hathaway & Co., Inc. Geo. Richards & Co. James J. Noble Company 
16-22 Hudson Street 557 W. Monroe Street 915 Bryant Street 
ae Eee Oe EE Re NE ee ———————----—-—--—--—-F 
The Wirt Company 
Dept. J. S., 5221 Greene Street, Philadelphia 
Please rush me 1 carton of 10 Wirt A-C Voltage Regulators, No. 211 and charge them to me through 


the jobber named below. 
Name and Address 


Jobber’s Name and Address 


Sie Rie RT cB ts 





! 
| 
| 
1 
' 
' 
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Entertainer 
Model 58 


West of the Rockies 
$27.50 


Canada 
$33.50 







Here is a worthy addition to the Trimm 
Family of Quality Reproducers. A new type 
of balanced armature unit, extremely sensi- 
tive yet ruggedly built to give perfect service 
over long periods of continuous operation. 
New spring feature with double coil gives 
positive control over the air gap. Absolutely 
free edge cone. Reproduces over a wide 
range of audibility, handling all details with 
true fidelity. Volume with mellowness and 
entire absence of blasting or distortion. 
Cabinet of beautiful paneled two tone 
















va 


SSTABLIS 


Concerto Grande Cone, 17” diam., $16.00 
Concerto Cone, 14” diam., $10.00 
Concert Horn, $25.00 

Home Speaker Horn, $10.00 













A MANUFACTURING 


Dependable Headsets, $4.00 
Professional Headsets, $5.50 
Concert Unit for Horns, $8.50 









walnut, with bronze mesh screen front and 
back. 

Jobbers and dealers who have tried this 
new reproducer are enthusiastic and repeat 
orders testify to its ready acceptance. After 
thorough test one of the most prominent 
distributors of highest quality, nationally 
known receivers has ordered samples for 
their salesmen to use in demonstrating their 
sets. 

Send at once for complete description and 
discounts. 


Br Bes, 
, 









HED 1922 


TRIMM CONES—HORNS—HEADSETS—UNITS 


Concerto Grande Unit for Cones, $9.00 
Concerto Unit for Cones, $6.00 

Giant Phonodapter, $10.00 

Little Wonder Phonodapter, $4.50 

















June, 1928 THE JOBBER’S fsa LESMAN 183 
-_—_— 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY.” 


MILLIONS 
NR KS = 
MILLIONS 
TO BE 
REPLACED 


How many will you Sell? 


As long lived as Raytheon Tubes are, they do wear out finally. 


We have designed this sales-making counter display carton to hold four BH tubes, which 
gives you a unit of sale of $10.80 instead of $2.70 when you sold one at a time. 


Our trade paper and direct-by-mail advertising is telling your dealers about the large replace- 
ment market for Raytheon BH tubes and our newspaper advertising is acquainting the radio 
public with the fact that their “B” Eliminator tubes need replacing every few months. 


Have your dealers get their share of this business by displaying the new Raytheon Standard 
Package. 


RAYTHEON MEG. COMPANY—Cambridge, Mass. 
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§ F you sent your salesmen to their 
radio dealers with a rectifier tube 
which was_ indestructible—bone 

dry—noiseless—of long life, and of 
high efficiency, and one which could 
be used on all makes of chargers, 
trickle or full rate, they would do some 
nice business, wouldn't they? 

In the Handy Metallic Rectifier 
Tube you are offered just that for dis- 
tribution. Here is a 2 to 2'% am- 
pere dry indestructible tube the 
demand for which is increasing 
with leaps and bounds. And it car- 
ries a guarantee for one year. 


Same list—greater discount. 


You are also offered by us two Handy 
Trickle Booster Chargers with low and 
high rates equipped with .\mmeter and 
Handy Metallic Tubes. 

For both your radio and garage trade 
we have a line of garage type chargers 
1 to 6 bat- 
Q batteries). 


ranging from the type 6-B 
teries) to the type 30-B (1 to 


( 
‘ 
3 


6 and 12 ampere rates. 


Write at once for details. 
6-B 
30-B Ideal for small radi 
Combines the advantages of ‘‘Con and battery service 
stant Potential’? and ‘‘Series’’ stations (1 to 
charging (1 to 30 batteries) Batteries) 6 
6 and 12 amperes amperes 


INTERSTATE ELECTRIC Co. 


4339 Duncan Avenue Saint Louis, Missouri 
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FINDLAY 
Sold Only 








UNDREDS of thousands of Radiola, Kolster. 

Crosley and Atwater-Kent table model radio 
sets will be sold this year. Hundreds of thousands 
of these sets have already been sold. Every one 
should be provided with a Findlay Metal Console 
Table to give them the proper setting. <A table 
model radio set without a Findlay table to match 
is like a diamond without a setting or a house with- 
out paint. Findlay Console Tables are designed to 
conform to the finish of the sets for which they are 
intended and will harmonize with the appointments 
of any home. This vast market already made—and 
growing larger every time one of these four sets 
is sold—is wide open to every radio jobber. Get 
your share of this business on the most distinctive 
radio table on the market. 

















‘onsole Table No. 18 . 
Con pines i Console Table No. 704 


y S 
N2 more beautiful lighting effect could be CROSLEY 
imagined than that produced by Jewel 4 
table (shown above) and floor lamps and fix- 
tures. They represent the utmost in beauty 
both lighted and unlighted. Like all other a 
| Findlay and Wahle Products they are made 3 











Ne 4 



































to be sold through jobbers and they do sell. 
The Sunbeam Health Ray Therapeutie Lamp, N 
made in table (illustrated below) and floor i 
models, is the latest big seller added to the 
Findlay family of jobber products. There is ' 
a wide margin of profit in Findlay products : 
and a year-round market for them as well Fi 
Get the full facts at once by mail or at your ' 
booth at the Radio Trade Show in Chicago ; 
i 
: 
; 
ATWATER-KENT No, 1250—Table Model KOLSTER 
: Console Table No. 37 Sunbeam Health Console Table No. 6] 
4 sienna Ray Therapeutic f . egrrnennnenrcae 
& ‘ | New tables will be an- 
Get acopy of our latest arene nounced as new _ 
catalog on _ Findlay are announce y 
lighting equipment. manufacturers. 


Robert Findlay Manufacturing Co. 


Pee 5 (Albert Wahle Ca., Inc.) Show Room: 
Metropolitan and Morgan Aves., Brooklyn, N. Y. 242 kitth eee New Yark, N.\Y. 


ee eee ee 
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Radio Tube M 


WHEN you offer CeCo Radio Tubes to 

dealers, you have selling advantages 
plus—features that build sales for your deal- 
ers, a repeat order business, and profits for 
you and your house. 





The greater clarity, sensitivity and volume 
and the longer operating life are outstanding 
CeCo characteristics—resulting partly from 


The Largest 


EXCLUSIVE 
anufacturers in the Worl 


A visit to our exhibit, space 107, at the Chicago Radio Show, will be time 
well spent to obtain valuable information and data. 


CeCo Manufacturing Co., Inc., Providence, R. I. 
Theres a CECO Tube for every Radio need 
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ADIO 
rUBE 


TYPE 


OUTPUT 
AMPLIFIER 


| C.E.MFG.CO., Inc. 
: a ls 


the exclusive process of evacuation. 


These factors together with the CeCo Spe- 
cial Purpose Tubes for certain sockets—spe- 
cial tubes not offered by any other maker— 
plus the longer CeCo dealer discount, offer 
larger sales possibilities and bigger profits— 
advantages that are of great interest to all 
dealers. 
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Get This in Your Radio , 
Catalog / 


The [proved 
Umbrella Aerial 


LEAD IN 
WIRE »—> 













IDEAL : . 
INSULATOR » > [DZ 






ERE is a product which should appear 
in your 1928 Radio Catalog. In- 
dorsed the country over by radio ex- 
perts, the Ideal Ball Umbrella Aerial continues 
to maintain the marked success with which it 
was greeted when first placed on the market. 


Made of pure copper, nickel plated, with 
inner booster coil to increase aerial capacity, 
the Ideal Ball Umbrella Aerial increases selec- 


INSULATOR 








tivity, reduces static and is non-directional. Easily 
we : ADJU 
Under the most adverse weather conditions it and BRACKESE 
achieves marvelous results. Quickly 
. . Installed 
Jobbers not now handling this product are i, 
invited to write us at once for details on our 7 ~*~ 
profitable proposition. a 
Gold Unconditionally 
Only GUARANTEED 
ir B ) Standard Shipping 
Tyas oe Boe Through Unit four Aerials 
O, June | Jobbers. eng 
List Price 
Accessories Furnished Ger ree Ideal Ball Umbrella Aerial © / 
Pa og Roof Mast Base, 4 ‘ | 50 with Ideal Insulator and 
orcelain Insulators, 50’ Copper 
Wire, Ground Clamp, Window Strip 6 Weather Proof Cap 


Ball Aerial and Accessories Complete in Carton, : 
Genuine Silver Plated Ball. 100°, Conductor Complete. List Price § 


ESSENBEE RADIO DEVICES CO. 


2016 W. Lake St. - - - CHICAGO, ILL. 
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‘ HE dominating trend in Radio today 
is toward furniture which will har- 
monize with the home. 


¥ 


No company is in a better position to lead 
in this trend than the Windsor Furniture 
Company which has been serving the public 
for sixty-eight years. 

Combine with this advantage, a speaker 
unit of our famous balanced heavy reed type 
and special tone filter, and you have a com- 
bination unsurpassed in the radio industry. 


Authorities agree there is no substitute 
for wood in loud speaker construction, which 


principle WINDSOR has utilized in pro- 


“FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE JOBBER IS THE MOST IMPORTANT MAN IN THE INDUSTRY’ 


ANNOUNCING THE NEW WINDSOR 


ducing this advanced new type speaker. 
Wood is non-vibrant and produces wider 
range of tonal frequencies and will handle 
a greater volume of sound without distor- 
tion. 

The Windsor Cabinet model may be had 
in either solid walnut, antique finish or gold 
and brown stippled finish. The new Wind: 
sor Cone Reproducer is also available to 
jobbers and manufacturers for cabinet as 
sembly. 

Jobbers are invited to write us at once for 
territorial arrangements. We have an excel: 
lent proposition for you which is backed by 
a strict jobber policy. 


Write at once for full particulars 


WINDSOR FURNITURE CoO. 


R adio D ivision 


1420 CARROLL AVENUE 


GS CHICAGO, ILL. 
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ERRYMAN “DISTANCE WITHOUT DISTORTION” 


All the 
A.C. ypes! 


Get our 1928 proposition. 
Easier sales, unlimited 
guarantee and extra profit. 


1. Extra profit in the sales price. 


2. Extra profit because Perryman Types 226-227-280 
and 281 have been perfected and improved and are 
guaranteed to give extra long life and service. 





See the 3. Extra profit because they stay sold. No replace- 
Perryman Exhibit 
<n ments to eat up profits. (They must make good or 
Chicago Show. we do.) 
We'll be in 
Room 502 4. Extra profit because they bring back new business 


Hotel Stevens. . 
on their excellent performance. 


Proof that we have an interesting 
proposition for wholesalers will 


be furnished to you on request. PERRYMAN ELECTRIC COMPANY 
Not by us alone, but by Perry- 

man Wholesalers who have been INCORPORATED 

with us for years and who will 

write you directly, telling you of 33 West 60th St. New York, N. Y. 


their experiences with regard to 
sales, profits and cooperation. 


Laboratories and Plant: North Bergen, N. J. 
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A Plan to 
Stimulate Sales 

















a | 
<4 


MMER SALES CONTEST 






eget 


HE JOBBER’S SALESMAN 












© JosBers and jobbers’ salesmen 
this contest provides an incentive for 
increased effort during two months that 
ordinarily are dull. Because of the many 
prizes, and the simplicity of the contest, 
every salesman has a splendid chance to 
win at least one $25 Prize. 










SPECIAL. This year we are again going 
to give a valuable prize to every salesman 
who returns a Report, whether he isa final 
prize winner or not. So let every sales- 
man be sure he is entered in this contest. 










SEE PAGE 8 OF THIS ISSUE 
THEN WRITE FOR FURTHER PARTICULARS 


The Jobber’s Salesman 


53 W. Jackson Blvd., Chicago 
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Scan 





Mr. Manufacturer 
You Should Be In On This! 


To Manufacturers.—This contest offers 
the long sought opportunity to main- 
tain the interest of your own salesmen, 
as well as your jobbers’ salesmen, during 
two slack months. Arrange now to 
participate in this contest. We pay a 
prize of $25 to the jobber’s salesman 
selling the most products of every manu- 
facturer who co-operates. 


The way to make your line of products 
eligible in the Contest is to use space in the 
July and August “Sales Contest Insert” 
at regular space rates. 





SEND IN YOUR SPACE RESERVATIONS 
FOR THE JULY AND AUGUST ISSUES TODAY 


The Jobber’s Salesman 


53 W. Jackson Blvd., Chicago 
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CERI AGEL ELAS CO 











OU will be interested in 
this new Radio Receiver 












The 


Green 
Diamond 


$125 


Four stages radio frequency, 

Push-pull audio, with two 171 power tubes, 
No external power pack, 

Completely shielded, 

Equipped to play phonograph records, 
Single control, 


AC tubes. 


PRICE RANGE—$125 TO $2,500 


HOWARD RADIO COMPANY 


Makers of Fine Radio Receivers---Exclusively 
4949 N. CRAWFORD AVE. CHICAGO, U.S. A. 


Licensed by R.C. A. ---at the Radio Trade Show 
and Hazeltine Corp. BOOTH 106 
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New Radio Products, Illustrated 




















The Fansteel Products Co., North Chicago, Ill, manufacturers of “Balkite” 
radio power units, have now added to their line the Balkite AC receiver. 
It is a seven tube set employing the neutrodyne circuit, using three stages of 
T.R.F., a tuned detector and two stages of audio frequency of the push-pull 
type. It uses the C327 or UY227 tubes in all stages except the last which 
uses two 112A’s. A dynamic drive is part of the power pack so that no 
special equipment is necessary for the installation of a dynamic speaker. 
There are three models—the table model A-5, the “Highboy” A-7, and the 


Newcombe-Hawley, Inc., St. 
Charles, Ill, announce several addi- 
tions to their line. The model 100, 


steel case table model A-3. Furniture is by Berkey and Gay. 











The Trimm Radio Mfg. Co., 847 
West Harrison St., Chicago, has de- 
veloped a cabinet type reproducer 
designated as “The Entertainer,” No. 
58, listing at $25.00. The speaker 
unit is built on the balanced armature 
principle and employs an absolutely 
free edge cone. An improved spring 
feature and double coil gives positive 
control over the air gap. Reproduc- 
tion is over a wide range of audibil- 
ity, mellow and with plenty of volume. 
There is an’ entire absence of high 
pitching and no distortion or blasting 
even under the loading of the power 
tube. The cabinet is of two-tone pan- 
eled walnut with bronze mesh screen 
front and back. 











A beautiful metal console table for 
the new Radiola No. 18 radio receiv- 
ing set has just been placed on the 
market by the Robert Findlay Mfg. 
Co., 242 Fifth Ave., New York. A 
No. 100-A RCA loud speaker is built 
into the new table and surmounted 
by an artistic and pleasing scroll. 
The table is finished in antique wal- 
nut and gold to match the set. ‘The 
lower shelf can be used for books or 
any similar purpose. ‘The Robert 
Findlay Mfg. Co. also makes radio 
console tables for the Radiola No. 
17, the Atwater Kent No. 37, the 
Crosley No. 704 and Kolster No. 6-J 
receiving sets. 





combination console is provided with 
a phonograph turn-table and electric 
motor, an A. C. dynamic cone repro- 
ducer, and space for any A. C. elec- 
tric set. A simple switch in the con- 


sole permits the reproducer to be 
used with either radio set or phono- 
graph. No pickup is included. Dy- 
namic cone chassis units will be mer- 
chandised separately to set owners 
who wish to bring their reproducers 
up to date. A magnetic cone has 
been added to the line and is offered 
in a series of portable and_ table 
models. The air-column line is con- 
tinued. The magnetic cone and air- 
column are also sold in chassis unit 
form for set owners who prefer the 
units without cabinets. 
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New Radio Products, Illustrated 





sets, part of which is illustrated above. 


The Amrad Corp., Medford Hillside, Mass., is introducing a new series of 


On the left is shown the “Sonata,” 


a Louis XVI model finished in light butt walnut doors and inside panel. 


Decorative panels are of satinwood and zebra wood. 


In the center is the 


“Opera,” a beautiful console containing the combination Amrad radio and 


phonograph. 
made of rich figured wainut. 
cabinet of modernistic tendency. 
these models. 


It is of French Renaissance design, Louis XIV period, and is 
On the right is the “Nocturne,” a proportioned 
The electrical Amrad chassis is used in all 

















INDICATOR 





PINS TO 
TURN THIS CONVENIENCE 
RING TO OUTLET 
CONTROL 
VOLTAGE 


The Wirt Co., Philadelphia, has 
just put on the market a new voltage 
regulator for A.C. radio sets. This 
No. 211 is designed to control voltage 
so that too heavy a load does not 





The Belden Mfg. Co., 2300 S. West- 
ern Ave., Chicago, has developed a 
bakelite connector for attaching ex- 
tension cords to radio speaker cords. 
The connector receives the standard 
pin type speaker tips. The tips of 
both speaker and extension cord are 
simply pushed into the connector. No 
tools are necessary. A unique feature 
is that the tips are completely inside 
the bakelite connector. No metal is 
exposed. 





The Steinite Laboratories Co., 506 
S. Wabash Ave., Chicago is offering 
for the coming season one _ table 
model, and three console models. 
Above is shown the No. 261 table 
model which is a six tube set employ- 
ing four 226 type, one 227 detector, 
one 171A power, and one 280 rectifier 
tube. The cabinet is of Duco finish 
wood. A_ built-in power pack is 
readily adjustable for average line 
voltages. On the left is shown an 
“open” view of the “Sevilla”, a Span- 
ish console which takes the table 
model, and on the right is illustrated 
the “Standish” console which is a 
complete unit, the chassis being in- 
separable from the cabinet. The 
“Rembrandt” (not illustrated) is a 
lower priced console than the “Se- 
villa”. 





reach the tubes. It also protects the 
set and all parts against “surges.” 





ti 
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The Electric Storage Battery Co., 
Philadelphia, Pa., announces its new 
“Exide” AB power unit. It consists 
of an automatic charging method at 
high and low rates for the storage 
“A” battery and a system of elec- 
trolytic rectification for the “B” 
power supply. 












The Day-Fan Electric Co., Dayton, O., is introducing a new model A. C. set. 
It employs eight tubes—four stages of radio frequency; detector, and three 


audio amplifying of the push-pull type. 
set which is completely shielded is steel frame throughout. 


An output transformer is used. The 


A feature of the 


set is a four-prong jack which permits the use of either the audio frequency 
end, or radio frequency end separately. 
graph “pick-up” or a large power amplifier. 
are offered. 


This provides for connecting a phono- 


A walnut table and console model 
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at highest efficiency UJI 


Cunningham AC tubes CX-326 and C327 are outstanding in their 








performance and will bring the AC power receivers you sell up to 
Cunningham their highest efficiency. 
Based st as There are now twenty types of Cunningham Radio Tubes, each 
| ‘Trade Show one designed to perform efficiently a definite and particular task in 
Stevens Hotel modern radio receivers. 
Chicago 
| June 11-15 E. y CUNNINGHAM, INC. 
! NEW YORK CHICAGO SAN FRANCISCO 








Manufactured and sold under rights, patents and inventions owned and/or controlled by Radio Corporation of America 
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New Radio Products, Illustrated 





The Utah Radio Products Co., 1615 So. Michigan Ave., Chicago, has announced 
its 1928-29 products: Top, left to right: Model “X30” mantel clock type 


iigieaman 




















speaker which is housed in a beautiful five-ply, brown mahogany cabinet; 


Utah unit which has the diaphragm connected to the armature through a 
Below: The type “X” drum speaker; and the “Piano 


tripod arrangement. 


” 


speaker which may be attached to an upright or baby grand piano as a radio 


reproducer. 


















Temple, Inc., 1937 S. Western Ave., 
Chicago, has announced its new air 


column speaker, It has a center-line 
air column length of 54 inches, yet 
because of its design it is small— 
being but 111% inches in diameter. 
It is said to respond perfectly to all 
the audible frequencies, with volume 
to spare. Model 15 is encased in gen- 


uine walnut with sides of the same 
color in beautifully grained Jeather 
effect. 











ie | 


The Alden Mfg. Co., Springfield, 
Mass., is putting out the “Na-Ald” 
Connectorald Kit shown above. These 
Connectoralds convert battery sets to 
use the A. C, tubes. 























The Operadio Mfg. Co., 700 E. 40th 
St., Chicago, is offering several new 
models of air column speakers. The 
new “Senior” has a 54 in. air column 
and is 12 in. high, 14 in. wide and 


























6%, in. deep. The sunburst design 
has been carried out with the rays 
embossed. A new model is the 
“Westminster” with a tone chamber 
measuring 61 in. in length. The Goth- 
ic motif is dignified and pleasing in 
appearance. This unit measures 15% 
in. high, 1314 in. wide and 8 in. deep. 
A “Junior” is also available. It is 
similar to the “Senior” but smaller 
in size. All speakers are obtainable 
in a crackle finish, leatherized. 











| APEX ALL-ELECTR 












The Apex Electric Mfg. Co., Chi- 
cago, a Division of the United States 
Electric Corp., recently announced a 
new “All-Electric” radio to be known 
as the model 36. This one-unit radio 
is encased in a richly finished metal 
cabinet, measuring 1714, inches wide, 
7 in. high and 12 in. deep. The set 
is a neutrodyne and employs the 
standard “AC” tubes, or four UX- 
226 amplifiers, one UY-227 detector, 
one UX-171A power tube and one 
UX-280 rectifier, for power-pack. Due 
to the design of the Apex Model 36, 
it is readily adaptable to most con- 
sole cabinets. 
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ADLER-ROYAL 


RADIO CABINETS 


In Adler Royal Radio Cabinets you find a noticeable excellence 
which has made them the standard of comparison — a leadership 
acknowledged by the industry and accepted by the public as 
authority itself. 


Each year the advanced creations of Adler artisans have won increasing 
acceptance from the leading creators and distributors of radio. So marked 
has been the preference of the public that dealers everywhere have come to know 
that it speeds the sale to say ‘‘Cabinet by Adler-Royal’’. In the new season’s cabinets 
you will again find that striking advance in beauty and utility of design which dis- 
* tinguishes them from the ordinary and marks them as appropriate settings in which 
to display the season’s improved radio. Birds of a feather— 


ADLER MANUFACTURING CO., Ine. LOUISVILLE, KENTUCKY 
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facts~ 


to make easy 
your job of 
educating the 
dealer! 


Many of your dealers carry 
both types of Kester Solder— 
(acid flux and the rosin flux). 
That’s good business—but it 
isn’t good business to grab the 
first package at hand when a 
call comes in for solder. Each 
package has a specific purpose 
and it’s the dealers’ job to sell 
the proper package. 

It’s your job to give these 
facts to your dealers—and to 
give them emphatically: 

Kester Radio Solder (Rosin 
Core) contains a pure rosin flux, 
the only flux that will not cor- 
rode the most delicate parts. It 
has the approval of the leading 
radio and electrical engineers. 
It is the only combination of 
safe flux and solder to use for 
radio and delicate electrical 
work. 

Kester Metal Mender and 
Kester Acid Core Solder are for 
use for general work and 
heavier electrical work. This 
flux is no more corrosive than 
many of the alleged non-corro- 
sive pastes and fluids on the 
market. It represents a com- 
bination of solder and flux that 
years of experience have proved 
to be safe and efficient for 
general work. 

True, both packages are solder. 
True, too, both a hack-saw and 
a cross-cut saw are saws. 

It’s good business to sell 
Kester Metal Mender where it 
is needed, and to sell Kester 


Radio Solder where it is needed 
—but it’s an awful boomerang 
to get ’em mixed! 


Chicago Solder Co. 


4251 Wrightwood Ave. 
Chicago, U.S.A. 








They’re Headed For 
Chicago 


(Continued from Page 167) 
prestige with organizations, the re- 
spect that is due the jobber from 
manufacturers, the legal and moral 
protection that cannot be denied a 
unified alliance, and the strength and 
security that will guarantee and guard 
the wholesaler’s position against all 
economic innovations that might easily 
steal unsuspectingly upon the indi- 
vidual whose strenuous single efforts 
would perclude the possibility of an- 
ticipating such approaches at a dis- 
tance. 

The spirit of such an enlightening 
association will sharply define faults 
that might otherwise be permitted to 
grow to detrimental proportions, and 
bring into the limelight a thousand 
and one opportunities for profit and 
mutual prosperity that many active 
minds inevitably cultivate. 

Jobbers all realize the truth in Mr. 
Flanagan’s statements, and the coming 
meeting is expected to prove their 
desire to so group themselves as to 
function in a manner most satisfac- 
tory for themselves and the industry 
they represent. 

* * * 
Benefits of Association Work 

By M. F. FLANAGAN 

Executive Secretary, R. M. A. 

An association, to mean anything, 
must be alive with the strength of 
co-operation, active with the spirit of 
mutual regard for the welfare of the 
group as a whole and filled with the 
understanding that the factors which 
led to the formation in the first place, 
create a_ responsibility upon each 
member that should not in fairness be 
left as a burden for a few, who for 
the time being serve as officers. 


The jobber and retailer have ev- 
erything to gain from organized ac- 
tion and much to lose without it. The 
jobber already has discovered that he 
is in a more direct and sharper com- 
petitive battle now than ever before 
in the history of radio. The shrink- 
age of retail outlets, the growing im- 
portance of trade names and other 
vital changes are challenging his 
security in the distribution cycle, 
threatening his identity with his own 
customers. Obviously, he shares a 
common situation in this respect with 
every jobber. Therefore, the natural 
thing to do is to band together and 
work the problem out collectively. 
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Dealers singly are in sore need of 
a healthy interchange of thought and 
ideas that will keep them abreast of 
the foremost merchandising princi- 
ples. The voice of dealers as a body 
is heard and respected—alone, their 
thoughts remain hidden and unheard. 

Prove this statement by the law 
of averages. Watch prosperity favor 
the stores that are taking full ad- 
vantage of the rich opportunities that 
are developed through a free discus- 
sion. Watch them push aside ob- 
stacles together,—that would be a 
mountain in the pathway of any one. 

Notice particularly how the fruits 
of experience are passed around in 
association work; experience full of 
the juice of profit that would ordi- 
narily take years for each retailer 
to earn and learn for himself. And 
finally, take heed of the undeniable 
fact that the best and most interest- 
ing work of an association, the kind 
that brings tangible profits, is usually 
transacted in the most inauspicious 
meetings. 

In this connection, can you expect 
that association work is different 
from your own business? There is 
no return without an investment, and 
the fact that you pay dues is by far 
the smallest investment in this work 
in which you are engaged. You didn’t 
join to be a good fellow. You were 
influenced by sound reason. The 
reason is still sound. 

It’s the idea that you are protected 
and will reap a harvest by simply 
carrying the Association due card, 
that is unsound. Remember, it takes 
the grease of many elbows to lubri- 
cate the wheels of success. 

















{____ 





R. G. (Bob) Burns of the ReQua Elec- 
trical Supply Co., Rochester, N. Y., (left) 
and Ralph E. Jones, district manager for 
the Frank Adam Electric Co. in Buffalo, 
have just landed for Frank Adam anc 
Major Equipment material on the new 
Masonic Temple job in Rochester. No 
wonder they are smiling. 
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CONGRATULATIONS]! 


“Should Automatically Sell Lamps 
to a Color Blind Scotchman” 


*You are to be congratulated. This merchandiser 
should automatically sell lamps to a color-blind 
> 

Scotchman. You can look forward to a record-break- 


ing year. 
Tue JospBER’s SALESMAN 
(Henry W. Young, Managing Editor) 


ee ~~ ~— 
a an [=] ra 
How Are Yor Fixed for Lam “I want to congratulate you on your new lamp 


merchandiser. It seems to cover the whole story of 
me merchandising on Mazpa lamps.”’ 


* Isaac Sttver & Bros. Co., Inc. (David Silver) 
- alicia” 5-10 cent and $1.00 Stores 


“To this art of suggestive selling you have made a 
very definite contribution with your new display, 
providing open display of priced merchandise with 
the reminder that lamp sockets at home are empty.” 


ELectricaL MERCHANDISING 
(L. E. Moffatt, Managing Editor) 


“Your new National Mazpa Lamp Counter pro- 
vides a maximum of merchandising equipment, 
using a minimum of space. The arrangement of the 
display, visible price cards, testing socket, and space 
for colored lamps offer the merchant a complete 
concentrated lamp department.”’ 

HarpWaRE AGE 

(Chas. J. Heale, Managing Editor.) 


Entire Industry Welcomes 
NATIONAL MAZDA 


LAMP COUNTER 


Never before has any electrical display equip- from the entire industry—electrical dealers, 
ment aroused such instant and sensational en- hardware dealers, chain stores, wholesalers, 
thusiasm. Congratulations on the new National trade journals, associations. The National Elec- 
Mazpa Lamp Counter have been pourtag *» {tric Light Association writes: 


“Jt is an unusual display piece, becau.. °\ combines attractiveness of design 
with chain store utility and sales appeal. The cash register should tell a story of 
splendid return on the investment in small space ’t-ecypied by this sales getter.” 

C. E. GREENWoop, Commercial Director 


of Attracts—Demonstrates—SELLS 

'his new Lamp Counter attracts customers, displays space, provides space for cartons as well as lamp display. 
lamps and sells them. It does almost everything but Ask your dealers to order their Lamp Counters now 
make change. It occupies only five square feet floor and the table, too. They will sell more lamps for you. 


AZLDA,,, 


a A PRODUCT OF GENERAL ELECTRIC 
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“MANUFACTURERS 


NEWS 











Cutter Changes Name to I-T-E 

The Cutter Electrical and Manu- 
facturing Co. of Philadelphia, manu- 
facturer of “I-T-E” circuit breakers 
and ‘“U-Re-Lites,’ recently changed 
its name to the I-T-E Circuit Breaker 
Co. The policies, personnel and 
products are identical with those of 
the old company. Nothing has been 
changed except the name. 

* * * 


Death of Cyrus L. Adler 

Cyrus L. Adler, formerly president 
of the Adler Manufacturing Co., 
Louisville, passed away Thursday 
afternoon, May 8, at St. Joseph’s 
Infirmary, Louisville. Mr. Adler had 
been in poor health for four or five 
months ard@ had gone to St. Joseph's 
some six weeks prior to his death 


to undergo an operation. 


Mr. Adler was born in Rochelle, 
Ill., in 1865, and at an early age 


entered the lumber business. In 1903, 
he came to Louisville and organized 


a company to manufacture reed or- 
gans and pianos. Gifted with in- 
domitable energy, a keen analytical 


mind, a rare personality and_ the 
ability to make staunch friends and 
hold them, Mr. Adler’s business pros- 
pered and the present radio cabinet 
business of the Adler Manufacturing 
Co. is the outgrowth of his original 


venture. 
* * 


* 
Wahle Changes Name 

The Albert Wahle Co., Inc., New 
York, manufacturers of “Jewel” table 
and floor lamps, fixtures and metal 
console tables for radio, has changed 
its name to the Robert Findlay Mfg. 
Co. The to 
be located at Metropolitan and Mor- 
gan Aves., Brooklyn, while the show- 
242 Fifth Ave., 


factory will continue 


is located at 


York. 


room 

New 
* & & 

Allen-Bradley Moves Chicago 
Office 

The Chicago office of the Allen- 

Bradley Co. has been moved to 500 


North Dearborn St. Considerably 


larger quarters have been secured. 





Pike Advanced By Wagner 

The Wagner Electric Corp. an- 
nounces that E. D. Pike, heretofore 
in charge of Wagner Electric Pacific 
Coast service operation is now man- 


ager of the San Francisco branch 
sales office. This promotion is the 


culmination of 26 years of ‘service 
with the Wagner Electric Corp. 

Immediately upon graduating 
1902 from Washington University, lo- 
cated in St. Louis, E. D. Pike entered 
the employ of the Wagner Electric 
Corp., then known as the Wagner 
Electric Manufacturing Co. After 
serving an apprenticeship in the test- 
ing department he was sent to the 
company's New York office in 1904 to 
Two years 


in 


serve as a service man. 
later he was transferred to Philadel- 
phia as a salesman, only to be trans- 
ferred again within two years to the 
St. Louis office as factory sales cor- 
respondent. 

In 1911 Mr. Pike was again trans- 
ferred to the company’s New York 
office, with title as office manager. 
Five years later he was transferred to 





he Pacific Coast, in charge of Pacific 
Coast Service operation with San 
Francisco as headquarters. 

* * * 


The Prodigal Returns 


Tom Grier came back from delight- 
ful, sunny California on May 12, to 
resume his residence in_ horrible, 
wicked, gun-fighting Chicago.  Cli- 
mate gets him for three months out of 
the year and excitement for nine 
months. There must be a reason. Ask 
Tom, he knows. 

* * * 


Chicago Office of Safety Cable 
Moved 


The Chicago office of the Safety 
Cable Co. was moved on May 7 to 
suite 1026 of the Bankers Building. 

E. W. Kearns, who is central dis- 
trict manager of this division of the 
General Cable Corp., was also ap- 
pointed to the same position with 
the American Insulated Wire division. 
Mr. Kearns formerly was central dis- 
trict manager of Habirshaw Cable 
and Wire Co. 














In the May issue, announcement was made of the appointment of C. L. Peirce, Jr. 
as vice-president and general manager in charge of the entire electrical materials 
department of Hubbard & Co., Pittsburgh; also of Joseph V. Smith being made 
manager in charge of the Pittsburgh plant and Norris C. Husted being put in charge 


of the Emeryville, Calif., plant and the Pacific Coast territory. 


Here the three gen- 


tlemen are, Mr. Peirce being in the center, Mr. Smith at the left and Mr. Husted at 


the right. 
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When Jobbers’ Salesmen # get 


together, American Blower 





Ventilating Equipment is 


| ee discussed. Why? 








American Blower Corporation, Detroit, Mich. 
« §{ Canadian Sirocco Company, Ltd., Windsor, Ont. 


Branch Offices in all Principal Cities 767) 
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Write for a copy of 
our Electrical Trade 
Catalog, featuring: 


¢ 


Stage Pockets 
Wall Pockets 
Panel Pockets 
Plugging Boxes 
Footlights 
Borderlights 
Connectors 
Spotlights 
Aisle Lights 
Music Stands 
Color Mediums 
Stage Cable 
Sundry Supplies 








...and Jobbers’ Profits 


this era more money is made by Jobbers selling | 


specialties with a substantial profit margin, and with 
trade prices protected by a reputable house, than is 
made in handling a quantity of general items at a split- 
penny return, without price protection. For more than 
thirty years Kliegl Bros. have conducted their business 
affairs in a manner that has won the respect and support 
of the country’s leading Electrical Supply Jobbers and 
Dealers. Kliegl lighting specialties are well known, 
modern, correctly designed, and thoroughly dependable 
in every respect—insuring acceptance by your customers 
and satisfactory service when in use. List them in your 
catalog. Sell them to your trade. Jobbers’ discounts 


KRLIEGL BROS 


UNIVERSAL ELECTRIC STAGE LIGHTING CO., INC. 


32! West 50th Street 
NEW YORK,N.Y. 




















New Yorns NEWEST 


Te BICCADILLY 


227 West 45° Street 
at Breadway 
New Yorn 


ADJACENT TO Every Activity 
600 Brieut Sunt Rooms. 
£acu Wity Batu, Evecteic 
3@ fan, ice Water O 
SINGLE Room ™, Batu $32 
Dousie Room **, Batu $41 


fxckerionaL Resraunant. Luncwconerrg | 
Wins Ar Our Expense for Researvanons me 


¥.D. SOFIELD - Manncine Dinacron 


Shes 


| Collier Heads Erie Malleable 
Office 

| C. E. Collier is now in charge ot 
the western office of the Erie Malle- 
able Iron Co., with headquarters at 
|911 Peoples Gas Building, Chicago 
/as manager. He takes the place of 
CC. E. Callender, ‘resigned as of 
April 30. 


| 
| Mr. Collier has been associated 


Theatrical Lighting Specialties with the electrical industries about 2 


| years, beginning with the ster 
| Electric Co., assembling the first A.C 








C. E. Collier 


| high tension are lamps, in what wa: 

known then as department 4-Q. This 
'was long before Hawthorne was 
thought of, or at any rate became a 

reality. 
| His experience also includes six 
| years in construction work, five years 
_with Western Electric Co., sales and 

purchasing, three and a half years 

with M. B. Austin, five years with 

Arrow Electric Co. and four years 
| with Henry D. Sears of Boston. 

Within the last twelve years the 
manufacturers with whom he was as- 
sociated handled their products on a 
jobbers’ policy basis and in this time 
he has covered the territory from 
Salt Lake City to Pittsburgh, and 
from Winnipeg to New Orleans, and 
in his work has had contact with 
jobbers, architects, engineers and 
large industrials in this territory. 
* & 
Mogadore Changes Name and 
Location 
The Akron Porcelain Co., of 

| Akron, O., is the new name of wha! 
| used to be the Mogadore Insulator 
| Co., Mogadore, Ohio. 
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(CHROEDER 


MILWAUKEE, WIS. 


Newest,Largest 
and Finest Hotel 
in the Northwest 
Owned and.Operated 
by Schroeciee f Hotels 
Walter Schroeder, 


President. 


















Architects & ERg? 
HOLABIRD &Ra 


Chicago 








Genér. 3 ¢ -. “tha 
ALTER W.OEFts 
Milwaukee 


ear ™. 
~ 











Flectrical Contractors 
ERMAN ANDRAE 

LECTRICAL Co..INC. 
Milwaukee 





THE BRYANT ELECTRIC COMPANY 


BRIDGEPORT, CONNECTICUT 
NEW YORK PHILADELPHIA CHICAGO SAN FRANCISCO 


2a 
k 
E 


MANUFACTURERS OF “SUPERIOR WIRING DEVICES” SINCE 1888 
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Set Screw Connectors 
—An Old Type With New Features 


ie of high grade brass rod, 
Sherman Set Screw Connec- 
tors have many unusual features in- 
corporated in them:— 











All screws are galvanized and 
rust-proofed. 
Identifying number stamped on 


every piece. 





Ample electrical capacity for any 
wire that can be inserted in the hole. 





Neatly boxed and plainly labeled. 





NY 
MOY OH MAY 


Furnished for stranded cable with 











dividing wall, or for solid and 
stranded cable with wire holes ex- 
tending clear through. 








H. B. SHERMAN MFG. CO., Battle Creek, Mich. 


SEND FOR SAMPLES. 
Sold Thru Jobbers 
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al 
Rone jobber 
has them in 
Standard 
Packages of 
100. Buy ’em 
and use ’em. 


33-O-106A 





Perfect Insulation 











Make up for time lost in fishing 
wires through conduits by using 
WIRE NUTS 
atthe junctions. They’rethequick- 
est, slickest little joiners you’ve 

ever hooked up with. 

Inside the insulating shell is a threaded 

tube which not only squeezes the twisted 

wire ends together but bites into them, 

making a strong joint and a perfect 

connection. 

CoLt’s PATENT FirE ARMS Mrc. Co. 


MOLDED PRODUCTS DIVISION 
Haxtroap, Con Connncricut, € U.' S.A. A. @ 


MEW YORK - BOSTON - 
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| Nee is President of Acme Wire 





Thomas G. Nee, an_ engineerin, 
graduate of the University of Wisco 
sin, class of 1900, has been elected 
president of the Acme Wire Co. Fron 
1905 to 1917 he was connected wit} 
the Mexican Telephone and Tele- 
graph Co. as vice-president and chie{ 
engineer in full charge of all of the 


company’s operations in Mexico 











T. G. Nee 


From 1917 to 1927 he was connected 
with the Allied Machinery Co. of New 
York, which was owned by the Ameri- 
can International Corp. of that city. 
as president of its most important sub- 
sidiary—The Horne Co., Limited. 
Japan. He made a notable success of 
this company, particularly during the 
trying years following the war. 

Mr. Nee has had a long business 
training in lines that make him very 
familiar with the products of The 
Acme Wire Co. His long connection 
with the telephone and _ telegraph 
business familiarized him with coils, 
wire of all kinds, condensers and 
other electrical wire products. That 
he stepped from the position of chief 
engineer to executive leadership in 
both of the companies with which h« 
has been connected, is a compliment 
to his business sagacity and to his 
practical engineering training. 

* x - 

New Boston Office for T-V 

The Trumbull-Vanderpoel Electri: 
Mfg. Co., of Bantam, Conn., 
nounces the opening of a new Bosto 
office at 10 High St., room 309, Ric: 
Bldg., Boston, with Frank W. Garner 


as district sales manager. 


al 
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(onventions at The Golfmore 
GRAND BEACH, Mzchigan 


Fo a day’s outing or for a gathering extending over 
several days, any organization, business or social, will 
find The Golfmore, accommodating 500, ideally suited to 
requirements. Spring, summer and autumn—each has its 
own special charm at this lovely spot, in the beautiful 
wooded dune country, near the southern end of Lake 
Michigan, 62 miles from Chicago. 


There is a large auditorium and there are ample facilities 
for committee meetings. Golf (two excellent courses) a 
canter or stroll over glorious dune trails, tennis, a dip in the 
lake, a dance at evening to the music of a famous ten-piece 
orchestra and many other diversions pass time most de- 
lightfully. Fresh vegetables and fruits in season from nearby 
Michigan farms and orchards add to the bounties of the table. 


Rates, including meals, per day: Extra large bedroom, 
dressing room and private bath, $8 to $10, single; $13, $15, 
$17,$18, double. Special weekly rates and special outing and 
convention rates on application. Garage accommodations. - 







Michigan Central Railroad or Motor Bus Lines to Grand Beach; oe 

or South Shore Electric to Michigan City, Indiana, where private ; 

motor coaches meet arriving guests. Broad smooth motor high- ) | 
—e 





ways lead from all directions to The Golfmore. 


Further details with illustrations on request. 







HOTEL 


MICHIGAN 


Bilin Fireproof. Accommodations for 500 
eo Tt J E. BYRNES, Manager 
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GOLFMORE HOTEL 
ON LAKE MICHIGAN 
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QUALITY 
PRODUCTS 


Guaranteed 
Surface Conduit System 
Underwriters’ Standard 


Guaranteed 
“Wimo” Slick-Finish Loom 


Underwriters’ Standard 


Guaranteed “Wimo” Slick-Finish 
Non-Metallic Sheathed Cable 


Underwriters’ Standard 


THE WIREMOLD COMPANY 


HARTFORD, CONN. 














KPa bel fuse! | 
Colton Manor |! 


‘Nant ae ieve ment 

The atmosphere is charm: | 
ing...furnished intheearly [jf 
American period, quaint 

to the last detail... and 
then there is the ‘ship’s N. 
deck overlooking the sea, | 
where the guest may re- | 
cline in a steamer chair ff 
and enjoy the salt air 
and sunshine. Hi 


From $72? a day, 
American Plan. 
of $4.00 4 s dan 
—— 





Fred Williams Elected Vice- 
President of Raytheon 
The Raytheon Mfg. Co. of Cam- 
bridge, Mass., announces the election 
of Fred C. Williams as vice-president. 
He will remain temporarily as presi- 
dent of Dubilier and continue in an 


Fred C. Williams 


executive advisory capacity in addi- 
tion to his activities at Raytheon. 

Before going to Dubilier, Mr. Wil- 
liams directed the sales of the 
Grigsby-Grunow-Hinds Co., makers 
of “Majestic” eliminators. Previous 
to that he served as vice-president and 
general manager of the L. H. Gilmer 
Co., manufacturers of industrial belt- 
ing and automobile fan belts. Mr. 
Williams’ wide experience in radio 
and merchandising should add con- 
siderably to the marketing of several 
new Raytheon developments. 

* * * 


Tom White Joins. Radio 


Manufacturer 

Thomas White has disposed of his 
jobbing interest in the Wholesale Ra- 
dio Equipment Co., Buffalo, to be- 
come general sales manager of the 
Jensen Radio Manufacturing Co., 
makers of the Jensen dynamic speak- 
er. The plant and general head- 
quarters of the company are being 
established in Chicago. It is under- 
stood that Mr. White will institute a 
thorough jobber policy. 

Tom White entered into the job- 
bing business in Buffalo, after years 
of experience with the Electric Sup- 
ply & Equipment Co. of Albany, 
N. Y., and with Magnavox. His 
own company, which included three 
branches, grew to the point where it 
was considered one of the outstand- 
ing eastern radio jobbing houses. 


. 


1 7A new super-zinc- 
coated acid-proof 
conduit for unusually 


difficult conduit 
applications + + + + 


r+ A super conduit 


in every sense of the 


word +777 tell your 


customers about it. 


CENTRAL 
TUBE CO. 


PITTSBURGH, PENNA. 

















@ 
BELLEVUE :STRATFORD 


PHILADELPHIA 





Vhe choice of discrim 
inating Philadelphians 
and particular travelers - 


Jamous for its 


Centrally Located 
BROAD, at WALNUT 


JM. Rosinson, Manager 


Affiliated Hotels 
WALDORE-ASTORIA NEW WILLARD 
New York Washington 0c 
oe 
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Kellogg Appointments 

C. W. Hunter, of the Kellogg 
Switchboard and Supply Co., Chica- 
go, has been appointed to represent 
the radio division of his firm in the 
states of California, Oregon, and 
Washington. 

Mr. Hunter has made an excellent 
record in his former territory which 
consisted of Ohio, Michigan, and 
parts of Pennsylvania, West Virginia, 
Kentucky and Indiana, having estab- 
lished some excellent distributing 
agencies for Kellogg during the past 
several months. 

For several years prior to his af- 
filiation with the Kellogg company, 
he acted as general sales and pro- 
duction manager for the Malleable 
Steel Range Co., South Bend, Ind., 
also at one time he was in charge of 
sales for the enameling division of 
the Benjamin Electric Co., Chicago. 
His California headquarters will be 
at offices of the Kellogg branch at 
1054 Mission St., San Francisco. 

W. E. Conners will represent Kel- 
logg in the Northern Illinois and 
Ind. territory. He has had several 
years’ sales experience in the middle 
west. 

Another addition to the Kellogg 
force is B. H. Darst. He will rep- 
resent his firm in Ohio and in parts 
of Pennsylvania, West Virginia, Ken- 
tucky, Indiana and Michigan. Mr. 
Darst has spent several years in spe- 
cialty sales work with distributors 
and dealers. 

* * * 

Crosley Meeting Most Suc- 

cessful 

With more than 250 present, dele- 
gates representing the entire United 
States and Canada, the Sixth An- 


nual Distributors’ Convention of the | 


(rosley-Amrad radio corporations, 
ield in Cincinnati, May 15 and 16, 
was the most successful in the his- 
ory of either organization. Intro- 
luction of greatly improved new re- 
civing sets and a remarkable new 
oudspeaker featured the convention. 


One of the outstanding features of 
ie convention was an elaborate ban- 
uet and entertainment staged in the 
illroom of the Hotel Gibson on the 
vening of May 15, when the prin- 
pal guest of honor was Hon. Mur- 
ty Seasongood, Mayor of Cincinnati. 
le highly complimented Mr. Crosley 
nd his organization for the progress 
t has made in the radio world. 


- 

















There’s an Increased Demand for Display Lighting 
--and DAY-BRIte is the line to sell! 








Day - Brite Reflectors 
express the last word 
in Quality — and yet, 








their cost is moderate. 








Show Cases 
and Show Windows 





Art Galleries 


DAY-BRITE 


703 South Broadway 


(Write for Ca 





REFLECTORS FOR: 


also interior store signs 


THEATRE LIGHTING 


and all public buildings 


They are sold through 
Jobbers and offer the 
additional 


profits from installa- 


contractor 


tions. 


We are helping many 
Jobbers — are you 
among them? 


REFLECTOR CO. 


St. Louis, Mo. 


talogue 7 for entire line) 











Here is a p 


sure protection 
of lamps. 





(= @ 











Z 





Push the Sale of LOXONS 


They Sell Through Merit 


roduct that every dealer 


should have on his shelves—a product 
that is already accepted by thinking, pro- 
gressive manufacturers who need this one 


against breakage and theft 


Loxon Guards cannot be 
unfastened without a key— 
they make the lamps safe 
from prowling hands. The 
rugged construction guar- 
antees the lamps from 
breakage. 


Push the sale of Loxons 
and let them protect not 
only the user’s lamps but 
also the dealer’s profits. 


Send for descriptions 
and prices 


McGill Manufacturing Co. 


Valparaiso, Indiana 
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| SOLDERING 
i SALTS 


As Old As 









And, today we stand 


They should be in 
every electrical jobber. 


Hudson, N. Y. 


The Industry 


AGER’S Soldering Salts and Paste 
have been supplied to the industry | 

by us just about as long ago as the | 
need for such products arose. 
For 55 years we have been fulfilling | 
the wants of your contractor-dealers. 
ready as ever 
to serve you on these profitable items. 


the catalog of 


Write for Full Information 


Alex. R. Benson Co., Inc. 








1873 











aly 








At the Top 









margin of profit. 





Electric Catalogs. 





tion. 









Qlaukegan 





In Soldering 


OBBERS:—You are offered in 
SPECO Soldering Chemicals 
a complete line of soldering fluxes 
and salts which have the benefit 
of the laboratory of the Pfan- 
stiehl Chemical Co. behind them. 


They are offered you on the 
basis of a strict jobber policy, 
priced to meet competition and 
carrying with them an attractive 


List SPECO in your Radio and 
Send at once for full informa- 
SOLD THRU JOBBERS 


Pfansticht Chemical Co. 


Illinois 
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This is the home of the Knox Porcelain Corp., Knoxville, Tenn. This company has 
been in business several years and sells its lines in every state and Canada besides, 
It has recently added a complete line of wiring devices, cut-outs, switches, receptacles, 
ete. O. A. Dorsett is president and V. Axford vice-president. 
















F. J. ALVIN 

















L. G. KUHLMAN D. T. WADSWORTH 


On May 4 to 8 the Wadsworth Electric & Manufacturing Co., Covington, Ky., 
had all of their salesmen in for a general get-together and sales meeting. The) 
were given a thorough trip through the plant in charge of W. F. Hoffman. L. G. 
Kuhlman, managing director, gave an instructive and entertaining talk on Wads- 
worth’s plan of co-operation with their jobbers. F. J. Alvin, merchandising man- 
ager, spoke on advertising and its relation to sales, and outlined their advertising 
campaign for the coming year to reach the jobber, contractor, industrial plant 
and architect. The men were entertained at the Industrial Club where D. T. 
Wadsworth, vice-president and chief engineer, went into the construction and new 
improvements being made in the entire line. 
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Economy Fuse Announcements 

The Economy Fuse & Mfg. Co., 
has recently purchased the “Federal 
National” renewable fuse department, 
including all material, physical prop- 
erty, patents and good will of the 
“Federal National’ renewable fuse 
from the Federal Electric Co. of Chi- 
cago. 

The Economy company is already 
under complete production, and will 





T. D. Halliwell 


market this fuse under the trade-name 
“National.” 

Slight modifications in the original 
design of the fusible element have 
been made, and Underwriters’ Lab- 
oratories tests have been completed, 
with the result that the “National” 
renewable cartridge fuse is now listed 
is standard, in all capacities up to 
600 amperes, in both 250 and 600 
volts, in the April, 1928 List of In- 
spected Electrical Appliances, under 
the Label Service form of supervision 
bv the Underwriters’ Laboratories. 

The of design of the 
lconomy “National” is the inner car- 


principle 


‘ridge type in which the renewable 
tusible element is enclosed within a 
cartridge, and in which the so-called 
tilling material completely surrounds 
the fusible element. 

The plan of the company in mar 
ceting the “National” will be to serve 
the users, and dealers 
hrough the electrical supply jobbers 
ind distributors, under a plan similar 


0 its well-known policy in the mar- 


ne contractors 


seting of Economy renewable car- 
ridge fuses. 

T. D. Halliwell is now with the 
‘conomy Fuse & Mfg. Co., with the 


title of assistant to the president. 
Mr. Halliwell after graduating as 


an electrical engineer from Rutgers | 


College, immediately entered the en- | 


gineering department of the Brooklyn | 


Rapid Transit Company, New York. 
After several years with this com- 


pany, he left the electrical field and | 


the Barrett 
Co., being successively superintendent 
in Brooklyn and Philadelphia. 


became associated with 


Shortly after the War, a new con- 
nection was established with the Man- 
hattan Electrical Supply Co. 

Prior to joining the Economy com- 
Mr. Halliwell 


pany'’s organization, 


was manager of the wiring device and | 


thermal control sections of the West- 
inghouse Electric & Mfg. Co., in its 
merchandising dept. at Mansfield. 

* * * 


National Carbon Enters Re- 


ceiving Set Field 
that the National 
Carbon Co., Inc., has decided to enter 


Announcement 


the radio receiving set field, is con- 
tained in a statement made public the 


night of May 23, over the air. The 
announcement was issued from. the 


company’s offices in New York and 
was read over the Eveready hour. 
The company will sell both A. C. 
(batteryless ) 
ated 
radio buying season. 


sets and battery-oper- 
with the fall 
Models will be 
on display at the Chicago Radio Trade 
Show this month. 


sets, beginning 


With a large sales organization now 
handling its other products, the com- 
pany is regarded as an inevitable con- 
tender for leadership honors in a com- 
paratively short period in the radio 
receiver field. 

The statement as issued by W. J. 
of the National 
Carbon Co., Inc., further said: 

“We this 
this time to dispel 


Knapp, 


president 
make announcement at 
various rumors 


which are prevalent, as we do not 


wish to contribute in any way to a 
situation which might be calculated to 
disturb the radio trade. 

“Details of the technical aspects of 
these receivers will be made public in 
a few weeks. 
that 
every phase of the radio industry at 
this time that 


ample room for volume sales of both a 


It is but right to say 


we have carefully considered 


and _ believe there is 


strictly modern A. C. set and a bat- | 
tery-operated set based on a power | 


consumption principle which should 


mark an innovation in that side 


the industry.” 


of | 





Or DEALERS 
to meet demands 
for this Summers 


Signal Cool Spot—retails 


e $5.50 

Signal 16 inch oscillating 
¢ type—retails $28 

Signal 12 inch oscillating 
* type—retails $24 

Signal Jr. 9 in. oscillating 
fan—retails $12 

Signal Table Fan—some- 
* thing new—retails $20 
Signal Ventilating Fan— 
* year ’round item—for $18 





With these Signal Fans _ in 
stock dealers are ready for all 
demands this summer 

whether in home, office or fac- 


tory. Constantly dealers are 
being told about these 6 Signal 
Fans. This month they are 
given the final urge to stock 
for stummer—to be sure their 
stocks are complete. 

The summer is before you. In- 


vestigate these fans now. Writ 
for jobbers’ terms. 


Signal Electric Mfg. Co. 


Manufacturers of Fractic 
H. P. Motors 
Menominee, Michigan 


Export Office: 56 Wall Street, 
Room 225, New York 
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<KRUSEP> 


PATENTED 


Switch Box Supporting Strips 

with Lath Holders 

A leader for nine 
years. Millions of sets 
sold yearly. Used by 
contractors everywhere. 
Stocked by all leading 
jobbers. 


ALSO 


Kruse Strips combined with Switch 
Boxes 


“Ready” Service Fittings 
Peerless Type A Old Work Hangers 
Fitz-M-All New Work Hangers 
Non-Metallic Sheathed Cable Straps 
WRITE 
For Prices and Literature 


MID-WEST METAL PRODUCTS CO 


MUNCIE, IND. 


| agents. 


| 


Heilmann Hangs Out Shingle | 


It begins to look as if all the former 
members of the old Wesco ball team 
of 1912 will end up as manufacturers’ 





Otto E. Heilmann is the latest one 


| to follow the example set by Loren 


Wood and Jim Lane many years ago, 


| having started the Otto E. Heilmann | 


| Mo. 


| ball—hard, fast and fair. 


Co. at 620 Chemical Bldg., St. Louis, 


Otto was five years with Wesco, 10 | 
years with Wood & Lane (now Wood | 
& Anderson) and about a year with | 
Walter H. Dyer. He has played the | 
selling game just as he played base- | 
He knows | 
all the trade in the St. Louis and | 
Southwest territory intimately. | 

Otto is open for more lines and is | 
well-equipped to factory 
first-class representation. 
* * * 


Look for Them 2 

The Enameled Metals Co., Pitts- | 
burgh, Pa.,; makers of “Pittsburgh | 
Standard” rigid conduit, will be rep- | 
resented by both J. S. Patterson, 


give any 


| president, and L. R. Quinn, vice- | 














“hé Glass Top Fuse 


7 
SHOWS WHEN BLOWN........ 
cececese SHOCK PROOF 
The glass used in Royal Crystal Fuses 


is of special composition, properly tem- 
pered to withstand heat, shocks and 


the hardest sort of abuse. The parts of 
the plug are firmly welded into a solid, 
rugged unit. Royal Crystal Fuses show 
instantly and clearly when blown. Cost 
no more than an ordinary fuse. Sell 
fast and allow you real profits. Arranged 
in handy 5-pack and 50-pack cartons. 


Write for our special 
jobbers proposition 


Royal Electric G. 


CHELSEA STATION BOSTON, MASS. 
Sales Representatives in Leading Cities 








president, at the Electrical Supply 
Jobbers Association meeting at Hot 


| Springs, and also at the convention | 


of National Electrical Manufacturers 
Association. 


* * 


Kellogg Personnel 


Loeber has been appointed | 


* 


J. E. 


_ to represent the radio division of the 


Kellogg Switchboard & Supply Co. 
on the great South Side of Chicago. | 
August, 1926, he been | 
sales representative of the entire city 
territory for the All-American Radio | 
Previous to this he was | 
the Howard Radio 


Since has 


Corporation. 
connected with 
Co. in Chicago. 

R. B. Nall, former sales manager 


of the Davidson Talking Machine 


| Shop of Chicago has also been se- | 


lected to represent Kellogg. His 
territory will northern II- | 
linois and Indiana, exclusive of Chi- | 
cago. 


include 


* 


Robbins & Myers Moves 
New York Office 
The Robbins & Myers Co., Spring- | 
field, O., announces the removal of | 
its New York office to 200 Varick St. 


* * 


At this location, the company will | 


fa- 


cilities combined so as to render im- 


have its offices and warehouse 


proved service. 


x. 


/ Sold 


Through Jobbers 


If you’re interested in making your 
territory pay out better in electrical 
appliance business—look into the Em- 
pire Line. It’s complete with percola- 
tors, toasters, grills, waffle irons, heat- 
ers, etc. And with it you’re protected. 
This line sells through jobbers. Ask 
for circular. 


METAL WARE CORPORATION 
General Offices and Factory: 
Two Rivers, Wis. 


Chicago, New York, 
San Francisco, Minneapolis, 
St. Louis, Los Angeles. 


Export Distributors: 
International General Electric Co. and 








John H. Graham Co. 
~\ SOLD THROUGH JOBBERS / 














In Cleveland— 


The Auditorium Hotel over- 
looking Lake Erie and directly 
opposite the Cleveland Conven- 
tion Hall, is located in the heart 
of the city. 


300 Comfortable Rooms 
$2.50, $3.50 and $4.00 


W. H. BYRON, Manager 


AUDITORIUM 
HOTEL 


Cleveland, Ohio 
East 6th and St. Clair Ave. 
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New Electrical 


Products 








new models of its “electric” furniture. 


appliances. 


egg-shell finish. 





The Electric Furniture Corp., 154 E. Erie St., Chicago, has announced two 
On the left is the “Service Maid”— 
a service tap with its triple outlet Utili-tap. 
mahogany and in the prevailing colors of Jade green and Mandarin red. 
Utili-tap has one inlet which connects to the floor plug and three outlets for 
On the right is the Florentine model sewing machine console. It 
has a lift-off top with back and left side swinging up to form an extensive top. 
This console, which is of course also equipped with the Utili-tap has a beautiful 


It is finished in walnut and 
The 








The Toledo Pipe Threading Ma- 
chine Co., Toledo, O., has brought out 
two new tools. Above is shown the 
No. 31, three-way tool, threading 1 
in. % in. and one in. conduit with 
no loose parts. Below is shown the 
No. 11, which is a ratchet tool for 
threading 1% in. to 14% in. conduit. 
It has an instant change of dies and 
will reach an otherwise inaccessible 
corner job easily. 























The Master Electric Co., Dayton, 
O., has developed for its dealers a 
motor merchandiser display stand. 
This stand has been designed as an 
attractive display for Master motors 
and motor-grinders. 





The Edward Holt Co., 6911 
S. Chicago Ave., Chicago, is 
manufacturing a _ line of 
“Edon” 100 per cent adjust- 
able lamps, These lamps may 
be used in the home, in physi- 
cians’ and dentists’ offices, 
hospitals, industrial plants, or 
for radio or desk lamps. Fin- 
ished in green, blue or red, 
they are attractive and prac- 
tical. Ten different styles of 
brackets are available for use 
with these lamps. Floor types 
are also manufactured. 














| 
i 
| 


| 








Prevents 


Lamp Thefts 

















Ca 
GRIP- 
[LOCK £2 
a 
Seats with fF 
outer cas ~ 
removed and ie 
Grip - Loc 
being at ae 
ed n - 
outside 
d. 


Jobbers 
Wanted! 


HERE is no better way that you 

can develop the good will of your 
industrial plant customers and pros- 
pects than by stopping a “leakage” in 
their factories. 

Consider the fact that 50% of their 
lamp purchases are directly due to lamp 
thefts. There is a “leak” which you 
can plug up once and forever with the 
Grip-Lock. 

Economical, simple, and positive, it 
sells readily and carries a most attrac- 
tive margin of profit for you. 

Write us at once for full details and 
territorial arrangements. 


East Haven Specialty Co. 


Manufacturers of Grip-Lock Products 


EAST HAVEN, CONN. - - U.S.A. 
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_ Sage RARE ION, RL SE RES SRE STRATE 


How to Sell 
Killark Bell- 
Ringing Transformers 


Salesmen: Here are four out- | 
standing points that will help you 
sell more Killark Transformers: 

1. They are approved by the 
Underwriters. 

. They have been sold for the 
last fourteen years. 

. More than a million are 
now. giving _ satisfactory 
service. 

. They are absolutely guaran- 
teed. Defective transform- 
ers are replaced without 
charge. 


MANUFACTURED BY 


KILLARK 


ELECTRIC MANUFACTURING CO. 
3940 Easton Ave. St. Louis, Mo. 








HOTEL 
VAN CLEVE 


‘converting d. c. 


| resentative 


| representative for the past 15 years, | 
| retired from active business and Fred | 
| Rall was suggested as the logical | 
associate, | 


In Dayton 
The Hotel Van Cleve, 


Dayton’s newest and 
finest hotel, opened in 
January 1928. 
300 Rooms—300 Baths 
Reasonable Rates 


Garage in Connection 
C. C. SCHIFFELER, 


Managing Director 


HOTEL 
VAN CLEVE 
DAYTON, OHIO 


| successor. 


Heiser Becomes Oliver Repre- 
sentative 

C. A. Heiser, formerly assistant 

sales manager of the Southwest Gener- 

al Electric Supply Co., Dallas, Texas, 

has been appointed district manager 


at Dallas by the Oliver Iron and | 
Heiser | 


Steel Corp. of Pittsburgh. 








is well known throughout the elec- | 
trical industry of the Southwest. He 
will represent the line material and | 


the bolt, nut and rivet departments | 


and will make his headquarters at 
409 Browder St., Dallas. 


The opening of the Dallas office | 


makes the seventh new sales office 
that has been established by Oliver 
during the last 12 months, the other 
offices having been located at New 
York, Philadelphia, Detroit, Chicago, 
Kansas City, Mo., and Atlanta. 
* * # 
Acme at the Show 

All the important items in the line 
of the Acme Electric & Mfg. Co., 
Cleveland, will be displayed and dem- 
onstrated at the R. M. A. Trade 
show in the Stevens Hotel—booth 54 
and demonstration room 524-A. They 
make quite an array as follows: dry 
trickle charger; B power unit, 40 
milliamperes; B power unit, 50 mil- 
liamperes; automatic control switch; 


ABCD socket power unit; ABC-15 | 
| for use with Arcturus tube; NA-6 dry | 
A power unit; ABC-5 converter for | 


sets; ABC-4 con- 


verter, with two controls. 
* * * 


Rall Takes on Union Electric | 


Account 


The Union Electric Mfg. Co. of | 
Milwaukee has secured for its rep- | 
the Frederick Rall Co., | 
| Inc., of 52 Warren St., New York. | 


Curtis & Carhart, Inc., its New York 


his 


He and 


O. J. Fisher, make a good team and 


will give Union excellent representa- | 


tion. 
* & & 


Beardsley Representative in 
Chicago Appointed 
The Standard Electric Sales Co., 


| 217 N. Desplaines St., Chicago, has 
| been appointed Central-Western rep- | 
| resentative for the Beardsley Mfg. | 
| Co., Waterbury, Conn., manufacturers 
| of “Wilwear” super-heat wall outlet 
| ranges. 


Larger Guest Rooms 
Well Lighted Sample Rooms 
—and Luxury that is Homelike 


Business executives and salesmen 
in ever increasing numbers are 
enjoying the hospitality of De- 
troit’s splendid new  hotel—the 
Detroit-Leland. 

And these men, accustomed to 
analyzing the success of any new 
undertaking, have been enthusias- 
tic in their praise of the much 
larger, more airy, luxurious bed 
rooms and the well lighted, pro- 
portionately larger sample rooms. 

The homelike luxury, irreproach- 
able service, excellent cuisine and 
atmosphere of accustomed well- 
being offers you the same hospital- 
ity you would expect as. the 
honored guest of any distinguished 
household. 


700 Large Rooms with Bath 
85% are priced from $3.00 to $5.00 
TCTROIT-LELAND HOTEL 
Bagley at Cass, Detroit, Michigan 
WM. J. CHITTENDEN, Jdr., Manager 
Direction Continental-Leland Corporation 




















HOLYOKE WIRES 


Holyoke Products are: 

Single, twisted and 
multiple conductors an- 
nunciator wire. 

Weatherproof single 
and twisted Annunciator 
wire. 

Damp proof office wire, 
single or multiple con- 
ductor. 

Triplex or Thermostat, 
three conductor’ cable 
put up 1000 ft. to coil. 

Radio Hook Up and 

SPOOLS connecting wire. 
Immediate delivery from New York and Chicago warehouse 


The Holyoke Co., Inc. 


621 eee, New York, N. Y. 
30 E. Randolph St., Chicago, Il. 




















Wrigley Toggle Bolts 


‘‘Wrigley 
For Quality’’ 


Made of heavier 
gauge steel. 


| 
DEC 3,190! 





Can be put through 
smaller holes than 

the ordinary toggle | 
bolt. } 


TRUNNION NUT 
TOGGLE BOLT 


| 
First Toggle Bolt | 
made. 


HOOD SCREWS ON 


THE THOMAS WRIGLEY CO. 
504 Sherman St., Chicago, IIl. 
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THE BETTER KIND 


WIRE CONNECTORS 


HAVE 
A REPUTATION 
FOR HIGH CLASS WORK 


MILLIONS IN USE 





Patented 


Safer— Quicker — Cleaner — Better 


Now made of Bakelite which is 
stronger, lighter and far superior to 
the material formerly used. They 
could not be made better at any 
price—still the price has been re- 
duced. If you do not know of the 
price reduction which went into ef- 
fect March 15th write for same and 
sample. For best results use SRK’s. 
Fit all standard outlet boxes and fit- 
tings. Approval No. E.7040. 


Sold through Jobbers 


Manufactured by 


JIFFY WIRE CONNECTOR CO. 
Eastern Sales Agents 
CUNNINGHAM & MONTGOMERY 
New York—Philadelphia—Pittsburgh—Boston 
HACKENSACK, N. J. 

















CWP CADMIUM-PLATED 
CONDUIT BUSHINGS 
Resist Corrosion 


Sell Quickly 


Please Your Customers 





* W P CADMIUM-PLATED 

CONDUIT BUSHINGS 
will make a big hit with your 
customers because 


They’re Stamped--not Cast— 
Won't break. Lighter and Better 
Appearance. 


They’re Cadmium-Plated—Won't 
rust. Always look good. Ideal for 
wiring jobs in damp or corrosive at- 
mosphere. 

Threads are Clean-Cut—No tap- 
ing out or forcing on. Every bushing 
a good fit. 


Neatly Packed—Packed in strong, 
clearly-marked, oil-proof cartons. 


Ask for Prices and Discounts 


The Cleveland Wrought 


Producis Co 


W. 58th St. & Denison Ave. CLEVELAND 














National Metal Molding 


Changes Name 
The National Metal Molding Co. 
of Pittsburgh has changed its name 


| to National Electric Products Corp. 


| Trumbull-Vanderpoel Electric Manv- | 
| facturing Co., 


* * * 


Mason Back With T-V 


Ralph Mason, formerly with the 


Bantam, Conn. has 
been elected vice-president of the 
company in charge of sales. 

* * # 


Hatheway Changes Quarters 

Hatheway & Co., New York, 
moved to larger quarters at 225 Var- 
ick St., on May 1. This company is 
national distributor for the Rattan 
Mfg. Co., Clifton Conduit Co., A. E. 
Rittenhouse Co., Clifduct Co., and 
Superduct Co. as well as local dis- 
tributor for the Wirt Co., Royal Elec- 
tric Co., and Heinemann Electric Co. 

The Hatheway-Paterson Co., 
ciated with Hatheway & Co., Inc., 
representing the Gulf Cross Arms Co. 
and the Bell Lumber Co., 
moved to the same location. 


Inc., 


asso- 


and 


has also 


* * * 
Benjamin Appointments 
Gordon E. Bloom has been ap- 


pointed field sales director of the Re- 
frigerator division of Benjamin Elec- 
tric Mfg. Co., Chicago. Mr. Bloom 
has been with Benjamin for a little 
over a year and before that was asso- 


ciated with the Copeland Products 
Co., Chicago. Much of his time at 


present is devoted to assisting in the 
development of sales for the distribu- 


tors of Benjamin cabinets for electric | 


refrigeration and in attendance at the 
sales schools of Copeland distributors 


explaining the superior features and 
- 


advantages of the new de Luxe Cope- 
land cabinets “built by Benjamin.” 


A. W. Kakitty has joined the Illu- 


a iis : 
|minating Engineering Department of 


the 


company. He is a graduate of 
Carnegie Institute of Technology and 
before coming with Benjamin was as- 
sociated with National Lamp Works 
of General Electric Company, as illu- 
minating engineer, at Nela Park. 

* * * 

Two New District Managers 

for Metal Ware Corp. 

The Metal Ware Corp. of Two 
Rivers, Wis., announces the appoint- 
ment of P. C. Cloyd as district mana- 
ger of the Chicago territory, and 
H. W. Smith as district manager of 


the Minneapolis territory. 


THE 


INDUSTRY.” 








area 


ro 993-3001 Franklin Street, 





Bell Ringing 


Transformers 
All Approved Types including 


Outlet Box Type 


M-26 or T-26, Outlet Box 
Types, are rapidly becoming 
standard. These transformers 
are completely encased, can be 
mounted in a moment and as- 
sure a neat and efficient instal- 
lation. 

M-26 is equip 
for drop cor 





with knock-out 





M-26—8 Volt 

T-26—6, 8 and 14 Volt 

Built for both 3 inch and 4 inch outlet 
box, 

Write for prices and information. 


DONGAN ELECTRIC MFG. CO. 
Detroit, Mich. 


(TRANSFORMERS of MERIT for FIFTEEN YEARS ) 






































it 
able items with the jobber 
well protected Keep an 
eve open for lamp guard 
sales Flexco and Flex 

Lok guards are sold every 
day the year round and 
make satisfied customer 


Flexible Steel Lacing Co. 


4698 Lexington St. 
Chicago, Ill. 


























FLEXCO-LO 
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We announced 


“We have taken advan- 
tage of the process of 
LORICATION in the 
manufacture of the latest 
and best conduit or race- 
way, for the use of Elec- 
trical Engineers in the in- 
stallment of electric wires 
in modern buildings.” 


1928 


thirty years later shows 

we are still in the lead. 

Time has proven the 

worth of our well known 
brands. 


Loricated 
Galvaduct 


GARLAND 


MFG. CO. 
Pittsburgh, Penna. 
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Wherever individual light is needed — the BUSS will fit. 


Another Odd U 


ig dil 
ETN 


se Suggests Wide 


Sales Outlet for BUSS Lights— 


No, the young lady has not equipped herself to resist 
a “gas attack” by the office boy. She is acting as “sub- 
ject” in an experiment to determine the effect of noise 
upon the efficiency of office workers. 


The experiment was conducted by Dr. Donald A. Laird, 
psychologist, at Colgate University. 

The BUSS Light shown on the wall is not simply in- 
cidental. It was used for a definite purpose. Dr. Laird 
says, about the BUSS Light: 


“In the experimental set-up we used the wall light partly to 
direct light to help the typist, and partly for decorative pur- 
poses. 

“We find the light very useful in connection with many ex- 
periments where we want light directed to facilitate reading 
a finely divided scale, to compensate for the shadow cast by 
an operator, etc. Since the BUSS Light can be readily fas- 
tened almost anywhere, it is the most useful for such pur- 


poses. : 
This is a very special use of the BUSS Light but it 
suggests the many poSsible applications of this handy 
lamp to office lighting. The BUSS Light stands or hangs 


or clamps. It has a ball joint between base and socket. 
It fits in a dozen places around the office:—as a stand 
lamp on the executive’s desk; on the switchboard or to 
light the typist’s work; as a decorative wall lamp in the 
lobby or reception room; as a clamp lamp for the comp- 
tometer operator or file clerk; as a general handy-lamp 
wherever “close-up” lighting is required. 


A salesman on the lookout for just such light-needs 
finds many profitable orders in the business-office field. 


Another sales outlet will be suggested next month. 


Hey Fellows!! 


$10.00 for your experiences 


Send us suggestions for new uses for BUSS 
Lights taken from your experiences. We wi! 

play $10 for each one featured in this or other 
publications. 


BUSSMANN MANUFACTURING COMPANY, University at Jefferson, St. Louis, Mo. 
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MODEL 109 
COMBINATION CONSOLE 


With Dynamic Cone Reproducer. 
electric phonograph turntable. 
and space for radio receiver. Has 


| 


MODEL 929 
SMALL CONSOLE 
Designed with compart- 
ment above reproducer 
grill to hold the average 
receiver. Blank panels 
cut to fit any standard 
receiver. Equipped with 
Dynamic Cone Repro- 
ducer for either storage 
battery or light socket 

operation, 


radio-phonograph selector switch. 


(7 


« 


ee 


Newcombe-Hawley 
Air Colamn Reproducers 


MODEL 70 
AIR COLUMN UNIT 


Has Baldwin Rival Unit and 
So-ineh air column. Fur- 


ished without cabinet. 


lLODEL 72 CONSOLI 


T2-inch air column = re- 
ueer and Nathaniel 
winl nit. Aecommodates 


lar radio sets. 


MODEL 73 
DRUM REPRODLCER 
Equipped with genuine Na- 
thaniel Baldwin Unit. Air 
column 5 - inches long. 


MODEL 71 TABLE 
\ popular table reproducer 


wide enough to hold most 








radio receivers. 


Equipped © 
with Newcombe-Hawley 72 
inch air column and genuine 
Baldwin unit. Cabinet in wal- 


nut with gold cloth grill. 


Reproducers 


HEART OF NEWCOMBE-HAWLEY 

DYNAMIC CONE REPRODUCERS 
A remarkable free-floating cone unit of 
unsurpassed tone quality and plenty of 
volume. Furnished in chassis form if 
desired for battery or A. C. light socket 
operation. Special condition equalizer 
assures perfect reproduction. 


MODEL 959 LARGE CONSOLE 
Designed for large size A.C. reeeiv- 
ers such as R.C. A. Model 18 and 
others. Equipped with Dynamic 
Cone Reproducer for light socket 





operation. Blank panel furnished. 


eut to fit any standard receiver. 


{ 


——— 
MODEL 969 
PORTABLE 


Equipped with D. C.Dyna- 
mie Cone Reproducer for 
Battery operated sets or 
A.C. Dynamic Cone Repro- 
ducer for light socket 
operation. Condition 
equalizer is provided for 
controlling 


MODEL 909 TABLE 
With D. C. or A. C. Dynamic 


quality of Cone Reproducer. Wide enough 


reception. to hold most radio receivers. 


Newcombe-Hawley 
Magnetic Cone Reproducers 


MODEL SO 
MAGNETIC CONE 


\ powerful magnetic cone of 
exceptional tone quality. Fur- 
nished in chassis form with 
plain wood box. 


NEWCOMBE-HAW LEY 
MAGNETIC CONE 
REPRODUCERS 


are popularly priced and meet 
the demand for a high grade 
radio reproducer that will 
vive excellent results with 
practically any type of radio 
receiver. 

Model 83 Portable lends it- 
self readily to use with any 
interior appointments. 
Model 81 Table will accommo- 
date any radio receiver 
although it is designed partic- 
ularly for all-electric sets. 


MODEL 83 PORTABLE 


\ beautiful portable repro- 
ducer with a high quality 
magnetic cone unit. Furnished 
in burl walnut cabinet with 
eloth grill. 


MODEL SI TABLI 
For large receivers such as 
R.C. A. Model 18 all-electric 
sets. Has magnetic cone re- 


producer under table. 





Such SUCCESS 


is seldom accorded an 
ELECTRIC CLEANER! 


Bee-Vac 
Junior Brush 


Endorsed by house- 
wives and autoists for 
“odd job” cleaning 


Consumer’s price 


$1950 


Model ‘‘G” 
BEE-VAC 
(purple bag) 


Consumer’s price 


$7,950 


Attachments, 


DeLuxe 
Ball-Bearing 
BEE-VAC 
(maroon bag) 


Consumer’s price 


$397 


Attachments, includ- 
ing floor polisher and 
blower, $8.00 


men been so frank and unreserved in their 
expressions of confidence and enthusiasm for 
the Bee-Vac Line. 


Nive before in Bee-Vac history have sales- 


The values which it offers—the selling possibil- 
ities which it places in their hands—are so out- 
standing and unmatched that they are today giving 
the Bee-Vac Line a measure of support that sales- 
men have seldom accorded any other similar type 
of merchandise. 


The DeLuxe Ball-Bearing Bee-Vac, selling at 
$39.75, has been a compelling factor in winning this 
warm allegiance. _Embodying a larger and more 
powerful % hp. motor, which is_ ball-bearing 
equipped throughout, the DeLuxe Model produces 
a suction power that is almost unbelievable. New 
floating brush gives contact with the rug at all 
times. New four-position nozzle adjusts to all 
thicknesses of rugs. 


The Model “G” Bee-Vac selling at $29.50, has 
proved its matchless performance and unfailing 
dependability through years of service in thousands 
of homes. 


The Bee-Vac Junior Brush at $19.50 retail, meets 
the needs of housewives and autoists for “odd job” 
cleaning in a way that places it clearly at the top 
among cleaners of this general type. 


Because the salesman who pushes the Bee-Vac 
line offers his trade something distinctly superior in 
cleaning performance and sturdy dependability, as 
well as in actual dollar for dollar value—he quickly 
finds the line a particularly desirable one. May we 
urge you to write for the attractive details of the 
Bee-Vac proposition? Birtman Electric Com- 
pany, Dept. G-317, 4140 Fullerton Ave., Chicago. 


The BEE-VAC Line 


AN ELECTRIC CLEANER FOR EVERY POCKETBOOK 





